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►  STRATEGIC  ALLIANCE 

IBM  eyes  PacTel  Spectrum 

Big  Blue  to  market  firm's  network  management  services. 


BY  PAUL  KORZENIOWSKI 

Senior  Editor 


RESEARCH  TRIANGLE  PARK,  N.C.  —  IBM  plans  to 
prop  up  its  network  management  offerings  through  an  al¬ 
liance  with  net  management  service  provider  PacTel 
Spectrum  Services,  Network  World  has  learned. 

The  alliance,  which  may  be  announced  by  the  end  of 
the  month,  will  enable  IBM  to  market  PacTel  Spectrum’s 
network  monitoring  and  management  services  to  small 
and  mid-sized  companies,  complementing  the  manage¬ 
ment  tools  IBM  currently  sells  to  larger  corporations.  IBM 
will  also  pump  an  unspecified  amount  of  cash  into  the 
fledgling  venture  and  help  PacTel  Spectrum  engineers  de¬ 
velop  interfaces  to  NetView,  IBM’s  host  network  manage- 

See  page  54 


IBM  and  PacTel  Spectrum 
Services  team  up 


NETWORK  WORLD  CHART 


BUDGET  SURVEY 


Management  resists 
strategic  spending 

BY  PAUL  KORZENIOWSKI 

Senior  Editor 


Convincing  upper  management 
that  the  corporate  communications 
network  is  a  strategic  asset  and 
not  a  necessary  evil  is  a  tedious 
process  for  many  communications 
managers.  While  a  few  enlightened 
corporations  understand  that  in¬ 
creased  communications  spending  may  produce  addi¬ 
tional  revenue,  most  companies  still  view  communica¬ 
tions  as  just  another  expense  item. 

This  attitude  is  reflected  in  the  fact  that  1988  com¬ 
munications  budgets  will  post  only  moderate  increases 
—  about  6%  —  over  1987  budgets.  This  budget  growth 
is  a  tad  healthier  than  the  5%  growth  experienced  from 

Continued  on  page  35 


►  TECHNOLOGY  SUMMIT 

IBM  ISDN  elite 
meet  at  forum 

Steering  global  strategy. 


BY  BOB  WALLACE 

Senior  Editor 


RESEARCH  TRIANGLE  PARK,  N.C.  —  IBM 
last  week  brought  together,  for  the  first  time, 
100  of  its  premier  ISDN  planners  from  more 
than  10  nations  for  a  forum  designed  to  help 
keep  the  company’s  worldwide  ISDN  develop¬ 
ment  efforts  on  course. 

Speakers  called  together  for  the  meeting,  in¬ 
cluding  the  director  of  the  Consultative  Com¬ 
mittee  on  International  Telephony  and  Telegra¬ 
phy,  also  addressed  a  press  seminar  focused  on 
pricing  of  planned  Integrated  Services  Digital 
Network  services,  IBM’s  ISDN  testing  program 
and  the  coexistence  of  ISDN  and  Systems  Net¬ 
work  Architecture. 

See  page  6 


PANEL 


ISlIH 


OF 

COMMUNICATIONS 

USERS 


►  CONTRACT  CONTROVERSY 

AT&T/fed 
deal  draws 
telco  wrath 

Local  bypass  plans 
rile  C&P  Telephone. 

BY  KARYL  SCOTT 

Washington,  D.C.  Correspondent 


WASHINGTON,  D.C.  —  The  C&P 
Telephone  Co.  of  Washington,  D.C. 
last  week  protested  the  awarding  of 
an  $86  million  private  network  con¬ 
tract  to  AT&T  by  the  U.S.  Depart¬ 
ment  of  the  Treasury  because  AT&T 
plans  to  bypass  C&P  Telephone’s  lo¬ 
cal  exchange  network. 

C&P  Telephone,  a  subsidiary  of 
Bell  Atlantic  Corp.,  filed  a  protest 
with  the  General  Services  Adminis¬ 
tration  Board  of  Contract  Appeals 
(BCA)  after  failing  to  win  the  Trea¬ 
sury  Department’s  lucrative  Digital 
Telecommunications  Switching  (DTS) 
system  contract.  The  BCA  has  10 
days  to  respond  to  the  protest. 

The  DTS  contract  calls  for  replace¬ 
ment  of  the  Treasury  Department’s 
existing  Centrex  system  with  a  5ESS- 
based  26,000-line  digital  network 
connecting  16  Treasury  locations  in 
the  Washington,  D.C.  metropolitan 
area. 

Under  terms  of  the  contract,  AT&T 
will  engineer,  furnish,  install,  operate 
and  maintain  the  network.  It  will  also 
provide  hardware,  software,  switch¬ 
ing  and  local  transmission  services. 

When  completed  in  1989,  DTS  will 
be  the  largest  private  Integrated  Ser¬ 
vices  Digital  Network  in  the  world, 
AT&T  claimed.  The  company  will 
provide  the  Treasury  Department 
with  an  undisclosed  number  of  5ESS 
switches  to  handle  network  switch- 

See  page  6 
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►  MANAGEMENT 

Tactics  vary  when 
it  comes  to  hiring 


BY  MICHAEL  FAHEY 

Senior  Writer 


In  staffing  its  communications  department,  First  Wis¬ 
consin  National  Bank  of  Milwaukee  follows  a  simple  phi¬ 
losophy:  Promote  from  within  and  provide  an  array  of 
training  and  educational  opportunities. 

“Despite  all  of  the  technologically  advanced  equip¬ 
ment,  it  is  still  the  staff  that  delivers  the  service,”  said 
Michael  Spillane,  manager  of  network  control  at  First 

See  page  53 
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T-l  mux  makers  seek 
ISDN  compatibility 


►  DEMONSTRATION 

Firms  run 
NETBIOS 
on  TCP/IP 

Standard  interface 
put  to  the  test. 

BY  MARY  PETROSKY 

West  Coast  Correspondent 


ARLINGTON,  Va.  —  Four  ven¬ 
dors  successfully  demonstrated  the 
compatibility  of  their  Network  Ba¬ 
sic  I/O  System  implementations 
last  week,  boosting  the  ability  to 
run  IBM  NETBIOS-based  local  net¬ 
work  operating  systems  and  appli¬ 
cations  across  TCP/IP-based  per¬ 
sonal  computer  nets. 

Bridge  Communications,  Inc., 
Ungermann-Bass,  Inc.,  Excelan, 
Inc.  and  Syntax  Corp.  participated 
in  the  demonstration,  which  was 
held  in  conjunction  with  the  Sec¬ 
ond  TCP/IP  Interoperability  Con¬ 
ference  here. 

Network  General  Corp.  also 
joined  in  the  demonstration,  pro¬ 
viding  its  protocol  analyzer  to  test 
for  interoperability.  Communica¬ 


BY  KARYL  SCOTT 

Washington,  D.C.  Correspondent 


WASHINGTON,  D.C.  —  U.S.  Dis¬ 
trict  Court  Judge  Harold  Greene 
last  week  dealt  a  harsh  blow  to  the 
regional  Bell  holding  companies 
and  the  U.S.  Department  of  Jus¬ 
tice,  issuing  an  opinion  that  the 
Modified  Final  Judgment  prohibi¬ 
tion  against  RBHC  manufacturing 
extends  to  research  and  develop¬ 
ment  activities. 

“There  cannot  be  the  slightest 
doubt  that  the  parties  of  the  decree 
intended  to  bar  the  [RBHCs]  from 
the  entire  manufacturing  process, 
including  design,  development  and 
fabrication,”  Greene  said  in  his 
opinion. 

AT&T  and  a  number  of  powerful 
industry  groups  had  sought  clarifi¬ 
cation  from  the  court  of  the  term 
“manufacture”  as  used  in  the  Mod¬ 
ified  Final  Judgment.  That  ruling 
prohibits  the  RBHCs  from  provid¬ 
ing  long-distance  and  information 
services  and  from  manufacturing 
telecommunications  equipment. 
The  companies  are  also  barred 
from  owning  subsidiaries  involved 


Network  World  wants  to  make 
its  news  coverage  even  better, 
and  for  that  we  ask  your  help.  If 
you  know  of  an  interesting 
event  that  just  occurred  or  is 
about  to  occur,  please  call.  We’d 
also  like  to  know  how  you  opti¬ 
mize  your  networks.  Call  Editor 
Bruce  Hoard  toll  free  at  (800) 
343-6474. 


tion  Machinery  Corp.  was  sched¬ 
uled  to  participate  in  the  demon¬ 
stration  but  did  not. 

Standards  for  a  NETBIOS  inter¬ 
face  to  the  Department  of  De¬ 
fense’s  Transmission  Control  Pro¬ 
tocol/Internet  Protocol  were 
proposed  at  an  Interoperability 
Conference  last  March.  At  that 
conference,  the  interface  was  pre¬ 
sented  in  the  form  of  requests  for 
comment,  which  amount  to  general 
industry  acceptance.  Before  stan¬ 
dards  were  available,  each  vendor 
had  a  different  method  for  inter¬ 
facing  NETBIOS  to  TCP/IP. 

As  a  result,  network  operating 
systems  such  as  the  IBM  PC  LAN 
Program  and  application  programs 
such  as  Microrim,  Inc.’s  Rrbase 
5000,  which  are  written  to  NET¬ 
BIOS,  would  not  operate  across  dif¬ 
ferent  vendors’  network  hardware. 
This  made  it  virtually  impossible 
to  create  a  multivendor  TCP/IP- 
based  net  for  personal  computers. 

TCP/IP  allows  NETBIOS  to  oper¬ 
ate  over  both  local-  and  wide-area 
networks.  NETBIOS  was  designed 
to  operate  only  in  local  networks. 

The  vendors  participating  in  the 
demonstration  have  since  devel¬ 
oped  software  that  embodies  the 
standard  TCP/IP-to-NETBIOS  in¬ 
terface. 

The  demonstration  consisted  of 

See  page  6 


in  telecommunications  equipment 
manufacturing,  although  the 
RBHCs  may  market  equipment  pro¬ 
duced  by  other  vendors. 

Observers  said  that,  as  a  result 
of  Greene’s  opinion,  the  RBHCs 
could  be  forced  to  divest  them¬ 
selves  of  subsidiaries  involved  in 
telecommunications  R&D  and  to 
sharply  curtail  future  acquisitions 
of  telecommunications-related 
companies.  Greene  did  not  address 
that  issue  in  his  opinion. 

For  example,  the  ruling  could 
force  BellSouth  Corp.  to  relinquish 
its  holdings  in  Si'ecor,  Inc.,  a  manu¬ 


►  MULTIPLEXER  MARKET 


BY  PAUL  KORZENIOWSKI 

Senior  Editor 


Following  the  lead  of  Timeplex, 
Inc.,  manufacturers  of  T-l  multi¬ 
plexers  are  beginning  to  explore 
the  option  of  supporting  ISDN  in¬ 
terfaces  in  order  to  take  advantage 
of  the  enhanced  services  carriers 
plan  to  offer  starting  in  1989. 

Timeplex  last  month  announced 
it  would  begin  testing  an  interface 
in  the  first  quarter  of  1988  that 
would  enable  its  Link  family  of 
multiplexers  to  support  the 
CCITT’s  Primary  Rate  Interface  for 
Integrated  Services  Digital  Net¬ 
works. 

Competitors,  such  as  AT&T,  Dig¬ 
ital  Communications  Associates, 
Inc.  and  others  plan  to  follow  suit 
with  field  tests  in  preparation  for 
widespread  ISDN  deployment. 

The  ISDN  Primary  Rate  Inter¬ 
face  specifies  how  a  1.54M  bit/sec 
T-l  link  is  segmented  into  24  64K 
bit/sec  channels.  Of  the  24  chan¬ 
nels,  23  B  channels  support  voice 
or  data  and  the  24th  channel,  the  D 


facturer  of  fiber-optic  communica¬ 
tions  equipment.  It  could  also  re¬ 
quire  Pacific  Telesis  Group  to 
cease  its  Project  Victoria  field  tri¬ 
als  because  they  involve  the  use  of 
Pacific  Telesis-designed  multiplex¬ 
ing  equipment. 

RBHC  officials  were  not  happy 
with  Greene’s  ruling.  Thomas 
Bolger,  chairman  of  Bell  Atlantic 
Corp.,  said  the  ruling  “unlawfully 
expands  the  scope  of  the  manufac¬ 
turing  prohibition.  We  will  have  to 
appeal  the  court’s  decision  because 
it  impairs  our  ability  to  provide 
network  services  in  an  efficient 


channel,  carries  signaling  informa¬ 
tion  used  to  control  the  others. 

Potential  uses  of  the  D  channel 
represent  the  most  significant  dif¬ 
ference  between  current  and  fu¬ 
ture  T-l  multiplexer  capabilities. 

Adhering  to  ISDN  standards 
would  provide,  among  other 
things,  a  standard  way  to  pass  net¬ 
work  management  and  perfor¬ 
mance  information  to  other  types 
of  equipment,  including  private 
branch  exchanges,  X.25  packet 
switches  and  central  office  switch¬ 
es.  Most  multiplexer  vendors  cur¬ 
rently  use  proprietary  protocols 
for  management  and  control. 

ISDN  compatibility  will  also  en¬ 
able  T-l  multiplexers  to  interact 
with  central  office  switches  to  con¬ 
trol  the  configuration  and  destina¬ 
tion  of  the  channels  within  the  T-l 
pipe.  Customers  using  a  Primary 
Rate  Interface  to  an  ISDN  network 
would  be  able,  for  example,  to 
route  the  23  B  channels  to  differ¬ 
ent  destinations,  once  within  the 
central  office  switch.  The  channels 

See  page  8 


and  cost-effective  manner.” 

But  Greene  warned  of  the  anti¬ 
competitive  potential  of  the 
RBHCs.  “The  decree  was  aimed  at 
preventing  the  anticompetitive 
practices  in  which  the  Bell  system 
was  assumed  to  have  been  engaged 
in  the  past,”  Greene  said.  “These 
practices  in  the  design  and  devel¬ 
opment  of  equipment  were  as  re¬ 
sponsible  for  the  manufacturing 
restriction  as  the  practices  in  the 
fabrication  of  equipment. 

“The  evidence  underlying  the 
decree  suggests  that  the  Bell  sys¬ 
tem  used  its  local  monopoly  posi¬ 
tion  to  disadvantage  and  drive  out 
of  business  competing  manufactur¬ 
ers  primarily  through  discrimina¬ 
tion  and  cross-subsidization  at  the 

See  page  8 
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►  MODIFIED  FINAL  JUDGMENT 

Greene  slams  door  on  RBHC  R&D  bid 


TIMEPLEX/UNISYS: 

RESHAPING  THE  FUTURE  OF 
COMMUNICATIONS  NETWORKING 

On.November  9,  Timeplex  and  Unisys  announced  an  agreement  whereby 
Unisys  plans  to  acquire  Timeplex.  As  a  result,  some  things  will  change. 
Many  things  WILL  NOT  CHANGE. 

■  Systems  Connectivity  Architecture,  our  corporate  philosophy, 

WILL  NOT  CHANGE.  SCA  describes  our  commitment  to  provide 
open  systems  connectivity  and  support  to  meet  the  current  and 
changing  needs  of  our  customers'  networks. 

■  Designing  integrated  systems  solutions  for  integrated  network 
management  and  control  WILL  NOT  CHANGE.  Multi-vendor 
systems  are  a  reality  and  connectivity  is  key. 

■  Supporting  current  and  evolving  standards  through:  open  interfaces 
to  TIME/VIEW,  our  integrated  network  management  system; 
on-going  support  of  IBM's  NetView;  participation  in  standards 
bodies,  and  the  pursuit  of  standards  such  as  OSI  with  other  vendors 

WILL  NOT  CHANGE. 

■  Developing  innovative  technology  that  expands  our  customers' 
existing  systems  by  providing  a  smooth  migration  path  while 
protecting  their  present  investment  WILL  NOT  CHANGE. 

■  Our  Timeplex  name,  our  organization  and  the  Timeplex  team  that 
has  served  our  customers  for  over  1 8  years  WILL  NOT  CHANGE. 

WHAT  WILL  CHANGE,  is  that  we  now  will  enjoy  the  backing  of  Unisys, 
a  $10  billion  information  systems  company.  This  will  help  us  to  enhance 
our  market  leadership  position,  and  our  ability  to  deliver  business 
communications  solutions. 

The  foundation  of  our  success  has  been  our  relationship  with  our  customers. 
More  than  ever,  Timeplex  will  remain  their  communications  partner — 
solving  their  voice/data  networking  problems — today  and  in  the  future. 

Timeplex...  The  Connectivity  People. 

Timeplex,  Inc. 

400  Chestnut  Ridge  Road 
Woodcliff  Lake,  NJ  07675 
(201)  930-4600 

TIME/VIEW  is  a  trademark  of  Timeplex.  NetView  is  a  registered  trademark  of  IBM  Corp. 


PAGE  4 


NETWORK  WORLD 


J  DECEMBER  7,  1987 


►  LOCAL  NETWORKING 

Networker  1-2-3  lauded 

Spreadsheet  can  be  shared  on  PC  LAN. 


BY  MARY  PETROSKY 

West  Coast  Correspondent 


CAMBRIDGE,  Mass.  —  Beta  us¬ 
ers  of  the  long-awaited  network 
version  of  Lotus  Development 
Corp.’s  1-2-3  said  last  week  they 
are  happy  finally  to  have  a  version 
of  the  popular  spreadsheet  pack¬ 
age  that  provides  data  sharing  and 
security. 

Originally  slated  for  delivery  in 
early  1987,  1-2-3  Networker  will 
begin  shipping  this  week,  Lotus  an¬ 
nounced  recently.  The  Networker, 
a  version  of  1-2-3  Release  2  for  use 
with  personal  computer  local-area 
networks,  supports  up  to  five  us¬ 
ers  at  a  time.  A  larger  number  of 
users  can  be  accommodated  by  in¬ 
stalling  multiple  Networker  pack¬ 
ages. 

Although  some  1-2-3  users  ques¬ 
tion  the  need  to  share  spread¬ 
sheets,  beta  users  cited  applica¬ 
tions  in  which  a  networked  version 
of  1-2-3  is  required.  Within  the 
business  development  arm  of  Bur¬ 
bank,  Calif.-based  Lockheed  Aero¬ 
nautical  Systems  Co.,  administra¬ 
tive  staffers  need  to  share  a  single 
spreadsheet  containing  personnel 
salaries  and  other  data,  according 
to  Robert  Cathaway,  senior  de¬ 
fense  requirements  analyst. 

Before  the  availability  of  the 
Networker,  users  were  forced  to 
work  from  one  diskette,  which 
they  used  in  turn.  Security  consist¬ 


ed  of  locking  the  diskette  in  a  desk 
drawer.  “Being  in  control  of  the 
data  and  the  location  of  the  data 
was  a  key  issue,”  Cathaway  said. 
Cathaway  has  had  one  copy  of  the 
Networker  for  more  than  2 
months,  and  during  that  time 
roughly  a  dozen  people  have  had  a 
chance  to  try  it. 

The  Networker  has  made  it 
much  easier  for  the  users  to  share 
spreadsheets  and  has  provided  bet¬ 
ter  security  through  the  program’s 
access  restriction  features,  which 
include  the  ability  to  protect  indi¬ 
vidual  files  with  passwords. 

Similarly,  at  Healthcare  Interna¬ 
tional,  Inc.  in  Austin,  Texas,  sever¬ 
al  managers  regularly  review  the 
same  reports,  which  are  main¬ 
tained  in  1-2-3  spreadsheets.  Be¬ 
fore  the  availability  of  the 
Networker,  only  one  manager 
could  access  the  reports  at  a  time. 
Now,  several  managers  can  review 
the  reports  simultaneously.  The 
Networker  locks  worksheet  files  so 
only  one  user  at  a  time  can  make 
changes,  but  it  allows  multiple  us¬ 
ers  to  have  read-only  access  to  the 
files. 

The  elimination  of  1-2-3’s  copy¬ 
protection  scheme  is  also  a  plus, 
according  to  the  beta  users.  Al¬ 
though  the  stand-alone  version  of 
1-2-3  could  be  installed  on  a  net¬ 
work  server  and  downloaded  to 
network  workstations,  each  user 
was  previously  required  to  insert  a 


key  diskette  before  the  program 
would  run.  “It  was  cumbersome  — 
you  had  to  switch  out  your  net¬ 
work  boot  diskette  and  put  in  your 
key  diskette,”  said  Joe  Krus,  mi¬ 
crosystems  analyst  at  Healthcare 
International. 

Krus  also  noted  that  the 
Networker  loads  from  the  server 
into  a  networked  workstation 
much  more  quickly  than  the  stand¬ 
alone  version  does.  Because  the 
stand-alone  version  booted  so 
slowly  from  the  server,  most  net¬ 
work  users  had  continued  to  boot 
the  program  from  their  local  hard 
disk  drives,  Krus  said. 

Some  people  have  criticized  Lo¬ 
tus,  saying  the  Networker’s  $2,475 
price  tag  is  too  high.  Neither 
Cathaway  nor  Krus  was  daunted 
by  the  pricing,  however.  “You  can 
end  up  with  a  cost  savings  if  you 
manage  it  correctly,”  Krus  said. 
Because  the  Networker  limits  only 
the  number  of  concurrent  users, 
network  administrators  could  have 
more  than  five  users  sharing  the 
program.  The  licensing  for  the 
stand-alone  version  of  1-2-3  re¬ 
quires  that  every  user  have  a  copy. 

For  current  1-2-3  users,  Lotus  is 
offering  one  copy  of  1-2-3 
Networker  in  exchange  for  $250 
and  five  1-2-3  Release  2.X  system 
disks.  Lotus  has  certified  the 
Networker  to  run  on  the  following 
local-area  networks:  the  IBM  PC 
LAN  Program  1.1  with  IBM  PC 
Network  or  IBM  Token-Ring  net¬ 
work  adapters;  3Com  Corp.’s  3  + 

1.1  with  Etherlink  network  adapt¬ 
ers;  Novell,  Inc.’s  SFT  NetWare  286 

2.1  and  Banyan  Systems,  Inc.’s  Vir¬ 
tual  Networking  Software  2.1  with 
3Com  Etherlink  adapters.  □ 
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►  15TH  ANNUAL  NATA  SHOW 

Voice /data 

BY  JIM  BROWN 

New  Products  Editor 


DALLAS  —  Traditional  vendors 
of  voice  communications  systems 
need  to  branch  out  into  integrated 
voice/data  equipment  sales  to  spur 
new  growth  in  an  otherwise  flat 
market,  said  attendees  at  the 
North  American  Telecommunica¬ 
tions  Association’s  (NATA)  15th 
annual  exposition  and  conference 
here  last  week. 

Dubbed  Unicom  1  Computer  and 
Communications,  the  show  reflect¬ 
ed  NATA’s  recent  drive  to  educate 
its  members  on  how  to  become  sys¬ 
tems  integrators  rather  than  sim¬ 
ply  sellers  of  private  branch  ex¬ 
changes,  key  systems  and  tele¬ 
phones. 

Digital  Equipment  Corp.,  a  new¬ 
ly  recruited  NATA  member,  was 
among  the  232  vendors  here  —  a 
record  for  the  show.  Of  the  ven¬ 
dors  in  attendance,  30%  were  ex¬ 
hibiting  data  communications  or 
data  processing  equipment  to  the 
nearly  6,300  interconnect  compa¬ 
nies  and  value-added  resellers  at 
the  show. 

Because  its  members  are  deeply 
rooted  in  voice  technology,  the  or¬ 
ganization  has  been  developing 
plans  to  provide  them  with  the 


gear  key  to 

knowledge  to  piece  together  and 
sell  such  integrated  voice/data  ap¬ 
plications. 

Part  of  that  effort  has  been  a 
three-year  recruitment  drive  to  get 
major  computet  vendors  to  join 
NATA.  DEC  became  the  first  com¬ 
puter  vendor  to  join  and  expects  to 
provide  much  of  the  schooling  the 
interconnects  need  to  sell  data 
products. 

Martin  Rosenblith,  industry  seg¬ 
ment  manager  of  DEC’S  Telecom¬ 
munications  Industry  Marketing 
Group,  said  DEC’S  primary  thrust 
as  a  NATA  member  is  to  pitch  its 
recently  announced  Computer  Inte¬ 
grated  Telephony  (CIT)  to  inter¬ 
connects.  CIT  comprises  software 
running  on  a  VAX  minicomputer 
that  works  in  conjunction  with 
software  running  on  a  PBX  to  sup¬ 
port  integrated  voice/data  applica¬ 
tions  (“DEC  lays  plans  to  link 
VAXes,  PBXs,”  AW,  Oct.  26). 

Switch  vendors  such  as  North¬ 
ern  Telecom,  Inc.  and  Mitel  Corp. 
are  building  PBX-based  CIT  appli¬ 
cations  that  are  expected  to  be 
available  in  late  1988. 

DEC  also  sees  its  involvement  in 
NATA  as  a  way  to  introduce  such 
products  as  DECconnect,  DEC’s 
wiring  scheme  for  voice,  data  and 
video.  “By  joining  NATA,  we  set 


growth 

an  objective  to  triple  DEC’s  reve¬ 
nues  from  sales  to  the  telecom¬ 
munications  industry,  including 
sales  to  interconnects,”  Rosenblith 
said. 

DEC  also  said  at  the  show  it  will 
open  an  Applications  Center  for 
Technology  (ACT)  in  Dallas  that 
will  focus  on  building  applications 
utilizing  telecommunications  and 
computer  hardware.  When  opened 
in  early  1988,  the  Dallas  site  will 
become  DEC’s  19th  ACT  and  will 
complement  telecommunications 
application  development  at  DEC’s 
Atlanta  ACT. 

NATA  members  who  take  ad¬ 
vantage  of  the  organization’s  edu¬ 
cational  efforts  may  be  able  to 
learn  to  sell  data  equipment  or  rec¬ 
ognize  the  need  to  form  alliances 
with  suppliers  of  data  equipment 
and  services,  NATA  officials  and 
analysts  said. 

“With  those  alliances,  computer 
dealers  can  play  off  our  strengths 
in  the  voice  world,  and  we  can  play 
off  their  strengths  in  the  data 
world,”  said  John  Hinkle,  recently 
elected  chairman  of  NATA’s  board 
of  directors  and  a  vice-president 
and  general  manager  for  Houston, 
Texas-based  Centel  Communica¬ 
tions  Systems.  “A  lot  of  our  mem- 

See  page  6 
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►  INTEGRATION  SOFTWARE 

DEC  eases  PC-DECnet  links 


BY  MARY  PETROSKY 

West  Coast  Correspondent 


MAYNARD,  Mass.  — 
Digital  Equipment  Corp. 
cut  the  price  of  tying  per¬ 
sonal  computers  into  DEC- 
net  more  than  50%  last 
week  when  it  announced 
new  software  licensing  pol¬ 
icies  and  an  entry-level 
personal  computer  integra¬ 
tion  package  for  the  Micro- 
VAX  computer. 

DEC  cut  the  cost  of  inte¬ 
grating  personal  computers 
into  DECnet  by  combining 
the  license  costs  for  key 
server  and  client  software 
with  other  DECnet  licenses, 
said  Joanne  Correia,  per¬ 
sonal  computer  intercon¬ 
nect  marketing  manager. 
DEC  also  announced  starter 
kits  that  enable  the  Micro- 
VAX  II  and  MicroVAX  2000 
to  act  as  DECnet  servers 
for  personal  computers. 
The  kits  are  priced  nearly 
40%  lower  than  the  cost  of 
the  individual  components. 

In  addition,  DEC  an¬ 
nounced  it  will  offer  DEC¬ 
net  support  and  Ethernet 
adapters  for  the  high-end 
models  of  the  IBM  Personal 
System/2  line,  which  are 
based  on  the  Micro  Channel 
bus  structure.  Currently, 
DEC  is  field-testing  DEC- 
net-DOS  Release  2.0,  which 
supports  the  IBM  Personal 
System/2  Model  30  over 
Ethernet  and  Models  50,  60 
and  80  over  asynchronous 
lines,  Correia  said. 

DEC’S  licensing  policy 
has  been  in  effect  since 
September  (“DEC  embraces 
PC  connectivity  but  shuts 
out  Token-Ring,”  AW,  Nov. 
9)  but  has  only  recently 
been  publicized.  Under  the 
policy,  DECnet-VAX  soft¬ 
ware  licenses  include  the  li¬ 
cense  for  VAX/VMS  Ser¬ 
vices  for  MS-DOS. 

VAX/VMS  Services  for 
MS-DOS  consists  of 
networking  and  server 
software  for  the  VAX,  Mi¬ 
croVAX  or  VAXmate.  It 
also  allows  the  VAXmate 
and  IBM  Personal  Comput¬ 
ers,  XTs  or  ATs  to  act  as 
clients  to  the  servers. 

Licenses  for  VAX/VMS 
Services  for  MS-DOS  had 
previously  been  priced 
from  $3,900  for  the  Micro¬ 
VAX  version  to  $19,500  for 
the  VAX  8800  version.  By 
including  this  license  with 
the  DECnet-VAX  license, 
DEC  allows  users  to  save 
54%  to  78%  on  the  cost  of 
turning  VAXes  into  person¬ 
al  computer  network  serv¬ 
ers. 

VAX/VMS  Services  for 
MS-DOS  is  layered  on  top  of 
DECnet-VAX.  Users  still 
must  pay  an  average  fee  of 


$500  for  the  media  and 
documentation  for  this 
software. 

On  the  Personal  Comput¬ 
er  side,  DECnet-DOS  acts  as 
the  foundation  for  the  cli¬ 
ent  software,  which  in¬ 
cludes  Microsoft  Corp.’s 
MS-Networks  and  MS-Win¬ 


dows.  DECnet-DOS  lets  IBM 
Personal  Computers  act  as 
peers  in  a  DECnet  network. 
The  software  provides  for 
a  variety  of  network  func¬ 
tions.  It  had  previously 
been  licensed  for  $350  per 
Personal  Computer. 

With  the  starter  kits  for 


Balancing  your  T-l  investment  today  with  your  long  term  needs  can  be  a 
real  challenge.  Avanti  protects  your  initial  investment  with  the  UltraMux  T-l 
multiplexer  by  guaranteeing  its  value  and  providing  a  migration  path  to  meet 
your  future  needs. 


UltraMux:  #1  Rated 


Avanti’s  UltraMux  ranked  highest  in  overall  perfor¬ 
mance  according  to  a  recent  Data  Pro  Users  Survey. 
Over  1600  UltraMuxes  have  been  installed  for  hun¬ 
dreds  of  satisfied  customers.  Companies  depend  on 
the  UltraMux  to  handle  their  critical  on-line  data  and 
voice  applications.  What’s  more,  major  telecom¬ 
munications  carriers  use  the  UltraMux  to  provide  key 
networking  services. 


With  all  these  organizations  depending  on  the  UltraMux,  day  in  and  day 
out,  shouldn’t  you? 


1 987  Datapro  User  Survey 


Company 

Ease  Of 
Operation 

Ease  Of 
Expansion 

Hardware 

Reliability 

Service/ 

Support 

Overall 

AT&T 

30 

3.0 

2.0 

2.7 

30 

AVANTI 

30 

33 

3.3 

3.7 

3.7 

COHESIVE 

3.0 

3.7 

2.0 

30 

3-0 

TIMEPLEX 

32 

2A 

30 

29 

32 

Highest  Possible  Rating  =  4.0 


Reliability  that's(  proven, 
not  just  predicted 

Many  companies  predict  the  Mean  Time  Between  Failure  (MTBF)  of  their 
equipment  through  a  series  of  complex  calculations.  The  UltraMux’s  perfor¬ 
mance,  on  the  other  hand,  has  been  proven  through  millions  of  hours  of 
operation.  Our  actual  MTBF  figures  surprised  even  us.  With  99  9%  uptime, 
UltraMux  exceeds  the  reliability  of  most  data  processing,  PBX,  and  central 
office  equipment. 


the  MicroVAX  II  and  2000, 
DEC  is  unbundling  its  net¬ 
work  software  from  its  PC 
Ethernet  adapter,  thus  al¬ 
lowing  users  to  employ  oth¬ 
er  vendors’  Ethernet  hard¬ 
ware. 

Priced  at  $3,000,  the 
starter  kits  include  a  DEC¬ 
net-VAX  license,  DECnet- 
DOS  and  client  software  for 
three  personal  computers, 
as  well  as  a  keyboard  and 
mouse  for  the  system  ad¬ 


ministration  node.  The  Mi¬ 
croVAX  2000  version  of 
the  PC  Integration  Package 
includes  one  ThinWire  Eth¬ 
ernet  adapter  to  link  the 
MicroVAX  2000  to  the  net. 

DEC  is  offering  the  start¬ 
er  kits  at  the  low  end  of  its 
line  first  in  order  to  gauge 
market  reaction,  Correia 
said.  If  the  reaction  is  posi¬ 
tive,  DEC  will  consider  of¬ 
fering  starter  kits  across  its 
entire  VAX  line.t2 


A  path  to  the  future, 
with  the  Open  Network  Exchange 

Avanti  gives  you  a  path  to  the  networking  capabilities  you  need,  when  you 
need  them.  We’ll  protect  your  investment  in  the  UltraMux  for  up  to  three 
years  by  guaranteeing  its  value  towards  an  upgrade  to  our  new  Open  Network 
Exchange  (ONX)  T-l  network  processor. 

The  ONX  offers  the  intelligent  switching  capability  and  power  to  handle 
the  largest  networks.  It’s  also  the  only  T-l  solution  that  can  simultaneously 
manage  any  mix  of  public  and  private  services.  So  you  can  customize  your 
future  network  exactly  to  your  needs. 

Plus,  with  the  UltraMux,  you  can  gracefully  migrate  to  the  ONX.  The 
UltraMux  can  even  be  controlled  through  the  ONX’s  powerful  network 
management  system. 

The  confidence  to  protect 
your  investment 

When  we  engineer  an  UltraMux  network,  we’re  confident  of  its  perfor¬ 
mance.  And,  because  we  want  you  to  be  sure  you  made  the  right  invest¬ 
ment,  we’ll  give  you  up  to  60  days  to  evaluate  the  UltraMux’s  performance 
in  your  network.  That’s  really  protecting  your  investment. 

To  learn  more  about  how  we  can  protect  your  investment  and  your 
future,  fill  out  the  coupon  below.  Better  yet,  call  Avanti  at  1-800-535-3550. 


wwwwwwWw 

Avanti  Communications  Corporation,  Aquidneck  Industrial  Park,  Newport,  RI  02840 

[  Yes,  I  would  like  to  learn  more  about  Avanti  and  The  #1  Rated  UltraMux. 
j  Name:  _ Title:  _ 

|  Company:  _ Phone: - 

•  Address: _ _ — - - 

J  City: _ State: _ Zip: _ 

Mail  To:  Dept.  500 

|  Avanti  Communications  Corporation,  Aquidneck  Industrial  Park,  Newport,  RI  02840 


INVESTING  IN  T-l? 

AVANTI 
GUARANTEES  YOUR  FUTURE 
WITH  THE  #1  RATED  MUX. 
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AT&T/fed  deal 
draws  wrath 

continued  from  page  1 
ing  and  routing  functions.  Beyond 
that,  AT&T  declined  to  elaborate 
on  the  DTS  network,  due  to  C&P 
Telephone’s  protest. 

C&P  Telephone  said  AT&T  plans 
to  use  custom-designed  5ESS  soft¬ 
ware  to  satisfy  the  ISDN  require¬ 
ments  outlined  in  the  Treasury  De¬ 
partment’s  request  for  proposal. 
The  company  also  said  this  is  a  vi¬ 
olation  of  the  RFP,  which  request¬ 
ed  “off-the-shelf”  software. 

AT&T  hired  McLean,  Va. -based 
Institutional  Communications  Co. 
(ICC)  as  a  subcontractor  to  provide 
local  transport  services  under  the 
DTS  contract.  ICC  sells  fiber-optic 
transmission  service  to  long-dis¬ 
tance  carriers  and  end  users  in  the 
Washington,  D.C.  area.  The  compa¬ 
ny  competes  with  the  local  Bell  op¬ 
erating  companies  of  C&P  Tele¬ 
phone,  C&P  Telephone  Co.  of 
Virginia  and  C&P  Telephone  Co.  of 
Maryland. 

C&P  Telephone  alleged  that  the 
Treasury  Department  “did  not  con¬ 
sider  all  prospective  bidders  on  an 
equal  basis  and  failed  to  evaluate 
and  award  the  contract  in  accor¬ 
dance  with  the  requirements  of  the 
RFP,”  according  to  a  company 
statement  issued  last  week. 


C&P  Telephone  currently  pro¬ 
vides  the  Centrex-based  electronic 
switched  voice  network  under  a 
1976  contract  with  the  Treasury 
Department. 

The  department  awarded  the 
eight-year  DTS  contract  on  Nov.  20 
after  a  three-month  evaluation  of 
bids  submitted  by  AT&T  and  C&P 
Telephone.  The  RFP  was  issued  in 
December  1985,  although  the  de¬ 
partment  amended  the  procure¬ 
ment  guidelines  21  times  before  fi¬ 
nal  bids  were  accepted. 

A  Treasury  Department  spokes¬ 
man  declined  to  comment  on  C&P 
Telephone’s  protest. 

C&P  Telephone  also  charged 
that,  “AT&T  planned  to  offer  local 


NETBIOS  on 
TCP/IP 

continued  from  page  2 
four  servers  and  three  worksta¬ 
tions  on  an  Ethernet  network.  The 
servers  were  running  a  combina¬ 
tion  of  MS-DOS  and  Unix  operating 
systems.  They  were  configured 
with  hardware  and  TCP/IP  soft¬ 
ware  from  the  various  vendors. 
The  IBM  PC  LAN  Program  and  a 
testing  program  from  Innovative 
Software,  Inc.  called  Smart  LAN 
Performance  Test  were  run  across 
the  servers  and  workstations  to 


telecommunications  services  in 
Washington,  [D.C.]  without  filing 
the  necessary  tariffs  with  the  Dis¬ 
trict  of  Columbia  Public  Service 
Commission.” 

AT&T  is  not  authorized  by  the 
local  PSC  to  provide  local  tele¬ 
phone  services,  said  Bell  Atlantic 
spokesman  Kenneth  Pitt. 

AT&T  spokeswoman  Edith  Her¬ 
man  said,  “We  believe  the  Trea¬ 
sury  made  an  appropriate  award 
to  AT&T  and,  beyond  that,  I  really 
can’t  comment  on  C&P’s  protest.” 

DTS  will  be  capable  of  intercon¬ 
necting  with  the  digital  data  ser¬ 
vice  long-distance  facilities  cur¬ 
rently  used  by  the  Treasury 
Department.  It  will  also  link  de¬ 


test  for  NETBIOS  compatibility. 

The  demonstration  proved  that 
popular  network  operating  sys¬ 
tems  and  applications  written  to 
NETBIOS  can  work  in  multivendor 
networks  based  on  TCP/IP,  said 
Bart  Burstein,  group  product  man¬ 
ager  for  Ungermann-Bass. 

Excelan’s  manager  of  technical 
marketing,  Steve  Spanier,  con¬ 
curred.  “This  opens  the  gate  for 
people  to  write  applications  to 
NETBIOS,”  he  said. 

Cooperation  among  the  vendors 
has  been  key  in  providing  users 
with  the  ability  to  create  multiven- 


partmental  local  networks  within 
the  various  branches  of  the  Trea¬ 
sury  Department. 

Industry  analyst  Frank  Dzu- 
beck,  president  of  Communications 
Network  Architects,  Inc.,  based 
here,  said,  “C&P’s  protest  seems 
like  a  case  of  sour  grapes.  I  can’t 
see  that  C&P  has  a  valid  claim. 

“They’re  trying  to  prevent  by¬ 
pass  and  restrict  competition,”  he 
said.  “The  local  PSCs  have  seen  fit 
to  open  the  local  exchange  to  com¬ 
petition  and  allow  companies  like 
ICC  to  provide  bypass  services.  I’m 
sure  the  Treasury  based  its  deci¬ 
sion  on  who  had  the  most  innova¬ 
tive  solution  at  the  most  competi¬ 
tive  price.”  □ 


dor  networks,  said  Dan  Lynch, 
presic  \t  of  Advanced  Computing 
Envirt  nents,  which  sponsored 
the  conference. 

Ungermann-Bass  has  offered 
support  of  NETBIOS  over  TCP/IP 
since  October  1986,  when  the  com¬ 
pany  released  its  TCP-PC  product, 
Burstein  said.  A  version  of  TCP-PC 
that  supports  the  standard  NET- 
BIOS-to-TCP/IP  interface  will  be 
available  in  the  first  quarter  of 
1988,  he  said.  Excelan  expects  to 
ship  its  TCP/IP  software  with  the 
standard  NETBIOS  interface  in 
January,  Spanier  said.O 


IBM  ISDN  elite  meet  at  forum 
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Speaking  at  a  dinner,  Theodore 
Irmer,  head  of  the  CCITT,  called 
for  the  members  of  the  internation¬ 
al  communications  industry  to  es¬ 
tablish  a  pricing  framework  for 
ISDN.  “The  industry  must  tell  the 
customer  what  ISDN  will  cost.  This 
phase  of  evolution  will  decide  the 
success  or  failure  of  ISDN,”  Irmer 
said.  “The  industry  has  to  find  out 
what  the  customer  really  needs 
and  wants.” 

The  economic  viability  of  ISDN 
is  critical,  agreed  Len  Felton,  quali¬ 
ty  and  general  development  divi¬ 
sion  director  for  IBM.  “If  the  carri¬ 
ers  tariff  services  too  high,  it  will 
signal  the  demise  of  ISDN.” 

But  the  pricing  issue  is  not  easi¬ 
ly  overcome.  Users  say  they  can¬ 
not  plan  applications  that  use 
ISDN  services  until  the  services 
have  been  priced.  And  carriers  say 
they  cannot  price  ISDN  services 
until  they  determine  user  interest. 

“The  fate  of  ISDN  is  in  the 
hands  of  the  customer,”  Irmer 
said.  “With  ISDN,  customers  be¬ 
come  king  because  they  decide 
what  services  they  will  use.  They 
will  migrate  to  ISDN  only  if  they 
find  it  economically  attractive.” 

Despite  industry  uncertainty  on 
when  ISDN  services  will  be  tar¬ 
iffed,  John  McElroy,  systems  man¬ 
ager  of  IBM  ISDN  Systems  Manage¬ 
ment,  predicted  both  local  and 
long-distance  carriers  will  begin 
offering  ISDN  services  in  1988. 
“We  expect  AT&T  will  begin  offer¬ 
ing  an  |ISDN  Primary  Rate  Inter¬ 
face]  service  next  year,”  he  said. 
All  seven  regional  Bell  holding 
companies  will  offer  ISDN  services 
in  1988,  he  said. 

IBM  used  the  meeting  to  release 


selected  details  of  an  extensive 
survey  it  conducted  to  gauge  user 
demand  for  ISDN  services.  Compa¬ 
ny  officials  said  it  asked  more  than 
30  of  its  Enterprise  Marketing  Pro¬ 
gram  (EMP)  accounts  —  represent¬ 
ing  its  largest  voice  and  data  cus¬ 
tomers  —  to  identify  benefits  they 
will  seek  from  ISDN. 

One  of  the  survey’s  primary 
findings  was  that  customers  said 
integrated  voice/data  services 
would  need  to  be  priced  lower  than 
current  private-line-based  offer¬ 
ings. 

Toby  Terrell,  manager  of  sys¬ 
tems  and  market  planning  for 
IBM’s  ISDN  systems  management 
group,  said  IBM  met  with  the  data 
processing  and  telecommunications 
managers  for  each  EMP  account  as 
part  of  the  user  survey. 

“Our  customers  wanted  to  know 
how  ISDN  will  impact  their  current 
voice  networks,”  he  said.  “These 
are  very  bottom  line-conscious  peo¬ 
ple.” 

Terrell  said  users  cited  the  abili¬ 
ty  of  ISDN  to  support  equipment 
made  by  different  vendors  as  a  key 
promised  benefit.  The  customers 
also  said  they  are  interested  in 
new  integrated  voice/data  applica¬ 
tions  that  combine  the  power  of 
voice  switches  and  computer  sys¬ 
tems. 

While  much  discussion  was  fo¬ 
cused  on  how  best  to  pitch  still  un¬ 
available  ISDN  services  to  skepti¬ 
cal  users,  IBM  detailed  its 
worldwide  ISDN  conformance  test¬ 
ing  and  field  trial  program. 

IBM  said  it  will  use  its  ISDN  Net¬ 
work  Interface  Characterization 
System,  described  as  a  Personal 
Computer-based  network  modeling 


tool,  to  check  for  differences  be¬ 
tween  CCITT-approved  ISDN  stan¬ 
dards  and  implementations.  Terrell 
said  the  information  garnered  from 
this  work  would  be  fed  into  the 
vendor’s  ISDN  product  develop¬ 
ment  effort.  Terrell  said  the  ISDN 
testing  system  will  be  similar  to 
the  one  IBM  used  to  check  confor¬ 
mance  with  CCITT  X.21  and  X.25 
data  network  standards. 

IBM  said  it  will  show  how  de¬ 
vices  such  as  IBM  workstations 
and  controllers  can  be  linked  to  the 
IBM  9751  CBX  by  building  an  ISDN 
demonstration  at  Rolm  Corp.’s 
headquarters  in  Santa  Clara,  Calif. 
The  system,  scheduled  to  be  opera¬ 
tional  in  mid-1988,  will  use  the 
ISDN  Basic  Rate  Interface. 

Terrell  said  an  ISDN  field  trial, 
due  to  begin  next  year  in  West  Ger¬ 
many,  will  enable  users  to  down¬ 
load  an  SNA  application  from  an 
IBM  host  to  a  Personal  System/2 
using  a  Basic  Rate  Interface.  Per¬ 
sonal  System/2s  hooked  to  an  IBM 
8751  CBX  will  be  provided  the 
same  capability. 

The  IBM  8751  CBX  is  the  Euro¬ 
pean  version  of  the  IBM  9751  CBX. 
Basic  Rate  Interface  is  a  CCITT 
specification  that  defines  how  cus¬ 
tomer  premises  gear  is  connected 
to  an  ISDN  or  to  other  customers’ 
premises  gear. 

A  second  ISDN  field  trial,  the 
first  IBM  ISDN  Primary  Rate  Inter¬ 
face  field  test,  is  scheduled  to  be¬ 
gin  next  year  in  Norway.  The  ef¬ 
fort  will  be  expanded  in  1989  to 
link  a  controller  to  an  IBM  8751 
CBX  using  Basic  Rate  Interface, 
Terrell  said. 

Frank  Coor,  a  senior  technical 
staffer  for  IBM,  said  ISDN  will 
complement  SNA.  He  said  the  low¬ 
er  levels  of  SNA  can  be  adapted  to 
support  ISDN.  □ 


Voice/data  gear 
key  to  growth 

continued  from  page  4 
bers  are  already  looking  at  ways  to 
integrate  data  transmission  into 
voice  equipment,”  Hinkle  said. 

Adding  a  note  of  urgency,  Tim 
Bajarin,  executive  vice-president 
at  Santa  Clara,  Calif.-based  con¬ 
sulting  firm  Creative  Strategies  Re¬ 
search  International,  warned  that 
if  interconnects  watch  from  the 
sidelines  too  long,  they  stand  to 
lose  sales  to  computer  dealers, 
some  of  whom  have  already  start¬ 
ed  selling  telephone  equipment. 

“The  integration  of  the  tele¬ 
phone  and  the  computer  will  hap¬ 
pen  very  soon.  But  the  question  is, 
will  it  be  the  computer  dealers  or 
the  telecommunications  dealers 
who  go  after  that  market  first,” 
Bajarin  said.  As  more  businesses 
give  responsibility  for  telecom¬ 
munications  to  the  MIS  depart¬ 
ment,  MIS  directors  have  begun  to 
use  telecommunications  equipment 
better  by  implementing  integrated 
voice  and  data  functions,  show  at¬ 
tendees  said. 

One  such  potential  integrated 
voice/data  application  would  en¬ 
able  a  computer  linked  to  a  PBX  to 
search  its  data  files  for  a  telephone 
number  and  then  instruct  the  PBX 
to  dial  that  number.  If  the  called 
party  answers,  the  PBX  would 
pass  the  call  to  an  operator’s  tele¬ 
phone  while  the  computer  would 
send  a  data  file  about  that  person 
to  the  operator’s  terminal. 

“If  an  interconnect  company 
does  not  understand  the  data  needs 
of  its  customers  in  the  next  three 
to  four  years,  it  may  as  well  just 
hang  it  up,”  said  Bill  Fletcher,  gen¬ 
eral  manager  of  First  Texas  Con¬ 
nections,  Inc.  of  Irving,  Texas.  □ 


Cut  your  line  costs  in  half 
with  Fujitsu's  19.2  Kbps  modem. 


Now  there's  an  easy 
way  to  increase  your  through¬ 
put  without  increasing  your 
line  costs. 

With  Fujitsu's  new  two- 
channel,  stand-alone  modem,  you  can 
send  twice  the  information  of  a  9600  bps 
modem  without  adding  additional  lines.  This 
can  save  you  up  to  $1500  per  month  for  each  leased 
line  used  for  coast-to-coast  communications. 

Fujitsu's  19.2  Kbps  modem  is  Trellis-coded  and 
available  with  an  optional  six-channel  TDM  that  supports 
up  to  eight  channels  of  data,  with  speeds  ranging  from 
2.4  to  19.2  Kbps. 

Advanced  diagnostics  allow  the  user  to  monitor 
the  phone  line  to  ensure  that  critical  standards  such  as 


S/N  ratio,  receive  level 
and  phase  jitter  are  maintainec 
The  19.2  Kbps  modem  is 
covered  by  the  most  outrageous 
guarantee  in  the  modem  business 
Fujitsu  Modem  Insurance. 

If  your  modem  fails  during  the  first  year, 
we'll  give  you  another  modem.  For  free. 

And  we’ll  fix  the  first  one.  Also  for  free.* 

Now  you  can  cut  line  costs  and 
increase  throughput  with  the  surprisingly 
affordable  Fujitsu  19.2  Kbps  modem. 

For  the  name  of  a 
Fujitsu  distributor  near  you, 
call  800-422-4878; 
in  California,  408-434-0460. 


FUJITSU 


'This  limited  offer  for  Fujitsu  Modem  Insurance  is  only 
open  to  new  purchases  of  19.2  Kbps  modems  from 
an  authorized  Fujitsu  America  distributor  and  is  subject 
to  the  terms  of  our  Modem  Insurance  Policy. 


FUJITSU  AMERICA 
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T-l  makers  seek 
compatibility 

continued  from  page  2 
could  also  be  reconfigured  to  ac¬ 
commodate  changing  voice/data 
needs. 

ISDN  compatibility  for  multi¬ 
plexer  makers  will  also  make  avail¬ 
able  more  bandwidth  within  indi¬ 
vidual  Primary  Rate  Interface 
channels,  according  to  George 
Chow,  president  of  Able  Communi¬ 
cation,  Inc.,  a  consulting  firm  in 
Milpitas,  Calif. 

Most  T-l  multiplexers  provide 
only  56K  bit/sec  of  bandwidth  per 
channel  because  8K  bit/sec  is  used 
to  carry  signaling  and  network 
management  information.  ISDN  of¬ 
fers  customers  23  64K  bit/sec  clear 
channel  paths  because  all  signaling 
information  is  carried  on  the  D 
channel. 

Multiplexer  vendors  have  two 
options  for  linking  their  products 
to  ISDN  networks.  In  one  scenario, 
they  could  design  products  that 
conform  strictly  to  ISDN  specifica¬ 
tions.  Such  products  would  work 
with  various  services  offered  by 
local  or  long-distance  carriers. 

But  certain  T-l  multiplexers  al¬ 
ready  offer  many  of  the  benefits 
that  ISDN  promises,  such  as  the 
ability  to  reroute  traffic  automati¬ 
cally  around  a  failed  node.  Many  of 
these  products  were  designed  be¬ 
fore  ISDN  specifications  were  fully 
agreed  upon  and  would  have  to  be 
dramatically  redesigned  for  strict 
ISDN  conformance. 

The  other  option  for  vendors, 
according  to  Jeff  Akers,  AT&T’s 
program  manager  for  ISDN/T-1 
multiplexing,  is  to  develop  an  in¬ 
terface  that  wraps  proprietary 
protocols  within  standard  proto¬ 


Greene  slams 
door  on  R&D  bid 

continued  from  page  2 

design  and  development  stages,” 

Greene  said. 

In  addition  to  dealing  a  severe 
setback  to  the  RBHCs,  Greene 
sharply  chided  Justice  Department 
officials  for  failing  to  investigate 
numerous  allegations  of  RBHC 
manufacturing  violations  in  the 
years  since  the  Modified  Final 
Judgment  was  signed. 

“For  more  than  two  years,  the 
Justice  Department  did  not  re¬ 
spond  to  requests,  did  not  take  en¬ 
forcement  action  and  did  not  in¬ 
form  the  court  that  requests  had 
been  made,”  Greene  said. 

Along  with  AT&T,  the  North 
American  Telecommunications  As¬ 
sociation,  the  Independent  Data 
Communications  Manufacturing 
Association  and  the  U.S.  Telecom¬ 
munications  Suppliers  Association 
filed  individual  requests  with  the 
Justice  Department  in  1985  for  en¬ 
forcement  of  the  Modified  Final 
Judgment’s  manufacturing  ban  on 
the  RBHCs.  In  June  1987,  AT&T 
petitioned  the  court  directly. 

AT&T  spokeswoman  Edith  Her¬ 
man  said,  “Judge  Greene’s  inter¬ 
pretation  should  benefit  the  tele¬ 
communications  industry  by 
resolving  a  long-standing  contro¬ 
versy.”  □ 


cols.  This  would  enable  a  multi¬ 
plexer  to  transmit  information 
over  an  ISDN  network  but  would 
prevent  the  device  from  taking  ad¬ 
vantage  of  ISDN  network  features 
such  as  channel  reconfiguration 
from  a  central  office  switch.  He 
said  AT&T  plans  to  develop  this 
type  of  interface  as  well  as  one 
that  conforms  strictly  to  ISDN 
specifications. 

Before  any  of  this  is  possible, 
carriers  will  have  to  sort  out  a 
number  of  issues.  Vendors  have 
not  yet  completely  agreed  on  what 
information  should  be  shipped 
over  the  D  channel  and  how  the  in¬ 
formation  should  be  packaged. 
Some  carriers  plan  to  use  the  chan¬ 
nel  to  develop  special  applications 
for  certain  customers. 


AT&T’s  Akers  said  conformance 
to  the  standard  will  not  guarantee 
that  all  equipment  will  communi¬ 
cate  in  a  uniform  fashion.  The 
standards  offer  vendors  design 
flexibility,  which  can  be  used  to 
differentiate  products  from  com¬ 
petitors’  wares.  A  connection  be¬ 
tween  two  AT&T  products,  for  ex¬ 
ample,  may  be  able  to  pass  more 
information  than  a  connection  be¬ 
tween  an  AT&T  multiplexer  and 
one  from  another  vendor,  accord¬ 
ing  to  Akers. 

Another  hurdle  is  the  time 
frame  for  when  carriers  will  offer 
Primary  Rate  Interface  support. 
Most  local  exchange  carriers  have 
been  concentrating  on  the  Basic 
Rate  Interface,  which  specifies 
how  a  single  144K  bit/sec  channel 


is  divided  into  two  64K  bit/sec 
data  or  voice  channels  and  a  16K 
bit/sec  signaling  channel. 

Chow  said  local  exchange  carri¬ 
ers  conducting  ISDN  field  trials 
have  been  concentrating  on  the  Ba¬ 
sic  Rate  Interface.  “Basic  Rate  In¬ 
terface  is  strategic  to  the  BOCs  be¬ 
cause  it  will  help  them  sell 
enhanced  services,  such  as  Cen¬ 
trex,”  he  said.  Basic  Rate  Interface 
services  could  be  available  in  a  few 
months  to  some  customers. 

Analysts  said  AT&T  is  one  of  a 
few  companies  aggressively  ex¬ 
perimenting  with  the  Primary  Rate 
Interface.  Vendors  expect  Primary 
Rate  Interface  services  to  become 
available  in  late  1988  or  the  begin¬ 
ning  of  1989.  Widespread  imple¬ 
mentation  is  expected  in  1990.D 
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Sears/IBM  venture  to 
offer  national  videotex 


BY  MARY  LINEMAN 

Staff  Writer 


WHITE  PLAINS,  N.Y.  —  Nearly 
four  years  after  its  founding,  Trin- 
tex  last  week  announced  it  will  be¬ 
gin  offering  next  year  a  variety  of 
videotex  services  to  personal  com¬ 
puter  users  in  the  home  and  office. 

Despite  the  failure  of  other  vi¬ 
deotex  undertakings,  Trintex,  a 
joint  venture  of  Sears,  Roebuck  & 
Co.  and  IBM  Corp.  formed  in  Feb¬ 


ruary  1984,  plans  to  offer  videotex 
service  on  a  nationwide  basis  for  a 
flat  monthly  fee,  rather  than  for  a 
usage  charge.  Among  the  interac¬ 
tive  information  services  expected 
to  be  offered  are  news,  weather, 
sports  and  personal  finance,  as 
well  as  home  shopping,  banking, 
travel  planning  and  electronic  mes¬ 
saging. 

The  company  had  not  set  a  fee 
for  the  service  at  press  time,  but  a 
spokesman  estimated  it  would  be 


around  $10  to  $15  monthly.  He 
said  Trintex  service  will  be  avail¬ 
able  in  selected  cities  in  1988  — 
San  Francisco  and  Atlanta  were 
cited  as  possible  early  sites  —  and 
nationwide  by  1990. 

The  spokesman  said  users  of 
most  personal  computers  with  a 
1,200  bit/sec  modem  and  graphics 
card  will  be  capable  of  receiving 
the  service,  dubbed  Prodigy.  Trin¬ 
tex  will  supply  necessary  soft¬ 
ware. 

Videotex  industry  watchers 
have  waited  a  long  time  for  news 
about  Trintex,  which  employs  550 
people,  and  some  raised  doubts 
about  the  company’s  fate.  “With 
them  forming  a  joint  venture,  em¬ 
ploying  as  many  people  as  they  do 
and  still  not  coming  out  with  a 


product  for  three  years,  I  can’t 
help  thinking  it  is  high  time  for 
them  to  move,”  said  Jim  Ivers,  a 
senior  analyst  for  consumer  tele¬ 
services  at  Link  Resource  Corp..  a 
market  research  company  based  in 
New  York. 

Many  analysts  have  raised 
doubts  about  the  future  of  the  vi¬ 
deotex  market  itself.  Since  the 
1970s,  videotex  has  been  envi¬ 
sioned  as  an  easy  and  inexpensive 
means  for  consumers  to  shop,  bank 
and  call  up  informational  data 
bases  from  their  homes. 

And,  despite  the  resounding  suc¬ 
cess  of  France’s  nationwide  Minitel 
system,  videotex  pioneers  in  the 
U.S.  have  not  fared  well.  In  1986 
alone,  consumer  videotex  offerings 
from  Knight-Ridder  Software  Co., 
the  Times-Mirror  Videotex  Ser¬ 
vices,  Inc.  and  Centel  Corp.  folded. 

“There  has  been  a  great  deal  of 
debate  as  to  whether  there  is  a 
market  for  videotex,”  Ivers  said. 
“Certainly,  it  is  not  a  mass  market, 
and  I  don’t  see  it  becoming  one  any 
time  before  the  1990s.  The  model 
Trintex  is  presenting  is  frighten¬ 
ingly  similar  to  some  of  those  other 
services  that  have  failed  miser¬ 
ably. 

“It  has  the  potential  to  fall  flat 
on  its  face,  unless  Trintex  has 
something  unusual  they  haven’t 
been  talking  about,”  Ivers  said. 


“There  will  be  no  meter 
running,  so  to  speak,’’  the 
Trintex  spokesman  said. 
“The  cost  of  the  service  will 
be  carried  by  the 
advertisers,  not  the  users.” 


Trintex  claims  that  one  advan¬ 
tage  of  its  service  is  the  flat 
monthly  fee  it  will  charge  users, 
compared  with  the  usage  fees  typi¬ 
cally  levied  for  videotex  services. 
“There  will  be  no  meter  running, 
so  to  speak,”  the  Trintex  spokes¬ 
man  said.  “The  cost  of  the  service 
will  be  carried  by  the  advertisers, 
not  the  users.” 

Doug  Fairweather,  a  spokesman 
for  Sears,  said  the  merchandising 
giant  is  interested  in  videotex  as  a 
new  delivery  system  for  products. 
“Sears  is  always  looking  for  more 
and  better  ways  to  bring  service 
and  products  to  customers,”  he 
said.  “Videotex  offers  its  own  set 
of  new  opportunities  and  avenues. 

“This  is  a  delivery  system  we 
feel  has  great  promise,  and  the  fact 
that  other  people  have  failed  at  it 
doesn’t  really  deter  us.  We  are  al¬ 
ways  looking  for  ways  to  deliver 
that  are  in  tune  with  people’s  life¬ 
styles,”  Fairweather  said. 

Trintex  said  it  has  already  made 
agreements  with  more  than  30  in¬ 
formation  vendors,  including  Con¬ 
sumer  Reports  magazine,  USA  To¬ 
day  and  Dow  Jones  &  Co,  Inc.  The 
spokesman  said  more  than  60  ven¬ 
dors,  retailers  and  advertisers 
have  signed  on  with  the  company. 

Currently,  CompuServe,  Inc., 
the  Columbus,  Ohio-based  subsid¬ 
iary  of  H&R  Block,  Inc.,  is  the  larg¬ 
est  single  nationwide  videotex  sys¬ 
tem  in  operation.  CompuServe 
claims  to  have  nearly  300,000  us¬ 
ers.  □ 


*•. 


AT&T’s  Premises 
Distribution  System: 
Making  it  easy 
to  make  all  the 
right  connections. 

Once,  setting  up  the  right 
office  communications 
system  was  simple— you’d 
have  the  phones  installed. 

Todays  office  environ¬ 
ment  is  far  more  complex, 
requiring  a  variety  of 
communications  products, 
often  from  a  variety  of 
vendors.  Each  supported 
by  a  wiring  scheme 
designed  for  it  alone. 

Making  the  process  of 
expanding  and  integrating 
your  network  a  compli¬ 
cated  one. 

Well,  now  AT&T  can  make 
installing,  expanding,  and 
integrating  your  communi¬ 
cations  systems  simple 
again.  By  putting  all  your 
communication  eggs 
back  into  a  single  basket. 
With  the  AT&T  Premises 
Distribution  System  (PDS). 

A  lot  to  take  advantage  of. 

PDS  allows  you  to  support 
your  communications 
products  on  a  single  wiring 
system.  A  wiring  system 
which  incorporates  every 
necessary  element— from 
the  cabling  plan  to 
the  system  administration 
products. 

All  of  which  results 
in  a  number  of  distinct 
advantages. 


AT&T  Network  Systems, 

PO.  Box  1278,  Morristown,  NJ  07960-1278 
Please  send  me  more  information  about 


Name. 
Title _ 


The  advantage  of 
accountability— PDS  is 
backed  by  a  firm  AT&T 
commitment  to  provide 
connectivity  with  virtually 
every  major  vendors  equip¬ 
ment,  including  our  own. 

The  advantage  of  flexibil¬ 
ity— PDS  makes  it  easy  to 
use  the  best  product  for 
different  functions.  You’re 
not  locked  into  a  single 
vendor’s  technology.  And 
PDS  will  support  voice  and 
data  transmission,  as  well 
as  image,  digitized  video, 
and  other  forms  of 
communication. 

The  advantage  of  expand¬ 
ability— PDS  allows  users 
to  connect  equipment 
through  universal  jacks  that 
fit  standard  wall  outlets. 

The  “AT&T”  advantage. 
PDS  is  backed  by  a  compre¬ 
hensive  range  of  consulting, 
design,  engineering,  and 
service  support  to  ensure 
the  system  meets  current 
and  future  communications 
needs.  Our  Application 
Assurance  Program  is  a 
commitment  that  your  PDS 
will  support  certified  appli¬ 
cations  for  a  full  five  years. 

So  give  us  a  call  at 
1800  372-2447,  or  mail 
the  coupon,  or  contact 
your  authorized  PDS  dis¬ 
tributor.  If  you’ve  got 
questions  about  connect¬ 
ing  your  communications 
products,  we’ve  got 
a  basket  hill  of  answers. 

C  WAIST 
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the  ATXT  Premises  Distribution  Svstem 


Company. 
Address  _ 


City _ 

j  Phone  .L 


.  State. 


.Zip. 


AU4Ts  PDS  is  a  comprehensive  system 
of  basic  components,  from  inside  wire 
(both  copper  and  fiber),  to  electronic 
apparatus  and  support  services. 


AT&T 

The  right  choice. 


Computer 

Maintenance 


Telephones  and 
Key  Systems 


Microcomputer 
Business  Systems 


Mailing  and 
Shipping  Systems 


IBM-Compatible 

Displays 


Computer 

Peripherals 


ALCAT 


PABX  Systems 


That’s  why  we’re  called  Alcatel 
Business  Systems.  Because  our  name 
reflects  our  focused  commitment  to 
improve  the  efficiency  and  productivity 
of  American  business. 

Which,  in  turn,  will  make  American 
businesses  more  profitable. 

Alcatel  Business  Systems  is  a  group 
of  seven  distinct  companies  joined  by 
a  common  vision — to  provide  you  with 
the  best  integrated  communications, 
business  information  systems  and 
services. 

By  themselves,  these  Alcatel 
companies  are  respected  industry 
leaders  in  their  fields,  including  single 
and  multiuser  business  computers, 
computer  terminals,  local  area 
network  products,  letter-quality 
printers,  office  publishing  systems, 
single  and  multiline  telephones,  PABXs 


and  key  systems  for  small-to-medium- 
size  businesses,  postal  and  shipping 
systems,  and  computer  service  and 
maintenance. 

As  a  group,  these  Alcatel  companies 
work  together  to  create  a  symmetry  of 
systems  and  services,  offering  a  com¬ 
prehensive  range  of  communications 
and  information  processing  solutions 
for  your  business. 

And  because  each  of  these  com¬ 
panies  is  an  integral  part  of  Alcatel  n.v., 
a  multinational  corporation  with  over 
$13  billion  in  sales,  you  can  be  sure  that 
the  Alcatel  companies  you  work  with 
today  will  be  there  when  you  need 
them  tomorrow. 

It’s  what  we  call  our  keystone 
commitment — and  it’s  a  fundamental 
part  of  the  way  we  do  business. 

And  we  do  mean  business. 


T 


A  L  C  A  T  E  L 


For  more  information  on  Alcatel  and  the  Alcatel  Business  Systems  companies, 
call  1-800-556-1234  (ext.  247)  or  in  California  1-800-441-2345  (ext.  247); 
or  write  Alcatel  Business  Systems,  1623  Buckeye  Drive,  Milpitas,  CA  95035. 


▼ 


▼ 
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CORTELCO  ' 

Second  Lorgest  U.S. 
Manufacturer  or  Telephones 
and  Key  Systems 


COURIER  INFORMATION 
SYSTEMS 

Leading  Supplier  of  IBM- 
Compatible  Display  Systems 


FRIDEN  ALCATEL  PABX  SYSTEMS  CORPORATION**  QUME  CORPORATION 

Innovative  Supplier  of  Supplier  of  Advanced  Leading  Manufacturer  of 

Postage  Meters,  Mailing  and  Small  and  Medium  Size  Computer  Peripherals 

Shipping  Systems  PABX  and  Key  Systems 


SERVCOM  XTRA  BUSINESS  SYSTEMS 

Computer  Maintenance  and  Complete  Line  of  High 

Support  Services  Performance  Microprocessor- 

Based  Computers 


Formerly  Apparatus  Division  of  ITT  Telecommunications.  "Formerly  ITT  Business  Communications  Corporation  and  Thomson  CSF  Operations. 
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Micro  application  software  sales  soar 

According  to  a  recently  released  report  from  Market  Intelligence  Research  Co.  of  Moun¬ 
tain  View,  Calif.,  microcomputer  application  software  sales  increased  from  slightly  more 
than  $1  billion  in  1983  to  more  than  $3  billion  during  1986.  The  report,  entitled  “Micro¬ 
computer  Business  Application  Software  Markets,”  says  1993  sales  will  reach  $7.6  billion. 


Worldwide  telecommunications 
industry  revenue  growth 


Percentage 
of  change 


Billions 
of  dollars 


(estimated)  (projected) 


Estimated  revenues  from  sales  and  rental/lease  of  equip¬ 
ment.  related  supplies  and  services,  and  maintenance 


SOURCE:  COMPUTER  AND  BUSINESS  EQUIPMENT  MANUFACTURERS 
ASSOCIATION.  WASHINGTON.  D.C. 


W  RESTRUCTURE 

Alltel  acquires 
Contel  division 

Telephone  gear  supplier 
gets  part  of  Texocom. 

BY  PAM  POWERS 

Senior  Editor 


ATLANTA  —  As  part  of  restructuring  now 
in  process,  Contel  Corp.,  based  here,  recently 
sold  a  portion  of  its  Texocom  telephone  supply 
business  to  Alltel  Supply,  Inc.  for  an  unspeci¬ 
fied  amount. 

The  part  of  Texocom  sold  to  Alltel  Supply  re¬ 
sells  telephone  gear  such  as  phone  sets,  key 
systems,  cable  and  components  to  end  users. 
Alltel  Supply  is  a  subsidiary  of  Alltel  Corp.,  a 
competitor  of  Texocom. 

The  part  of  Texocom  responsible  for  distrib¬ 
uting  phone  gear  to  Contel’s  numerous  tele¬ 
phone  companies  nationwide  remains  with  Con¬ 
tel.  The  portion  sold  generated  about  $89 
million  in  revenue  last  year,  a  Contel  spokes¬ 
man  said,  but  he  would  not  comment  on  the  di¬ 
vision’s  profitability. 

Alltel  Supply,  also  based  in  Atlanta,  distrib¬ 
utes  phone  equipment  made  by  more  than  300 
manufacturers  to  end  users,  independent  phone 
companies,  the  government  and  interconnects, 
according  to  William  Moore,  Alltel  Supply’s 
president. 

Alltel  Supply,  which  is  also  involved  in  the 
cellular  mobile  telephone  and  long-distance  re¬ 
sale  markets,  posted  revenue  of  $115  million 
last  year. 

Moore  said,  “We  are  very  pleased  with  the 
acquisition.  Texocom  has  more  than  3,000  cus¬ 
tomers,  some  of  which  we  share.  This  allows  us 
to  expand  our  current  customer  base  considera¬ 
bly.” 

In  addition  to  gaining  Texocom  customers, 
Alltel  Supply  will  assume  some  of  its  inven¬ 
tories  and  other  unnamed  assets.  The  Contel 
spokesman  said  the  two  companies  are  now  ne¬ 
gotiating  the  fate  of  the  sold  unit’s  end-user 
sales  and  support  staff. 

Both  companies  said  they  expect  the  merger 
to  be  completed  late  this  month,  pending  regu¬ 
latory  approval.  □ 


►  DATA  COMMUNICATIONS 


Switched  56  services 
threaten  private  lines 


BY  KARYL  SCOTT 

Washington,  D.C.  Correspondent 


WASHINGTON,  D.C.  —  The  regional  Bell 
holding  companies  recently  began  offering  digi¬ 
tal  switched  56K  bit/sec  services  within  local 
access  and  transport  areas,  in  hopes  of  provid¬ 
ing  users  with  a  less  expensive  alternative  to 
dedicated  private-line  services. 

The  digital  switched  56K  bit/sec  services  are 
designed  for  businesses  with  multipoint,  low- 
traffic,  bulk  data  transmission  requirements  in 
the  local  telephone  exchange.  Customers  with 
intermittent  traffic  requirements  will  be  more 
likely  to  use  switched  56K  bit/sec  services  than 
high-volume  users,  which  will  continue  to  find 
private  lines  more  cost-effective. 

In  addition  to  offering  local  digital  switched 
services,  the  RBHCs  are  providing  long-distance 
carriers  with  switched  digital  access  to  their  lo¬ 
cal  exchange  networks  for  the  first  time.  The 
advent  of  digital  switched  access  will  provide 
users  of  long-distance  services,  such  as  AT&T’s 
Accunet  Switched  56  service,  with  a  less  expen¬ 


sive,  switched  connection  to  the  local  telephone 
network. 

Accunet  Switched  56  is  the  long-distance  ver¬ 
sion  of  the  RBHCs’  local  switched  56K  bit/sec 
services. 

Prior  to  digital  switched  access,  Accunet  cus¬ 
tomers  had  to  use  private-line  access  to  termi¬ 
nate  their  switched  56K  bit/sec  calls  over  the 
local  exchange.  This  increased  the  cost  of  Ac¬ 
cunet  and  made  it  a  less  attractive  alternative 
to  private-line  service. 

Six  of  the  seven  RBHCs  offer  switched  56K 
bit/sec  services  in  their  operating  regions. 
Ameritech  offers  the  service  in  Ohio  and  Illi¬ 
nois;  BellSouth  Corp.  in  Louisiana,  Mississippi, 
Alabama  and  Tennessee;  Nynex  Corp.  in  New 
York  and  Massachusetts;  Pacific  Telesis  Group 
in  California;  Southwestern  Bell  Corp.  in  Kan¬ 
sas;  and  US  West,  Inc.  in  Minnesota  and  Nebras¬ 
ka. 

All  six  companies  plan  to  make  digital 
switched  services  available  in  all  of  their  oper¬ 
ating  regions  eventually,  although  access  to 

See  page  53 
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BOCs:  Will  the  rich  get  richer? 


If  U.S.  District  Court  Judge  Harold  Greene 
has  been  stingy  handing  out  freedom  to 
the  Bell  operating  companies  this  year,  some 
other  powerful  influences  have  been  busy 
rallying  around  the  Bells,  bearing  magnifi¬ 
cent  regulatory  gifts  to  generate  lots  of 
revenue  for  them.  But  it’s  still  a  matter  of 
controversy  whether  the  BOCs  need  or  de¬ 
serve  help  to  make  more  money,  something 
they  seem  adept  at  doing  on  their  own. 

Two  weeks  ago,  the  Federal  Communica¬ 
tions  Commission  proposed  the  imposition  of 
access  charges  on  private  network  users  that 
switch  calls  through  the  local  exchange. 
Private  network  users  think  imposition  is 
the  proper  word  for  the  proposal. 

This  was  the  case  with  the  FCC’s  pro¬ 
posed  access  charges  for  enhanced  service 
providers.  The  idea  behind  the  charges  is  to 
compensate  the  BOCs  for  use  of  their  nets. 

On  top  of  that,  the  National  Telecommuni¬ 
cations  and  Information  Association  (NTIA), 
a  division  of  the  U.S.  Department  of  Com¬ 
merce,  in  the  same  week  asked  the  FCC  to 
challenge  Greene’s  decision  to  limit  the  BOCs 
from  information  services.  NTIA  maintained 
that  Americans  are  being  denied  home-shop¬ 
ping  and  home-banking  services  such  as 
those  that  have  been  available  for  years 
from  France’s  Minitel  and  similar  projects  in 
other  countries. 

It’s  commonly  accepted  that  service  pro¬ 
viders  should  be  compensated  for  use  of 
their  facilities,  regardless  of  who  the  user  is. 


But  someone  must  be  responsible  in  the 
wake  of  any  industry  deregulation  to  ensure 
that  no  one  company  gains  an  unfair  advan¬ 
tage  over  its  competitors.  The  BOCs  still 
control  much  more  than  90%  of  the  local 
exchange  business.  With  that  sort  of  stran¬ 
glehold  over  the  market,  should  the  bonds 
that  tether  them  be  loosened? 

The  BOCs’  ability  to  excel  in  new  areas  of 
business  has  grown  dramatically  in  the  past 
year,  making  the  prospects  of  deregulation 
even  scarier.  They  seemed  much  wiser  in 
1987,  perhaps  as  a  result  of  increased  pres¬ 
sure  on  earnings  from  lower  rates  of  return, 
depreciation  expenses  and,  for  some,  contin¬ 
ued  losses  in  unregulated  businesses.  Rather 
than  crippling  them,  however,  tough  times 
made  most  BOCs  take  a  hard  look  at  operat¬ 
ing  expenses  and  organizational  makeup. 

What  resulted  was  a  number  of  restruc¬ 
turings  —  typically  involving  layoffs  —  and 
the  development  of  stronger  and  more  realis¬ 
tic  strategies  for  penetrating  unregulated 
arenas.  That  means  that,  in  1988,  the  BOCs 
as  a  whole  will  be  operating  with  less  fat 
and  more  in-house  marketing  expertise. 

More  of  their  unregulated  operations  are 
likely  to  turn  a  profit  next  year. 

So  then  what  happens  if  you  let  them 
loose  on  enhanced  service  providers  and 
insist  that  users  of  private  networks  pay 
them  fees  that  will  boost  their  revenues  by 
hundreds  of  millions  of  dollars?  A  lot  of 
competitors  hope  they  never  find  out.ti 


Racal-Vcidic 
Defines  Dazzling 
Performance. 


"If  there's  one 
modem  that  really 
stands  out  in  this 
crowd  of  clones, 
the  2400VP  is  it!' 

—PC  Magazine 


Someone  finally  shed  some 
light  on  what  a  real  modem 
ought  to  be. 

After  benchmarking  eighty- 
seven  1200  and  2400  bps  mo¬ 
dems,  PC  Magazine  didn't  call 
our  2400VP  just  another 
modem. 

They  called  it  Editor's 
Choice. 

Of  course,  we  were 
grateful.  But  not  surprised. 

At  Racal-Vadic  we've  been 
producing  some  of  the  indus¬ 
try's  most  feature-rich,  cost- 


effective,  "tough-as-a-brick" 
modems  for  over  17  years. 

For  us,  the  2400VP  is 
business  as  usual— a  shining 
example  of  what  price/perform¬ 
ance  is  all  about. 

PC  Magazine  agreed:  "The 
2400VP  brings  a  number  of 
features  formerly  found  only 
on  very  expensive  mainframe 
modems  to  the  PC  communi¬ 
ty  at  a  very  competitive  price'.' 
Features  like  MNP™  error 
correction.  A  fifteen-number 
dialing  directory  Log-on  com¬ 


mands  of  up  to  120  characters. 

Add  to  that  the  full  ATPlus™ 
command  set,  automatic  data/ 
voice  switching,  and  automatic 
speed  conversion;  and  it's  easy 
to  see  why  this  modem  out¬ 
shines  everything  in  its  class. 

So  if  you're  ready  for  more 
than  just  another  modem, 
you're  ready  for  the  2400VP. 

For  more  information— and 
a  copy  of  the  2400VP's  brilliant 
performance  comparisons— call 
Racal-Vadic  today,  toll  free,  at 
800-482-3427. 


EDITOR’S 

CHOICE 


The  Electronics  Group 


Racal-Vadic 


1525  McCarthy  Boulevard,  Milpitas,  CA  95035 
Tel:  (408)  432-8008  •  TWX:  556-409  RAVA  MLP 


MNP  is  a  trademark  of  Microcom  Inc.  ATPlus  is  a  trademark  of  Racal-Vadic. 
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u  If  the  proposed  digital  [Enhanced  Private  Switched  Communications  Service]  network 
could  give  me  a  service  availability  comparable  to  [AT&T’s  Dataphone  Digital  Service]  but  at 
a  lower  cost,  I  would  be  very  interested  in  sending  data  over  the  network. 

John  McGrath 

Telecommunications  assistant  vice-president 
Consolidated  Rail  Corp. 
A  longtime  EPSCS  user 


Banks  plan  for  net  woes 

Conclave  devising  strategies  for  network  disaster  recovery. 


CONTINGENCY  PLANNING 


BY  BOB  WALLACE 

Senior  Editor 


CHICAGO  —  A  small  group  of 
banks  will  meet  here  next  week  to 
discuss  contingency  planning  and 
devise  strategies  to  minimize  the 
impact  of  equipment  and  transmis¬ 
sion  facility  failures  on  their  com¬ 
panies’  voice  networks. 

The  group,  which  includes  Con¬ 
tinental  Bank  International,  First 
National  Bank  of  Chicago,  North¬ 
ern  Trust  Co.  and  Harris  Trust  & 
Savings  Bank,  meets  at  least  once  a 
month  to  discuss  contingency  plan¬ 
ning  and  other  issues  of  common 
interest,  including  technical  evalu¬ 
ations  of  products  and  services, 


building  wiring  projects  and  staff¬ 
ing  issues. 

Illinois  Bell,  the  users’  Bell  oper¬ 
ating  company,  responded  to  con¬ 
cerns  voiced  by  the  several-year- 
old  group  and  other  users  by 
creating  the  position  of  contingen¬ 
cy  planning  director  in  April.  Dave 
Anderson  has  been  selected  for 
that  post. 

In  the  months  since  his  appoint¬ 
ment,  Anderson  and  Illinois  Bell 
users  have  explored  options  as  di¬ 
verse  as  dynamic  call  routing, 
which  enables  the  BOC  to  direct 
calls  around  damaged  or  inopera¬ 
ble  BOC  facilities,  as  well  as  the 
construction  of  a  backup  trading 
floor,  which  could  be  used  by 


banks  and  other  financial  institu¬ 
tions  in  the  event  of  a  disaster  at 
existing  trading  facilities. 

Jack  Frey,  a  vice-president  with 
Continental  Bank,  lauded  Illinois 
Bell’s  willingness  to  help  its  users 
draft  individual  contingency  plans. 
“Dave  Anderson  has  been  working 
with  us  behind  the  scenes  to  put 
together  a  contingency  plan,”  Frey 
said.  “Their  help  has  been  a  big 
boost  for  us.” 

With  the  BOC’s  assistance,  the 
bank  has  created  a  disaster  contin¬ 
gency  plan  designed  to  minimize 
the  damage  caused  if  one  of  its 
serving  central  offices  goes  down. 

Continental  Bank  now  uses  ser¬ 
vices  provided  by  two  BOC  central 
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offices.  One  of  the  central  offices 
provides  the  bank’s  headquarters 
with  8,850  lines  of  analog  Centrex 
service.  A  second  provides  more 
than  4,500  bank  employees  with 
electronic  messaging  services  only. 

“If  the  [AT&T]  1AESS  switch 
that  provides  us  with  Centrex  ser¬ 
vice  goes  down,  Illinois  Bell  will  in¬ 
tercept  incoming  calls  at  its  Canal 
central  office  switch  and  reroute 
them  to  the  1AESS  at  our  [E-mail] 
central  office,”  Frey  explained. 
The  E-mail  central  office  also  sup¬ 
ports  voice  services.  To  accomplish 
this,  Illinois  Bell  would  have  to  ac¬ 
cess  the  AT&T  5ESS  and  alter  its 
call-routing  software,  a  project 
that  takes  less  than  a  few  hours. 

Frey  said  the  bank  has  made 
telephone  directories  that  list  al¬ 
ternate  telephone  numbers  to  be 
used  to  complete  internal  calls  dur¬ 
ing  a  disaster  and  has  distributed 
them  to  all  senior  managers,  offi¬ 
cers  and  key  administrators.  All 

See  page  15 


Use  of  fiber-optic  cable  in  the  local  loop 


Regional  Bell  holding  co. 

Total  route  miles  * 

BellSouth  Corp. 

Q  170,000 

Southwestern  Bell  Corp. 

Q  160,000 

Bell  Atlantic  Corp. 

Q  146,000 

Nynex  Corp. 

£)  130,000 

Ameritech  ^ 

I  115,000 

Pacific  Telesis  Group  Q 

99,000 

US  West.  Inc.  Q 

85,000 

*  As  of  first-quarter  1987 

SOURCE:  COMQUEST.  CINCINNATI 

VIDEOCONFERENCING 

National  Gateway 
builds  Boeing  net 


BY  BOB  WALLACE 

Senior  Editor 


MONMOUTH  JUNCTION,  N.J.  —  National  Gateway  Te¬ 
lecom,  Inc.,  based  here,  recently  completed  construction 
of  a  digital,  five-node  video  teleconferencing  network  for 
The  Boeing  Co. 

The  network  will  simplify  the  aircraft  maker’s  engi¬ 
neering,  design  review  and  manufacturing  operations. 
The  network  comprises  five  nine-meter  C-band  satellite 
earth  stations,  owned  by  the  vendor,  at  Boeing’s  sites  in 
Philadelphia,  Huntsville,  Ala.,  Wichita,  Kan.,  San  Bernar¬ 
dino,  Calif.,  and  Puget  Sound,  Wash. 

The  network  supports  point-to-point  and  point-to-mul- 
tipoint  transmission  at  768K  bit/sec.  It  was  designed  and 
engineered  by  National  Gateway  Telecom  and  will  be  con¬ 
tinually  monitored  from  Boeing’s  Kent,  Wash.,  facility. 

This  site,  as  well  as  two  other  Boeing  locations  in  the 
Puget  Sound  area,  is  linked  to  a  satellite  uplink  on  Vachon 
Island  in  Pugent  Sound.  Pacific  Northwest  Bell  and 

See  page  15 
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AT&T  users’  threats 
rouse  giant  to  take  action 


Threatened  with  the  loss  of  its  larg¬ 
est  and  most  prestigious  telecom¬ 
munications  accounts,  AT&T  has  re¬ 
sponded  by  providing  these  coveted 
users  with  new  or  enhanced  services. 

The  carrier,  which  has  been  fre¬ 
quently  maligned  for  its  lack  of  re¬ 
sponsiveness  to  user  needs,  has  gone 
to  great  lengths  recently  to  avoid  cus¬ 
tomer  defections. 

AT&T’s  delineation  of  plans  to  over¬ 
haul  its  Enhanced  Private  Switched 
Communications  Service  (EPSCS)  net¬ 
work,  a  massive  undertaking  that 
AT&T  billed  as  one  of  its  largest  cus¬ 
tomer  network  projects,  serves  as  the 
most  recent  evidence  of  this  trend 
(“AT&T  agrees  to  upgrade  EPSCS,” 

NW,  Nov.  30). 

EPSCS  users,  representing  some  of 
the  largest  U.S. -based  corporations,  be¬ 
gan  prodding  AT&T  to  offer  a  digital 
version  of  the  analog  voice  service. 
When  the  carrier  failed  to  respond  to 
their  pleas,  several  members  of  the 
EPSCS  Users  Group  put  together  a  net¬ 
work  request  for  proposal  explaining 
their  need  for  a  digital  backbone  net 
capable  of  carrying  huge  volumes  of 
voice  traffic.  Faced  with  the  prospect 
of  losing  key  accounts  to  its  competi¬ 
tion,  AT&T  agreed  to  enhance  EPSCS. 

AT&T’s  Hospitality  Network  Service 
(HNS)  pricing  plan  is  another  example 
of  user-induced  responsiveness.  Fear¬ 
ful  of  losing  at  least  four  major  hotel 
industry  accounts  to  competing  carri¬ 


ers,  AT&T  introduced  HNS  early  last 
month.  Marriott  Corp.  was  one  of  the 
users  that  prompted  AT&T  to  create 
the  new  calling  plan  by  threatening  to 
abandon  AT&T  for  other  carriers’ 
more  attractive  rates  (“Users  prod 
AT&T  into  new  call  plan,”  AW,  Nov. 

9).  AT&T  had  estimated  the  loss  of 
the  four  hotel  accounts  would  repre¬ 
sent  a  loss  of  $118  million  in  revenue 
in  1988  alone. 

Under  HNS,  which  an  AT&T  official 
said  is  also  targeted  at  hospitals  and 
universities,  users  will  pay  18  cents 
per  minute  of  Message  Telecommunica¬ 
tions  Service  calls  if  they  guarantee 
AT&T  four  million  minutes  of  traffic 
per  month  for  a  full  year.  Each  partic¬ 
ipating  user  will  receive  a  five-  to  30- 
cent  per  minute  commission  from 
AT&T  if  it  delivers  four  million  min¬ 
utes  of  operator-assisted  calls  to  the 
carrier  per  month  for  one  year. 

In  August,  AT&T  mailed  to  selected 
customers  a  survey  entitled  “New  Dig¬ 
ital  Data  Transmission  Services:  Ser¬ 
vice  Descriptions  and  Questionnaire” 
that  described  in  detail  four  proposed 
digital  transmission  services.  AT&T 
said  this  effort  was  part  of  an  ongoing 
program  to  garner  input  from  its  cus¬ 
tomers  and  that  it  represents  AT&T’s 
effort  to  remain  responsive  to  its  cus¬ 
tomers.  In  mid-September,  AT&T  intro¬ 
duced  Virtual  Telecommunications  Net¬ 
work  Service  (VTNS),  which  enables 

See  page  15 
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Another  in  a  series  of  CLEO  user  applications 


“CLEO  proved  to  be  THE  superior 
choice  in  our  search  for  a  vendor 
roviding  communications 
or  electronic  transfer 
erf  returns  directly  to 

the  IRS.” 


CLEO  has  been  providing  solutions  to 
remote  sites  communication  problems  for 
years.  Here  is  a  typical  example: 


44..  .  There  were  many  vendors  who 
wanted  us  to  transmit  returns  to  them  for 
re-transmission  to  the  IRS,  but  they  charge 
a  premium  for  EVERY  return!  We  wanted 
someone  to  help  us  file  DIRECTLY  to  the 
IRS.  CLEO  helped  us  accomplish  just  that, 
and  was  certainly  the  most  reasonably 
priced.” 

“CLEO  has  shown  a  remarkable  ability  to 
adapt  to  the  IRS’s  changing  requirements.” 

“The  CLEO  documentation  is  outstanding. 
We  installed  the  card  and  the  3780Plus 
software  with  no  problems.  It  was  a  snap.” 

“CLEO  is  the  ONLY  communications  we 
are  recommending  to  our  customers.  And 
we  recommend  it  without  reservation. 

CLEO  gets  our  vote,  hands  down.  99 

Phil  Drake,  President 
Drake  Enterprises,  LTD 
Franklin,  NC 


Remote  Sites  Communication 

Whatever  your  industry,  your  remote 
computers  need  to  share  information  with 
your  mainframe.  Or,  they  need  to  exchange 
data  with  other  remotes.  In  either  case,  you 
need  a  total  solution  at  the  remote  sites. 
You  need  software,  hardware  interfaces  and 
modems  that  all  work  together 
smoothly.  You  need  CLEO! 

CLEO  software  products 
allow  microcomputers  to 
communicate  with  minicomputers 
and  mainframes,  and  to  emulate 
their  workstations.  Since  1981,  CLEO 
has  provided  remote  communications 


And,  you  get  prompt,  single-source  service. 
Package  prices  range  from  $795.00  for  most 
standalone  packages,  up  to  $1,995.00  for 
the  32-user  SNA  gateway. 

Call  us  today  to  discuss  your  application. 

CLEO  Software 
1639  North  Alpine  Rd. 

Rockford,  IL  61107 
Telex  703639 
FAX  815-397-6535 

Headquarters: 

USA.  800/2 3 3-CLEO  (2536) 

Illinois:  800/422-CLEO  (2536) 

International:  815/397-8110 


Mexico  City:  203-0444 
Canada,  East:  800/361-3185 
Canada,  West:  800/361-1210 
Canada,  Montreal:  514/737-3631 


CLEO 


CLEO  and  3780P!us  axe  registered  trademarks  of  CLEO  Software 
IBM  is  a  registered  trademark  of  International  Business 
Machines  Corporation. 


between  micros  and 
mainframes  for  the  automotive, 
insurance,  medical  and  banking 
industries.  Today  over  66,000 
CLEO  users  worldwide  are 
running  on  all  major 
brands  of  microproces¬ 
sors.  The  greatest 
number  of  these  users  run 
CLEO  software  on  IBM 
Personal  Computers  and 
NETBIOS  LANs. 


Complete 

Software/Hardware  Package 

Every  CLEO  package  contains  all  the 
software  and  hardware  accessories  needed  at 
the  remote  site.  Your  selected  CLEO,  SNA 
or  BSC  software  is  packaged  with  1)  an 
internal  modem  card  for  dial-up 
applications,  or  2)  an  interface  card  and 
cable  for  use  with  your  existing  modem. 
There’s  no  waiting  for  non-CLEO  add-ons. 
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TELECOM  TRENDS 


Banks  plan  for  net  woes 


continued  from  page  1 3 

these  users  have  second  telephones 
on  their  desks  —  75  in  all  —  that 
are  connected  to  the  central  office 
providing  electronic  services  to 
bank  employees. 

End  users  with  asynchronous  in¬ 
tegrated  voice/data  terminals 
(IVDT)  can  send  messages  to  other 
departments  in  the  same  corpora¬ 
tion.  The  message  is  sent  from  the 
modem-equipped  IVDT  over  the 
Centrex  line  to  the  central  office. 
The  message  is  then  sent  back  over 
a  Centrex  line  to  a  modem  connect¬ 
ed  to  the  bank’s  mainframe  com¬ 
puters  located  in  the  bank’s  data 
center. 

Although  he  said  he  was  excited 


about  the  BOC’s  ability  to  reroute 
calls,  Frey  said  several  users 
would  have  to  share  the  cost  of 
building  a  backup  trading  floor  for 
the  idea  to  become  a  palatable  real¬ 


ity.  “This  project  is  something  that 
would  be  very  difficult  for  any  of 
banks  to  do  on  its  own,”  Frey  said. 
Building  a  trading  floor,  which  re¬ 
quires  specialized  trading  turrets 
and  processing  equipment,  would 


be  an  expensive  proposition,  he 
added. 

As  is  often  the  case,  it  took  a  di¬ 
saster  to  spur  Continental  Bank  to 
redouble  its  efforts  to  create  a  con¬ 
tingency  plan  for  its  voice  net¬ 
work.  “We  had  a  fire  in  one  of  the 
wiring  closets  in  our  headquarters 


building,”  Frey  said. 

“The  fire  burned  through  a  pair 
of  trunks  and  knocked  out  quite  a 
few  telephones.  Because  neither 
we  nor  Illinois  Bell  had  much  wir¬ 
ing  documentation,  there  was  no 


way  of  knowing  which  telephones 
were  out  of  service,”  he  said. 

“When  Illinois  Bell  began  to  re¬ 
store  service,  a  secretary’s  tele¬ 
phone  may  have  become  operation¬ 
al  before  a  trader’s  telephone, 
because  there  was  no  way  of 
knowing  what  lines  were  associat¬ 
ed  with  each  trunk,”  Frey  said. 

After  the  fire,  Illinois  Bell 
worked  nonstop  for  several  days  to 
repair  the  cut  trunks,  the  bank 
vice-president  said.  Illinois  Bell 
“dedicated  a  large  number  of 
workers  to  the  project.  They  also 
helped  us  out  by  identifying  all  the 
cables  and  trunks  in  the  building,” 
Frey  said.  “Now,  if  a  cable  is  cut  or 
burned,  we  can  tell  Illinois  Bell 
which  lines  we  need  back  up  right 
away  and  which  ones  can  wait.”0 


“Now,  if  a  cable  is  cut  or  burned,  we  can  tell  Illinois  Bell 
which  lines  we  need  back  up  right  away  and  which  ones 
can  wait.” 


National  Gateway 
builds  Boeing  net 

continued  from  page  13 
Telephone  Utilities  of  Washington, 
a  regional  communications  carrier, 
provided  the  transmission  facili¬ 
ties  needed  to  link  the  three  sites 
to  the  island  complex. 

Stephen  Lovas,  domestic  ser¬ 
vices  vice-president  for  National 
Gateway  Telecom,  said  Boeing’s 
video  teleconferencing  network 
also  uses  some  fiber-optic  cable 
and  microwave  radio  links,  but  he 
would  not  elaborate  on  where 
these  transmission  facilities  are  lo¬ 
cated. 

National  Gateway  Telecom, 
which  provides  domestic  voice, 
data  and  video  networking  ser¬ 
vices  for  businesses,  media  compa¬ 
nies  and  government  agencies,  is  a 
subsidiary  of  Pacific  Telecom,  Inc. 
National  Gateway  Telecom’s  FTC 
Communications,  Inc.  subsidiary 
sells  international  communications 
offerings,  including  voice,  data  and 
Telex  services.  □ 


Threats  rouse 
AT&T  to  action 

continued  from  page  1 3 
the  carrier  to  draw  from  its  cur¬ 
rent  array  of  calling  services  to 
build  customized  digital  voice/data 
networks  for  large  users.  AT&T 
said  VTNS  was  targeted  at  large 
companies  that  lack  the  resources 
needed  to  manage  a  large  commu¬ 
nications  network.  One  of  its  larg¬ 
est  EPSCS  users,  E.I.  DuPont  de 
Nemours  &  Co.,  Inc.,  signed  on  for 
VTNS  in  August.  Sources  estimated 
the  value  of  the  pact  to  be  $150 
million  to  $200  million. 

In  late  April,  AT&T  filed  a  spe¬ 
cial  tariff  with  the  Federal  Com¬ 
munications  Commission  to  pro¬ 
vide  General  Electric  Co.  with  an 
integrated  voice/data  network  us¬ 
ing  a  proprietary  switching  tech¬ 
nology  referred  to  as  Digital  Tele¬ 
communications  Switching  System. 
GE  signed  a  contract  for  the  ser¬ 
vice  in  March. 

As  marketing  wars  between 
AT&T  and  its  competitors  intensi¬ 
fy,  AT&T  will  likely  take  less  time 
to  respond  to  the  requests  of  its 
large  customers,  while  seeking  in¬ 
put  from  vertical  industries  repre¬ 
senting  users  of  all  sizes.  D 


CASE  Announces 
the  Merger  of 
IBM  and  DEC 


. . .  and  Control  Data  and  Unisys  and 
Data  General  and  Hewlett-Packard 
and  Honeywell  and  Wang 


. . .  and  Prime  and  Tandem.  With  CASE  DCX  Communica¬ 
tions  Processors,  the  Universal  Workstation  becomes  a 
reality.  The  DCX  made  it  possible  for  CASE  to  install  the 
world's  largest  private  data  communications  network— with 
over  100  computers  driving  35,000  terminals  in  more  than 
70  countries.  Now,  DCX  modularity  can  serve  your  network. 
Whether  it’s  worldwide  or  as  small  as  a  four-channel,  point- 
to-point  system — and  regardless  of  hardware! 

The  Universal  Workstation  Is  Here 

The  DCX  makes  virtually  any  workstation  in  your  network 
universally  compatible.  Its  modular  design  employs  CASE 
Gateway  modules,  which  give  async 
workstations  access  to  bisync,  SDLC, 
and  X.25  networks.  CASE  A-Net  gives 


3270-type  terminals  access  to  asynchronous  networks.  And 
CASE  DCX  Link  modules  let  you  transport  synchronous 
data  over  your  network  as  they  eliminate  inefficient  polling. 

Plus,  we  designed  the  DCX  for  optimum  efficiency,  ease  of 
use,  and  error-free  communications.  With  advanced  features 
like  statistical  multiplexing.  User  switching.  Port  contention. 
And  network  management. 

At  CASE,  our  connectivity  capabilities  aren't  just  promises. 
We’ve  developed  and  perfected  them  for  over  a  decade.  So 
you  can  apply  them  now.  For  help  on  your  big  mergers,  call 
or  write  today: 

CASE  Communications,  Inc. 

7200  Riverwood  Drive 
Columbia,  Maryland  21046-1199. 


800-227-3134 
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The  new  IBM  9750  Business 

/  ^  •  i  •  L  ^  i 


For  everybody  who  wants  more  flexible  computer  networks,  IBM  has  an  answer:  more 
flexible  telephone  networks.  Even  better,  we’ve  made  them  a  reality. 

Introducing  the  IBM  9750  Business  Communications  System  and  its  centerpiece,  the  new 
IBM  9751  CBX. 

Developed  by  ROLM,  they  give  you  powerful  digital  voice  switching  capability,  plus  data 
connectivity  for  virtually  any  desk  that  has  a  phone  on  it. 

Unlike  other  telephone  switches  (or  PBXs),  the  IBM  9751  CBX  comes  with  nearly  every  line 
"data-ready’  So  when  you  hook  up  your  phones,  you  get  computer  connectivity  in  the  bargain. 

That  way,  you  no  longer  have  to  decide  in  advance  exacdy  how  every  single  workstation 
ought  to  be  networked.  You  have  the  flexibility  to  connect  occasional  (or  unexpected)  users,  easily 
and  economically.  With  an  IBM  9750  fully  installed,  you  can  open  your  data  resources  to  more 
people  who  need  them,  without  spending  to  equip  areas  that  may  never  need  them. 

Even  if  you  use  it  for  voice  only,  the  IBM  9751  CBX  will  keep  you  years  ahead.  It’s  one  of 
the  most  expandable  systems  in  the  industry,  able  to  serve  from  100  to  20,000  lines.  So  as  you 
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Any  connection  between  voice  and 
data  is  purely  intentional. 
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grow,  it  grows.  Yet  it’s  much  smaller  than  its  predecessor,  the  ROLM  CBX II,  and  it’s  easier  on  power 
and  air  conditioning. 

On  the  other  hand,  its  traffic-carrying  capacity  is  tremendous.  The  9751  can  be  configured 
so  it’s  virtually  impossible  to  block. 

And  its  9000 AE  (for  Advanced  Engine)  processor  not  only  gives  you  every  digital  advantage 
(like  ROLM  PhoneMail®  and  Least  Cost  Routing),  it  has  reserve  power  to  handle  these  applications 
under  heavy  use  and  to  let  you  add  new  applications  as  you  need  them. 

When  ISDN  standards  are  established,  the  IBM  9751  will  be  able  to  work  with  them.  It  was 
built  with  ISDN  in  mind,  to  provide  both  the  power  and  bandwidth  that  ISDN  usage  (for  voice, 
data  and  image)  will  demand. 

In  fact,  the  9750  Business  Communications  System  is  a  key  part  of  IBM’s  telecommunications 
future.  Combined  with  all  of  IBM’s  other  ways  to  connect  systems,  it  gives  you  new  freedom  to  run 
things  your  way,  to  broaden  the  usefulness  of  your  networks,  and  to  control  their  expense.  To  learn 
more,  call  your  IBM  ROLM  Systems  representative  or  Authorized  ROLM  Distributor.  ===^=B.  fF* 


If  you  have  a  telephone,  chances  are  you  have  the 
right  cabling  already  installed  to  run  Ethernet: 
unshielded  twisted  pair  cable.  Yes,  the  modem 
cabling  you’re  probably  already  using  for 
telephone  and  data  communications  now,  for 
the  first  time,  runs  Ethernet  at  10  Mbs. 

The  reason  is  LattisNet®  from  SynOptics®  Com 
munications.The  result  is  enormous  savings  in 
money,  time  and  trouble  for  anyone  installing 
an  Ethernet  local  area  network. 

You’ll  avoid  paying  for  miles  of  expen 
sive  coax  cable.  Avoid  the  noise,  con¬ 
struction,  disruption  and  downtime  of 
installing  it.  And  avoid  the  high  cost 
of  subsequent  moves  and  changes. 

LattisNet  even  comes  with  inte¬ 
grated  Fault-Isolation  and  Diagnostics 
for  instantaneous  troubleshooting. 

Our  Connectivity  Guide  explains  why 
the  best  way  is  also  the  easiest. 

We  should  know.  This  is  our  second  first  in 
two  years:  LattisNet  is  also  the  only  network  that 
supports  Ethernet  on  the  IBM  cabling  system. 
And  fiber  optic  cable  as  well. 

The  new  unshielded  LattisNet  was  the 
choice  of  Kodak,  Novell,  University  of 
Wisconsin  and  many  others. 


C 1987  SynOpbcs  Communications,  Inc. 


Our  original  LattisNet  is  installed  in  more  than  60 
major  U.S.  companies  with  a  total  of  over  15,000  nodes. 
Call  or  mail  this  coupon,  or  your  business  card, 
to  get  the  LattisNet  Connectivity  Guide.  You’ll  appre¬ 
ciate  seeing  why  the  best  way  to  run  Ethernet  is  so 
surprisingly  simple. 

Call  us  at  (415)  960-1100. 


SynOptics 

Communications, Inc. 


SynOptics  Communications 

/  329  North  Bernardo  Avenue 

Mountain  View,  CA  94043 

.  (415)960-1100 

/  □  Send  your  Connectivity  Guide  to  me  immediately. 

□  Have  a  Sales  Representative  call  me  directly. 


Name 


Title 


Company 


Address 


Phone 


TRADEMARKS-IBM:  International  Business  Machines  Corporation;  Kodak;  Eastman 
Kodak  Company;  Novell:  Novell,  Inc.;  SynOptics  and  LattisNet;  SynOptics  Communications. 
Inc.  University  of  Wisconsin:  University  of  Wisconsin 
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Holiday  credit  cheer 

Visa  USA,  Inc.  expects  its  156  million  card¬ 
holders  to  charge  $11.5  billion  worth  of  mer¬ 
chandise  between  Thanksgiving  and  Christmas 
this  year.  The  credit  card  supplier  said  its 
worldwide  network  will  process  12,000  trans¬ 
actions  each  minute  and  total  135  million  trans¬ 
actions  during  the  holiday  season.  The  $11.5 
billion  represents  almost  $2  billion  more  than 
last  year’s  total. 


Red  Roof  aims  to  dodge 
VAN  fees  with  VSAT  net 


►  SATELLITE  STRATEGY 


BY  JOSH  GONZE 

Staff  Writer 


COLUMBUS,  Ohio  —  In  an  early 
attempt  to  avoid  access  charges 
the  FCC  plans  to  levy  on  value- 
added  network  (VAN)  providers, 
the  Red  Roof  Inns,  Inc.  hotel  chain 
said  it  will  replace  its  VAN-based 
room  reservation  system  with  a 
$2.5  million  VSAT  network. 

Red  Roof  elected  to  move  to  a 
satellite-based  service  after  mem¬ 
bers  of  its  MIS  department  met 
with  three  commissioners  of  the 
Federal  Communications  Commis¬ 
sion,  including  the  current  chair¬ 
man,  Dennis  Patrick,  in  June.  The 
meeting  convinced  them  the  pro¬ 
posed  access  charges  will  be  imple¬ 
mented,  according  to  Jeffrey  Wins¬ 
low,  MIS  director  at  Red  Roof. 

The  FCC  that  month  proposed 
forcing  VAN  providers  such  as 
CompuServe,  Inc.  to  pay  the  same 


type  of  local  access  charges  that 
long-distance  carriers  pay  for  local 
exchange  services.  Both  users  and 
vendors  have  rallied  to  protest  the 
proposal,  and  the  issue  still  awaits 
final  decision. 

“After  talking  with  them,  I  got 
the  impression  it  was  inevitable,” 
Winslow  said.  “Everything  they 
said  was  in  the  context  of  ‘when  it 
happens’  and  so  forth.” 

Under  the  terms  of  its  agree¬ 
ment  with  Atlanta-based  Tridom 
Corp.,  Red  Roof  Inns  will  test  the 
two-way  satellite  network  in  Janu¬ 
ary,  with  production  installations 
to  begin  in  February.  Tridom  will 
install  Ku-band  very  small  aper¬ 
ture  terminals  at  each  of  Red 
Roof’s  185  hotels,  which  are  locat¬ 
ed  in  36  states  in  the  U.S.  The  net¬ 
work  is  scheduled  for  completion 
in  September  1988. 

Winslow  estimated  that  with  the 
network’s  current  design  —  utiliz¬ 


ing  dial-up  circuits  for  connections 
between  CompuServe  nodes  and  in¬ 
dividual  hotels  —  the  cost  of  the 
access  charges  for  Red  Roof  would 
total  $120,000  per  month.  Another 
option  Red  Roof  considered  for 
dodging  the  access  charges  was  to 
lease  lines  between  each  hotel  and 
the  local  CompuServe  node;  how¬ 
ever,  that  would  have  cost  roughly 
$20,000  per  month,  Winslow  said. 

The  hotel  chain  currently  uses 
CompuServe  to  maintain  response 
times  of  less  than  one  minute 
among  each  of  the  185  inns  and  the 
corporate  headquarters  here.  Each 
inn  is  equipped  with  a  Hewlett- 
Packard  Co.  model  1000  minicom¬ 
puter  and  several  peripherals  such 
as  card  readers,  printers  and  CRTs. 
Headquarters  uses  two  HP  model 
3000  Series  70s  to  maintain  a  cen¬ 
tral  data  base  of  room  reservations 
at  all  185  inns. 

The  job  facing  Red  Roof’s  MIS 


Hotel  reservations  via 
satellite 


Atlanta 

Each  of  185  Red  Roof  Inns  will  be  equipped 
with  very  small  aperture  terminals  support¬ 
ing  two-way  communications.  Traffic  will  be 
relayed  by  a  Tridom  Corp.  master  earth  sta¬ 
tion  in  Atlanta  via  56K  bit/sec  leased  lines 
to  Red  Roof  headquarters  in  Columbus, 
Ohio. 

SOURCE  RED  ROOF  INNS.  INC..  COLUMBUS.  OHIO 


department  —  that  of  quickly  es¬ 
tablishing  connections  between 
each  hotel  and  the  central  site  —  is 
made  more  difficult  because  cus¬ 
tomers  have  a  choice  of  either 
making  reservations  at  individual 
hotels  or  by  calling  Red  Roof’s  800 
number,  which  is  answered  by  res¬ 
ervation  agents  here.  Winslow  ex¬ 
plained  that  the  company  main- 

See  page  20 


DATA  DIALOGUE 


THOMAS  W.  MCDONALD 

Dissecting  the  workings 
of  network  management 


Network  management  has 
become  the  cornerstone  of 
many  companies’  network 
strategies.  Network  operators 
continuously  survey  system 
components,  detect  exceptional 
events  and  solve  network  prob¬ 
lems.  Even  though  the  process 
is  carried  out  at  every  site,  the 
activities  conducted  and  the 
level  of  sophistication  vary 
widely. 

Some  network  management 
activities,  especially  those  con¬ 
cerning  network  availability, 
can  be  easily  understood. 
Availability  concerns  uptime, 
and  connectivity  and  is  the 
main  responsibility  of  many 
network  operators.  An  operator 
has  to  coordinate  results  from 
a  broad  spectrum  of  monitoring 
activities  in  a  uniform  fashion. 

Operations  concerning  avail¬ 
ability  can  be  broken  into  two 

McDonald  is  principal  con¬ 
sultant  at  MGT  Technology 
Group,  a  consulting  firm  in 
Natick,  Mass. 


sets  of  activities.  The  first  is 
determining  component  status. 
For  example,  a  determination 
might  be  made  that  an  individ¬ 
ual  line  on  a  T-l  multiplexer  is 
behaving  poorly. 

The  second  activity  is  re¬ 
sponding  to  a  problem.  For  ex¬ 
ample,  when  a  major  processor 
or  network  switch  fails,  a  com¬ 
pany  may  switch  to  a  backup 
facility  or  it  may  switch  the 
data  over  an  alternate  route. 

Monitoring  a  component’s 
status  can  be  done  in  a  passive 
or  active  manner.  Passive  mon¬ 
itoring  occurs  when  a  device 
autonomously  creates  a  mes¬ 
sage  containing  information  on 
its  status  or  the  status  of  a  de¬ 
vice  it  controls  and  then  for¬ 
wards  the  information  to  a  col¬ 
lection  center. 

The  status  could  include  sta¬ 
tistical  information,  such  as  the 
amount  of  traffic  the  device 
handles  in  a  given  time.  The 
collection  center  could  be  any 
central  location  that  can  dis- 

See  page  20 


►  RESERVATION  NETWORKS 

Texas  Air  files  antitrust 
suit  against  American 


BY  MARY  LINEHAN 

Staff  Writer 


HOUSTON  —  The  computer  res¬ 
ervation  subsidiary  of  Texas  Air 
Corp.  filed  an  antitrust  suit  against 
American  Airlines,  Inc.  late  last 
month,  claiming  American  is  trying 
to  force  Texas  Air’s  reservation 
system  out  of  the  market. 

The  subsidiary,  System  One  Di¬ 
rect  Access,  Inc.,  said  American 
has  engaged  in  a  plan  to  exclude 
System  One  and  other  computer 
reservation  systems  (CRS)  from 
the  marketplace. 

The  complaint,  filed  in  the  U.S. 
District  Court  for  the  Southern 
District  of  Texas,  described  a  “sys¬ 
tematic  pattern  of  actions  under¬ 
taken  by  American  since  1984  to 
unlawfully  inhibit  competition  and 
to  preserve  market  dominance 
achieved  in  a  period  prior  to  CRS 
rules.” 

In  1984,  the  Civil  Aeronatics 
Board  issued  regulations  that  make 
it  unlawful  for  CRS  vendors  to  pre¬ 
vent,  either  directly  or  indirectly, 
a  travel  agency  from  using  a  com¬ 
peting  system.  System  One  claims 
in  its  suit  that  American’s  Sabre, 
the  largest  CRS  in  the  country,  has 


a  monopoly  in  many  CRS  markets. 
The  suit  named  Dallas,  where  Sa¬ 
bre’s  market  share  exceeds  80%,  as 
an  example. 

A  System  One  spokesman  said 
the  company  has  not  put  a  dollar 
amount  on  damages  sought.  An 
American  spokesman  declined  to 
comment  on  the  suit,  other  than  to 
say  the  company  was  aware  of  it. 

This  suit  marks  the  latest  round 
in  the  battle  for  dominance  among 
network  airline  reservation  compa¬ 
nies.  American  recently  filed  suit 
in  federal  district  court  in  Fort 
Worth,  Texas,  on  the  grounds  that 
Texas  Air  has  illegally  induced 
travel  agents  to  leave  the  Sabre 
system  and  sign  on  with  System 
One. 

American  is  seeking  millions  of 
dollars  in  actual  damages  and  $100 
million  in  lawyers’  fees  and  puni¬ 
tive  damages. 

In  published  reports,  System 
One  has  acknowledged  underwrit¬ 
ing  suits  filed  by  travel  agents 
seeking  dissolution  of  their  Sabre 
contracts.  Sabre’s  contracts  with 
travel  agents  include  “punitive 
damages,”  clauses  that  are  invoked 
if  the  agent  chooses  to  switch  CRS 
vendors.  □ 
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Dissecting  net  management 

continued  from  page  19 


play  or  log  the  information.  Prod¬ 
ucts  such  as  IBM’s  NetView  and 
AT&T’s  Unified  Network  Manage¬ 
ment  Architecture  (UNMA)  include 
collection  centers. 

Active  monitoring  takes  place 
when  a  collection  facility  directly 
queries  a  device  to  check  its  status. 
The  device  performs  the  status 
check  and  responds  with  a  message 
to  the  collection  facility. 

The  monitored  device  or  the  cen¬ 
tral  facility  may  translate  this  sta¬ 
tus  information  into  an  event.  An 
event  occurs  when  activities  re¬ 
ported  in  status  messages  exceed  a 
user-defined  threshold. 

Activities  could  include  the  er¬ 
ror  rate  experienced  over  a  line, 
the  number  of  retries  to  a  control 
unit  or  the  loss  of  a  conversation 
between  two  users.  Activities  such 
as  response-time  monitoring  and 
communications  processor  cycle 
monitoring  are  not  considered  part 
of  operations  management. 

The  event’s  level  of  importance 
determines  what  action  will  be  tak¬ 
en.  Four  actions  are  possible:  the 
information  could  be  written  to  an 
event  log;  the  event  could  be 
shown  on  a  console;  an  alert  mes¬ 
sage  could  be  sent  to  a  network  op¬ 
erator;  or  a  predefined  response 
could  be  triggered. 

In  most  cases,  customers  would 
like  to  automate  the  first  three  ac¬ 
tions  so  they  would  be  transparent 
to  the  console  operator.  Indeed, 
most  network  management  prod¬ 
ucts  have  such  capabilities. 

There  are  two  reasons  for  auto¬ 
mating  the  fourth  action.  First,  the 
volume  of  status  messages  is  great 
and  information  comes  from  a 
number  of  sources,  such  as  local- 
area  networks,  voice  networks, 
host  processors  and  application 
subsystems.  Messages  may  roll  off 
of  the  operator’s  console  and  into 
the  log  before  they  are  seen. 

Second,  events  often  point  to 
complex  problems  that  require 


Even  though  more  than  25 
companies  are  committed  to 
NetView/PC  and  more 
vendors  are  attending  the 
NetView/PC  interface  class, 
there  is  still  skepticism. 


timely  and  consistent  reactions, 
such  as  dealing  with  failure  of  a 
major  communications  device.  To 
deal  with  the  problem,  the  compa¬ 
ny  should  have  backup  and  recov¬ 
ery  strategies  in  place.  The  actions 
could  include  restarting  a  device, 
implementing  backup  procedures 
and  adjusting  line  speed  through 
an  intelligent  modem. 

Such  routines  must  be  coded  in  a 
language  used  by  the  network 
management  system.  For  example, 
NetView  uses  Command  Lists 
(CL1STS)  to  perform  these  tasks, 
and  users  of  AT&T’s  UNMA  write 
programs  in  C  language. 

These  automated  facilities  can 
be  implemented  at  various  levels  of 
sophistication,  from  simple  re¬ 
sponses  to  full-blown  expert  sys¬ 
tems  diagnosis.  Programming  these 


tasks  is  not  a  trivial  activity.  The 
question  must  be  asked:  What  level 
of  automation  provides  reasonable 
assistance  relative  to  the  amount 
of  work  to  implement  these  proce¬ 
dures? 

Customers  making  network 
management  purchases  currently 
can  choose  from  two  types  of  sys¬ 
tems. 

IBM’s  NetView  is  clearly  the 
market  leader.  Many  managers  re¬ 
spond  to  an  Open  Systems  Inter¬ 
connect  (OSI)  solution  with, 
“That’s  great,  but  we  run  a  Sys¬ 
tems  Network  Architecture  net¬ 
work,  and  I  would  like  to  manage 
my  network  from  the  same  place 
where  I  manage  the  rest  of  my  fa¬ 
cility,  a  terminal  attached  to  the 
host.” 

Many  questions  have  been 
raised  about  NetView’s  shortcom¬ 
ings.  Most  of  these  center  around 
NetView’s  ability  to  integrate  non- 
IBM  information. 

NetView  addresses  the  integra¬ 
tion  of  information  from  multiven¬ 
dor  networks  through  NetView/ 
PC,  a  gateway  between  NetView 
and  other  manufacturers’  network 
management  facilities. 

Even  though  more  than  25  com¬ 
panies  are  committed  to  NetView/ 
PC  and  more  vendors  are  attending 
the  NetView/PC  interface  class  in 
significant  numbers,  there  is  still 
skepticism.  Is  NetView/PC  robust 
enough  to  serve  as  a  gateway  to 
other  vendors’  equipment?  Will 
IBM  ever  allow  vendors  to  inter¬ 
face  to  NetView  as  a  peer  device? 
Will  other  vendors  be  able  to  ex¬ 
tract  data  from  a  host  via  Net¬ 
View/PC? 

There  are  also  competitive  ques¬ 
tions.  Will  vendors  send  critical  in¬ 
formation  to  NetView  while  they 
are  maintaining  proprietary  man¬ 
agement  products  of  their  own?  If 
IBM  announces  a  new  NetView  re¬ 
lease,  will  the  other  vendors  be 
forced  to  play  catch-up? 

Another  concern  is  NetView’s 
ability  to  automate  many  manage¬ 
ment  functions.  As  networks  be¬ 
come  larger,  network  expertise  be¬ 
comes  further  diluted.  Companies 
are  trying  to  automate  responses 
so  they  can  reduce  the  number  of 
trained  personnel  needed  to  run 
the  network. 

Some  customers  are  choosing 
Cincom’s  Net/Master  instead  of 
NetView.  These  decisions  can  be 
traced  to  Net/Master’s  superior 
automation  facility,  Network  Con¬ 
trol  Language  (NCL),  a  fourth-gen¬ 
eration  language  supplied  with  the 
product. 

Gerald  Haas,  host  support  spe¬ 
cialist  at  Northwest  Mutual  Life, 
said,  “We  are  definitely  keeping 
our  eye  on  NetView.  Eventually, 
that  may  be  the  way  we  want  to 
go.  We  believe  in  the  concept  IBM 
is  pitching  with  NetView.  But  it 
just  seems  that  Net/Master  is  im¬ 
plementing  those  features  today, 
while  NetView  is  only  promising 
them.” 

IBM  is  working  to  provide  Net- 
View  with  similar  functions.  The 
company  has  recognized  the  need 
to  simplify  the  process.  IBM 


proved  this  when  it  began  offering 
the  NetView  Solution  Pac,  which 
offers  assistance  in  the  production 
of  automated  facilities  as  a  subset 
of  a  total  NetView  assistance  pack¬ 
age. 

On  the  plus  side,  NetView  is  a 
defined  architecture  and  is  sup¬ 
ported  by  real  products,  a  claim 
that  no  other  manufacturer  can 
make.  Also,  the  majority  of  Net- 
View  users,  mostly  Fortune  1,000 
companies,  are  committed  to  the 
product. 

A  manager  of  network  opera¬ 
tions  at  an  East  Coast  financial  in¬ 
stitution  recently  said,  “It  could 
prove  out  that  the  NetView  solu¬ 
tion  doesn’t  work.  A  lot  has  to  un¬ 
fold,  and  I’m  definitely  not  ready 
to  convert  to  another  solution  yet. 
I  sense  that  there  are  some  prob¬ 
lems,  if  not  with  the  architecture, 
at  least  with  the  product  imple¬ 
mentation,”  he  continued.  “But  I 
expect  they  can  be  worked  out.  For 


“We  believe  in  the  concept 
of  NetView.  But  it  just 
seems  that  Net/Master  is 
implementing  those  features 
today,  while  NetView  is 
only  promising  them.” 


an  early  implementation  of  an  ar¬ 
chitecture  I  think  it’s  doing  well.” 

NetView  has  been  evolving  from 
individual  network  management 
applications  to  a  total  system  con¬ 
trol  package.  Time  will  show 
whether  NetView  will  mature  to  a 
full  network  operations  manage¬ 
ment  solution  or  whether  it  will  be¬ 
come  a  subset  of  a  hybrid  solution. 

Each  vendor’s  solution  has  its 
own  bias.  An  SNA  network  man¬ 
agement  architecture  views  the 
network  from  a  mainframe  per¬ 
spective.  Modem  and  multiplexer 
manufacturers  tend  to  see  the  net¬ 
work  from  their  equipment. 

To  succeed,  a  hybrid  solution 
would  have  to  be  able  to  merge  in¬ 
formation  from  its  own  and  other 
network  management  systems. 
Such  a  system  would  also  have  to 
provide  an  easy-to-use  automated 
event-processing  facility. 

In  the  long  run,  a  solution  using 
NetView  and  NetView/PC  as  a  sub¬ 
set  of  an  integrated  standard  solu¬ 
tion  may  well  be  the  answer  to  cor¬ 
porate  network  management 
needs.  AT&T’s  UNMA  and  US 
West,  Inc.’s  Netcenter  are  putting 
the  pieces  in  place  to  offer  such  a 
solution. 

Even  though  network  manage¬ 
ment  standards  for  the  Interna¬ 
tional  Standards  Organization’s 
OSI  have  not  been  finalized,  the 
model  has  gained  support  from  a 
growing  number  of  vendors. 

Digital  Equipment  Corp.,  AT&T, 
Codex  Corp.,  Racal-Milgo,  Inc.  and 
Digital  Communications  Asso¬ 
ciates,  Inc.  all  said  they  will  bring 
their  products  under  the  OSI  um¬ 
brella.  Despite  the  OSI  flag-wav¬ 
ing,  it’s  not  clear  if  vendors  will 
design  packages  that  can  store  in¬ 
formation  in  a  central  collection  fa¬ 
cility.  As  customers  gain  more  ex¬ 
perience  with  such  packages,  their 
strengths  and  limitations  will  be¬ 
come  clearer.  □ 


Red  Roof  aims 
to  dodge  fees 

continued  from  page  19 
tains  efficiency  by  operating  ac¬ 
cording  to  the  dictum  “there 
should  never  be  a  situation  where 
there  is  a  room  left  to  sell  and  both 
sides  don’t  have  access  to  it  at  any 
given  time.” 

The  two  HP  3000s  are  connected 
via  a  set  of  five  9.6K  bit/sec  leased 
lines  to  the  CompuServe  central 
host,  also  located  here.  The  Com¬ 
puServe  host  is  connected  by  Com¬ 
puServe’s  network  to  remote  nodes 
in  each  of  the  cities  where  Red 
Roof  operates  hotels.  The  remote 
nodes  are  equipped  with  autodial 
modems  to  establish  connections 
with  the  local  Red  Roof  Inn. 

Winslow  said  the  value-added 
network  solution  has  performed 
well  at  a  reasonable  cost,  which  he 
would  not  disclose  except  to  say  it 
includes  a  flat  monthly  fee  and  a 
charge  of  less  than  10  cents  per 
1,000  characters  transmitted. 

But  the  proposed  access  charges 
will  add  an  unacceptably  high  cost 
in  the  form  of  connect-time  fees, 
Winslow  said.  “The  new  ruling 
that’s  going  down  right  now  is  go¬ 
ing  to  kill  us  because  we’re  going  to 
be  paying  some  amount  per  hour  of 
connect  time.” 

The  X.25-compliant  VSAT  net¬ 
work  slotted  to  replace  the  value- 
added  network  will  handle  the 
same  services,  Winslow  said.  A 
pair  of  56K  bit/sec  leased  lines  will 
connect  Red  Roof’s  central  site 
here  to  the  Tridom  master  earth 
station  in  Atlanta. 

“The  VSAT  network  can  give  us 
the  identical  service  that  Compu¬ 
Serve  used  to,  with  an  X.25  proto¬ 
col,  so  we  can  replace  our  network 
without  any  software  changes  on 
our  part,”  he  said.  “We’ll  send  our 
traffic  out  the  same  way,  and  it 
will  do  the  same  things.” 

Use  of  a  satellite  system  will 
provide  several  advantages  over 
the  CompuServe  network.  Re¬ 
sponse  times  will  drop  from  one 
minute  to  half  a  second,  and  it  will 
be  possible  to  use  the  network  eco¬ 
nomically  for  applications  other 
than  reservations.  Those  applica¬ 
tions  may  include  electronic  mail, 
electronic  funds  transfer  and  elec¬ 
tronic  credit  card  authorization. 
The  per-character  charge  prevents 
Red  Roof  from  running  those  appli¬ 
cations  economically  on  the  value- 
added  network. 

The  cost  of  the  VSAT  network 
will  be  comparable  to  that  of  the 
value-added  network,  Winslow 
said.  “When  we  looked  at  the  up¬ 
coming  surcharges,  it  makes 
VSATs  look  very  attractive.  We 
were  surprised  when  the  final 
numbers  were  on  the  table,  and 
that  it  was  just  about  a  break-even 
with  CompuServe.”  According  to 
the  vendor,  the  contract  is  valued 
at  more  than  $2.5  million. 

One  of  the  reasons  Red  Roof  con¬ 
sidered  Tridom  in  the  first  place 
was  that  Days  Inns  Corp.,  another 
hotel  chain,  already  uses  TridonVs 
VSAT  network,  Winslow  said. 
“One  of  the  reasons  we  looked  at 
Tridom  was  they  were  the  only 
satellite  company  serving  the  hotel 
industry.”  □ 
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u  The  degree  of  integration  you  have  in  a  [work  group]  network 
looks  fine  until  you  try  to  communicate  beyond  your  environment. 

Jan  Lewis 

President 

Lewis  Research  Corp.,  a  consulting  firm 

Palo  Alto,  Calif. 


>  XEROX  NETWORK  SYSTEMS 

Bridge  unveils 
net  server 
running  XNS 

BY  JOSH  GONZE 

Staff  writer 


MOUNTAIN  VIEW,  Calif.  —  Bridge 
Communications,  Inc.  last  month  took  the 
wraps  off  a  personal  computer-based  serv¬ 
er  that  supports  local-area  networks  run¬ 
ning  the  Xerox  Network  Systems  (XNS) 
protocols. 

Designed  for  use  in  networks  of  up  to 
5,000  users,  according  to  Bridge,  the 
NCS/AT-XNS  allows  centralized  control 
and  monitoring  of  computing  resources  on 
an  XNS-based  IEEE  802.3  network. 

The  server  logs  network  activity 
through  a  system  audit  trail,  performs 
real-time  monitoring  of  critical  network 
parameters  and  graphically  analyzes  data 
to  determine  trends.  To  guard  against  net¬ 
work  downtime,  NCS/AT-XNS  includes  an 
automatic  back-up  feature:  If  one  NCS/AT- 
XNS  on  the  network  fails,  another  can  be 
designated  by  the  user  to  become  the  pri¬ 
mary  unit.  The  backup  unit  automatically 
assumes  functions  such  as  boot-load  ser¬ 
vice,  clearinghouse  name  service,  macros, 
and  configuration  file  service  and  records. 

The  server  records  and  time-stamps  in¬ 
formation  on  all  network  connections  at¬ 
tempted,  completed  and  terminated.  The 
records  show  connection  source  and  ad¬ 
dress,  status,  duration  and  traffic  in  pack¬ 
ets  and  bytes.  In  addition,  the  unit  moni¬ 
tors  network  parameters  such  as  bootstrap 
and  upload  initiation,  error  statistics, 
server  activity  and  network  utilization,  in 
real  time. 

Alarms  on  the  NCS/AT-XNS  console  no¬ 
tify  the  network  manager  when  errors  ex¬ 
ceed  specified  levels.  Error  categories  in¬ 
clude  problems  with  user  ports,  collisions 
of  data  packets  and  alignment  errors  that 
signal  overstuffed  packets.  Those  alarms, 
also  logged  on  disk,  are  used  by  the 
NCS/AT-XNS  to  generate  trend  graphs. 

Each  network-attached  server  can  store 
up  to  2,048  logical  names  and  configura¬ 
tion  information  down  to  the  port  level.  A 
central  file  stores  up  to  2,048  user-defined 
macros,  miniprograms  that  automate  spe¬ 
cific  tasks  and  let  the  user  execute  com¬ 
plex  command  sequences  easily. 

The  brain  of  the  NCS/AT-XNS  server  is 
Bridge’s  ILANA/AT  (Intelligent  LAN 
Adaptor/AT),  an  IBM  Personal  Computer 
AT  bus  board  that  fits  in  a  slot  in  the  mi¬ 
crocomputer’s  chassis  to  provide  an  Ether¬ 
net  or  broadband  network  connection.  The 
Personal  Computer  AT  must  have  a  40M- 
byte  hard  disk  and  must  run  the  Xenix  op¬ 
erating  system. 

Network  management  software  runs  as 
an  application  on  the  Xenix  operating  sys¬ 
tem,  which  provides  a  multitasking  envi- 

See  page  22 


►  CONTINUOUS  PROCESSING 

Ample  supply  stabilizes 
industrial  net  demand 

Automation  has  not  fostered  plantwide  integration . 


BY  MARY  LINEHAN 

Staff  Writer 


NATICK,  Mass.  —  Demand  for  industrial  lo¬ 
cal  networks  in  continuous  processing  environ¬ 
ments  leveled  off  in  recent  years  because  users 
are  satisfied  with  the  partial  level  of  process 
automation  and  integration  they  have 
achieved,  according  to  a  report  released  here 
late  last  month. 

In  its  report,  Venture  Development  Corp. 
(VDC)  said  automation  in  process  control  appli¬ 
cations  has  not  led  to  the  rapid  plantwide  inte¬ 
gration  anticipated  by  most  industry  experts.  A 


Projected  sales  of  local-area 
networks  to  the  continuous 
process  industry 


▲  Millions  of  dollars 

These  local  networks  are  industrial  networks  specifically  de¬ 
signed  for  manufacturing  environments.  The  continuous  pro¬ 
cess  industry  includes  the  following:  chemical/petrochemical, 
pulp  and  paper,  power  utilities,  metals,  cement  and  glass,  and 
waste  water-processing  facilities. 

SOURCE:  VENTURE  DEVELOPMENT  CORP  .  NATICK.  MASS. 


spokesman  for  VDC  attributed  the  slower 
growth  in  industrial  local  networks  in  the  con¬ 
tinuous  processing  industries  to  heavy  satura¬ 
tion  of  that  market. 

VDC’s  report,  titled  “Factory  Communica¬ 
tion:  Part  II  —  Continuous  Processes,”  said  de¬ 
mand  for  industrial  local  networks  in  continu¬ 
ous  process  industries,  such  as  chemical  and 
petrochemical  manufacturing,  oil  refining  and 
utilities,  has  slowed  in  the  past  two  or  three 
years,  after  it  had  flourished  in  the  early 
1980s. 

Valued  at  $123.8  million  in  1987,  the  market 
for  industrial  local-area  networks  in  continuous 
processing  enviroments  is  expected  to  grow  at 
9.6%  annually  and  to  reach  $195.6  million  by 
1992.  The  report  said  9.6%  growth  is  about  half 
of  what  is  expected  in  discrete  and  batch  manu¬ 
facturing  environments,  such  as  the  automotive 
and  aerospace  industries. 

The  report  was  based  on  interviews  with 
about  100  major  vendors  —  including  Hon¬ 
eywell,  Inc.  and  Digital  Equipment  Corp.  — 
that  sell  to  continuous  processing  companies 
and  more  than  100  users  “in  all  major  industry 
segments  with  continuous  processing  environ¬ 
ments,”  according  to  James  K.  Brown,  a  market 
analyst  for  VDC.  Revenues  from  sales  of  indus¬ 
trial  local-area  networks  in  the  discrete  and 
batch  manufacturing  industries  are  expected  to 
grow  at  about  20%  per  year. 

Brown  said  the  slower  growth  rate  in  the 
continuous  processing  industries  is  due  to  a  sat¬ 
uration  of  that  market.  “Distributed  control 
systems,  which  are  a  large  portion  of  industrial 
local-area  network  shipments,  have  been 

See  page  22 


NETWORK  NOTES 


Bravo  Communications, 

Inc.  unveiled  a  10-port  printer¬ 
sharing  device  that  enables  up 
to  eight  IBM-compatible  and 
Wang  Laboratories,  Inc.  per¬ 
sonal  computers  to  share  two 
printers  over  parallel  cable 
distances  of  up  to  3,000  feet. 

The  CP/1082,  the  high  end 
of  Bravo’s  line  of  printer  shar¬ 
ers,  is  designed  to  provide 
print  sharing  at  about  $60  per 
connection.  Bravo  intends  the 
device  to  serve  as  an  add-on 
or,  in  some  cases,  as  an  alter¬ 
native  to  a  local-area  network 
for  general  office  applications. 
The  printers  can  be  either  dot¬ 
matrix  or  laser  devices. 

The  printer  sharer  uses  the 
computers’  parallel  ports, 
eliminating  the  need  for  serial- 
to-parallel  conversion  and 
freeing  serial  ports  for  other 


applications. 

Installation  requires  no  spe¬ 
cial  software  or  port  configu¬ 
ration,  Bravo  said.  Using  stan¬ 
dard  cabling,  the  CPS/1082  is 
compatible  with  both  Centron¬ 
ics  36-pin  parallel  and  IBM  25- 
pin  parallel  interfaces. 

The  device  is  priced  at  $599. 
Bravo  is  based  in  San  Jose, 
Calif. 

Control  Data  Business  Cen¬ 
ters  (CDBC),  a  Minneapolis- 
based  unit  of  Control  Data 
Corp.,  added  to  its  Orchestra- 
tor  line  of  micro-to-mainframe 
programs  a  microcomputer 
package  that  lets  users  com¬ 
municate  with  CDBC’s  main¬ 
frame  services. 

The  new  package,  called  Or- 
chestrator  Premier,  is  a  data 
entry  and  communications 


program  that  accesses  CDBC- 
provided  mainframe  applica¬ 
tions  such  as  payroll,  tax  fil¬ 
ing,  accounts  payable,  ac¬ 
counts  receivable  and  general 
ledger. 

The  new  personal  computer 
software  includes  modules  for 
reporting,  file  translation  and 
communications.  In  addition, 
features  include  password  and 
functional  security,  help 
menus,  special  edit  routines, 
and  simple  menu  structure  and 
data  access. 

Control  Data  provides  a  na¬ 
tionwide  data  service  network 
to  make  the  long-distance  con¬ 
nection  between  the  user’s  per¬ 
sonal  computer  and  CDBC’s 
mainframe. 

The  Orchestrator  Premier 
costs  $3,000  for  new  users. 

See  page  22 
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LOCAL  NETWORKING 


Supply  stabilizes 
net  demand 

continued  from  page  21 
around  since  1975,”  Brown  said. 
“Many  people  have  already  re¬ 
placed  traditional  controls  with 
these  distributed  control  systems. 
Therefore,  there  is  a  larger  in¬ 
stalled  base  in  this  market.” 

Brown  defined  distributed  con¬ 
trol  systems  as  those  typically 
used  in  continuous  process  envi¬ 
ronments  to  connect  production 
controllers  for  different  processes 
into  a  network.  The  net,  he  said, 
can  then  be  controlled  by  a  com¬ 
puter.  Brown  noted  that  distribut¬ 
ed  control  systems  are  usually  sold 
as  a  package. 

“Industrial  local-area  networks 


in  discrete  and  batch  manufactur¬ 
ing  are  most  often  used  in  new 
plants  and  plant  expansion  pro¬ 
jects,”  Brown  said.  “Networks  in 
continuous  processing  are  most  of¬ 
ten  bought  to  retrofit  existing  sys¬ 
tems.” 

The  report  also  indicated  that  a 
key  factor  in  the  slower  growth  of 
industrial  local  nets  is  the  conser¬ 
vative  attitudes  of  designers  and 
systems  planners  in  continuous 
process  companies.  According  to  a 
VDC  user  survey  cited  in  the  re¬ 
port,  that  conservatism  stems  from 
concerns  about  local  network  reli¬ 
ability,  and  it  slows  implementa¬ 
tion  of  new  technologies. 

“A  breakdown  in  communica¬ 
tions  may  not  only  mean  the  loss  of 
hundreds  of  thousands  of  dollars 


from  production  stoppage  but  can 
also  have  dangerous  consequences, 
such  as  generation  of  toxic  fumes, 
product  spoilage  or  [possible]  ex¬ 
plosions,”  the  report  said. 

With  reliability  as  a  key  issue  in 
continuous  processing  environ¬ 
ments,  new  technologies  are  avoid¬ 
ed.  “Brand  loyalty  is  incessant  in 
continuous  manufacturing,” 

according  to  Brown. 

“Users  tend  to  remain  faithful 
to  the  technology  they  know  best 
and  the  technology  that  has 
worked  well  for  them  in  the  past,” 
he  said.  “Before  employing  a  new 
distributed  control  system  in  their 
own  facilities,  many  users  want  to 
see  it  working  in  a  similar  applica¬ 
tion  at  another  process  facility.” 

An  earlier  VDC  report,  released 


in  late  September,  “Factory  Com¬ 
munications:  Part  I  —  Discrete  and 
Batch  Manufacturing,”  labeled 
Manufacturing  Automation  Proto¬ 
col  and  Ethernet  networks  as  the 
top  networks  at  the  plant  level. 
The  report  concluded  that  both 
MAP  and  Ethernet  have  the  capa¬ 
bility  to  carve  out  large  niches  in 
the  discrete  and  batch  industries. 

“Factory  Communications:  Part 
I  —  Discrete  and  Batch  Manufac¬ 
turing,”  a  365-page  report,  is 
priced  at  $4,950.  “Factory  Commu¬ 
nications:  Part  II  —  Continuous 
Processes,”  a  350-page  report,  is 
also  priced  at  $4,950.  For  informa¬ 
tion  on  either  report,  contact  Ven¬ 
ture  Development,  One  Apple  Hill, 
Natick,  Mass.  01760,  or  call  (617) 
653-9000.  □ 


Network  Notes  from  page  21 

Dialcom,  Inc.  released  a  new 
version  of  its  personal  computer 
electronic  mail  software  that  elimi¬ 
nates  the  copy  protection  function. 
The  package,  dubbed  UpFront,  en¬ 
ables  users  of  IBM  compatibles  to 
link  into  the  Dialcom  network  for 
public  E-mail  services. 

UpFront  sends  all  prepared  mes¬ 
sages  and  receives  those  waiting.  It 
provides  a  full-screen  editor  for 
creating  messages,  right-margin 
justification,  string  search  capabil¬ 
ity,  and  block  movement  and  inser¬ 
tion  of  text. 

The  software  has  a  file  folder 
system  to  allow  users  to  keep  track 
of  all  messages.  It  also  supports  an 
address  book  that  keeps  track  of  E- 
mail  ID’s  and  telex  numbers,  and 
an  electronic  forms  feature  for  cre¬ 
ating  invoices,  sales  reports  and 
other  forms.  The  forms  and  infor¬ 
mation  contained  within  can  be 
distributed  via  Dialcom. 

UpFront  is  available  on  3U>-inch 
diskettes  and  on  regular-sized  dis¬ 
kettes.  Dialcom  is  located  at  6120 
Executive  Blvd.,  Rockville,  Md. 
20852,  or  call  (301)  881-9020.  □ 


Bridge  unveils 
net  server 

continued  from  page  21 

ronment,  according  to  a  Bridge 

spokesman. 

The  new  unit  is  an  XNS-based 
version  of  the  NCS/AT  that  Bridge 
introduced  in  March  to  work  with 
networks  based  on  the  Transmis¬ 
sion  Control  Protocol/Internet  Pro¬ 
tocol.  Buyers  of  the  product  must 
specify  which  version  they  want, 
according  to  Nadia  Mansour,  prod¬ 
uct  manager  at  Bridge. 

The  new  server  features  a  sys- 
gen  utility  and  the  automatic  back¬ 
up.  Sysgen  is  used  to  customize  the 
server’s  system  generation  param¬ 
eters  to  address  specific  user  appli¬ 
cations.  Bridge  has  priced  the 
NCS/AT-XNS  at  $12,900,  PC  AT 
included.  Users  can  upgrade  an  ex¬ 
isting  Personal  Computer  AT  or 
compatible  with  a  $5,000  upgrade 
kit  that  includes  the  ILANA/AT 
board,  NCS  software  and  the  Xenix 
operating  system. 

Bridge,  which  recently  merged 
with  3Com  Corp.,  is  located  at 
2081  Stierlin  Road,  Mountain 
View,  Calif.  94043.0 


i 

If  the  world  had  one  computer  communications  standard 

you  wouldn’t  need  Crosstalk  Mk.4 


The  fact  is,  today’s  bewildering  with  mainframes  and  minis  through  and  automation  for  experts  and 

variety  of  computers  demands  a  IRMA™  and  Smart  Alec™  It  works  novice  operators  alike, 

program  like  this  —  an  entirely  with  most  popular  modems . . .  Maybe  all  computers  can’t  be 

new  generation  of  communications  emulates  most  popular  terminals . . .  identical.  But  now  at  least  they  can 

software.  and  supports  the  most  widely  used  communicate.  For  more  about 

CROSSTALK®  Mk.4  helps  your  PC  file  transfer  protocols.  CROSSTALK  Mk.4,  see  your  dealer 

communicate  through  any  com-  Its  language,  CASL,"  is  designed  or  contact  us. 

bination  of  direct-connect,  modem  specifically  for  communications  and  ^  ^  i  ,  ,  , 

or  coax  devices  —  up  to  1 5  sessions  related  applications.  It  allows  an 

at  a  time.  It  facilitates  communication  unprecedented  degree  of  flexibility  .  [Mk.4]  — — 

CROSSTALK  COMMUNICATIONS  is  a  division  of  Digital  Communications  Associates,  Inc.  dcci 

CROSSTALK  is  a  registered  trademark  of  Digital  Communications  Associates.  Inc  /  CASL,  IRMA  and  Smart  Alec  are  trademarks  of  Digital  Communications  Associates,  Inc. 

Software  Limited  /  No.  2  Alice  Owen  Technology  Centre  /  2S1  Goswell  Road  /  London  ECIN'JQ  /  01  2 '8  2377 
P&P  Micro  Distributors  /  Todd  Hall  Road.  Carrs  Industrial  Estate  /  Haslingden.  Rossendale,  Lancashire  BBa  SHU  /  0706  217744 
Davidson-Richards  International  Ltd.  /  28/20  Charnwood  Street  /  Derhe  DEI  2GU  /  (03.32)  3832.31 
First  Software  /  intec  1,  Wade  Road  /  Basingstoke.  Hampshire  RG24  ONE  /  02S6-463.344 
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u  The  vast  majority  of  business  executives  have  no 
interest  in  technology.  They  have  a  great  deal  of  in¬ 
terest  in  the  bottom  line,  however,  and  that  is  the 
way  for  communications  managers  to  sell  technology. 
We  tell  our  clients  to  relate  technology  to  the  bottom 
line  by  finding  solutions  that  save  money  and  open 
new  markets. 

Michael  Dillingham 

Executive  vice-president 
Comsul  Ltd. 

A  consulting  company  in  Houston 


►  REORGANIZATION 

Stanford  unites 
voice  with  data 

Consolidation  improves  net  control. 


BY  MICHAEL  FAHEY 

Senior  Writer 


STANFORD,  Calif.  —  Consoli¬ 
dating  voice  and  data  communica¬ 
tions  into  one  department  has  en¬ 
abled  Stanford  University  to 
assume  greater  control  over  its  en¬ 
tire  communications  operation 
here. 

The  move,  which  took  place  this 
summer,  has  broken  down  barriers 
between  the  formerly  separate 
staffs,  according  to  Bill  Yount,  di¬ 
rector  of  data  networking  and  com¬ 
munications  systems  and  head  of 
the  consolidated  communications 


department. 

Before  the  consolidation,  Yount 
was  responsible  for  the  installation 
and  operation  of  Stanford’s  two, 
campuswide  local-area  networks. 

Yount  pointed  to  two  pilot  proj¬ 
ects  using  nonshielded  twisted¬ 
pair  wiring  to  transport  data  as 
benefits  of  the  reorganization.  In 
one  project,  the  university  is  im¬ 
plementing  3Com  Corp.’s  version 
of  Ethernet  to  net  computers  using 
twisted-pair  wiring.  In  the  other, 
the  university  is  using  PhoneNet 
from  Farallon  Computing  to  con¬ 
nect  Macintosh  personal  computers 
using  twisted-pair  wiring. 


“Prior  to  the  reorganization, 
there  were  organizational  impedi¬ 
ments  to  even  considering  things 
that  were  technically  feasible  and 
useful,”  Yount  said.  “For  example, 
there  was  not  much  encourage¬ 
ment  for  finding  innovative  uses 
for  our  unused  twisted  pair.” 

As  another  example  of  the  bene¬ 
fits  wrought  by  the  change,  Yount 
cited  Stanford’s  campuswide  fiber¬ 
optic  cabling,  which  was  previous¬ 
ly  controlled  and  used  by  the  tele¬ 
communications  department.  That 
cabling  will  now  be  available  for 
all  voice  and  data  transmissions. 

The  move  to  unite  all  communi¬ 
cations  operations  into  one  depart¬ 
ment  came  about  after  Stanford 
consolidated  management  of  all  its 
information  and  computer  systems 
under  Bob  Street,  who  serves  as 
vice-president  of  information  ser¬ 
vices.  He  also  reports  directly  to 
the  university  president. 

“Previously,  computing,  infor¬ 
mation  systems  and  communica¬ 
tions  were  divided  among  a  fairly 


large  group  of  people,”  Yount  said. 
“The  change  resulted  from  a  recog¬ 
nition  of  the  value  of  having  a 
chief  information  officer  who  re¬ 
ports  directly  to  the  president.” 

The  former  director  of  telecom¬ 
munications,  Jan  Thomas,  reports 
to  Yount,  who  now  heads  up  a 
staff  of  about  100.  In  his  previous 
position,  Yount’s  staff  numbered 
between  10  and  15  people. 

In  addition  to  gaining  a  much 
larger  staff,  Yount  assumed  re¬ 
sponsibility  for  much  more  new 
hardware,  including  a  14,000-line 
Northern  Telecom,  Inc.  SL-100  pri¬ 
vate  branch  exchange  and  a  Gan- 
dalf  Data,  Inc.  data  switch.  “We 
act  as  our  own  telephone  compa¬ 
ny,”  he  said. 

He  conceded  that  many  data 
communications  veterans  look 
down  their  noses  at  telecommuni¬ 
cations  personnel,  but  said  such 
snobbery  is  unjustified.  “Modern 
PBXs  are  sophisticated  computer 
switching  devices,  so  those  who 

See  page  26 


GUIDELINES 


RICK  MARGOLIS 

Strategies  for  middle  managers 


Middle  managers  are  people  caught  be¬ 
tween  a  rock  and  a  hard  place.  As 
managers  in  charge  of  a  group,  profit  cen¬ 
ter  or  business  unit,  middle  managers  occu¬ 
py  ill-defined  and  often  underappreciated 
roles  in  the  organizational  stratum  between 
upper  level  managers  and  subordinates. 

Middle  managers  are  expected  to  carry 
out  complex  assignments  with  minimal  for¬ 
mal  authority.  They  must  have  general 
managerial  skills  and  knowledge  while 
functioning  as  hands-on,  technical  special¬ 
ists.  As  people  in  the  middle,  they  must 
juggle  multiple  relationships  among  superi¬ 
ors,  colleagues  and  subordinates,  who  often 
have  conflicting  demands  and  expectations. 

Middle  managers  must  skillfully  translate 
management’s  goals  into  subordinates’  ac¬ 
tions.  The  results  of  these  actions  must  in 
turn  be  converted  into  quantifiable  results 
for  superiors. 

As  bureaucracies  are  pared  down  to  in¬ 
crease  effectiveness,  competitiveness  and 
profitability,  middle  managers  are  increas¬ 
ingly  expected  to  become  more  efficient  and 
innovative.  It’s  no  wonder  many  middle 
managers  feel  overwhelmed  and  stressed. 

How  is  it  possible  to  work  well  in  the 
middle?  Let’s  examine  some  of  the  strate¬ 
gies  successful  middle  managers  use  to  cre¬ 
ate  personally  meaningful  and  satisfying 
work,  to  gain  control  and  direction  over 
their  jobs  and  to  perform  effectively  and 
innovatively. 

Margolis  is  director  of  program  develop¬ 
ment  for  MAGE  Centers  for  Management 
Development,  a  management  consulting 
firm  in  Boston,  Montreal  and  Toronto. 


Initially,  many  effective  middle  managers 
create  a  personal  vision.  This  vision  ex¬ 
plores  alternatives  beyond  the  existing  or¬ 
ganizational  framework.  The  vision  por¬ 
trays  a  desired  state  in  which  middle 
managers  and  their  units  may  contribute  to 
the  mission  of  the  organization.  These  vi¬ 
sions  should  never  be  self-serving.  Also, 
they  do  not  usually  chart  a  practical  course 
—  that  comes  later. 

The  primary  purpose  of  visions  is  to  en¬ 
courage  people  to  discover  some  beneficial 
possibilities  for  their  organizations  and 
themselves  and  to  develop  personal  initia¬ 
tive. 

After  envisioning  a  desired  future,  inno¬ 
vative  managers  develop  projects  consistent 
with  their  ideals.  These  projects  may  in¬ 
clude  identifying  markets,  changing  pricing 
policies,  developing  quality  control  stan¬ 
dards  and  methods,  and  designing  and  im¬ 
plementing  new  information  systems  for  fi¬ 
nancial  reporting  in  the  business  sector. 

Middle  managers  then  engage  in  collect¬ 
ing  accurate  data  to  verify  their  organiza¬ 
tions’  needs  for  projects  and  to  diagnose 
potential  opportunities  and  obstacles.  The 
organizational,  technical  and  political  infor¬ 
mation  gathered  during  this  phase  of  proj¬ 
ect  definition  will  be  used  to  fashion  a  pro¬ 
posal  to  sell  to  superiors.  The  support  of 
higher  level  management  is  indispensable 
in  accomplishing  the  desired  objectives. 

But  cynics  remind  us  that  good  ideas  are 
a  dime  a  dozen,  and  a  multitude  of  poten¬ 
tially  excellent  projects  die  premature 
deaths  all  over  corporate  America  every 
year. 

See  page  26 


Telecommunications  executive 
profile 


Average  age: 

43 

Average  number  of  years  in 

telecommunications: 

14.6 

Average  number  of  years  with 
current  employer: 

10 

Average  number  of  years  at 

current  job  level: 

4.3 

Average  number  of  different 
employers  in  telecommunications 
career: 

2 

Average  number  of  employees 
supervised: 

29 

Profile  of  communications  professionals  with  title 
of  vice-president  or  director 

SOURCE:  INTERNATIONAL  COMMUNICATIONS  ASSOCIATION.  DALLAS 


ASSOCIATIONS 


The  Tele-Communications  Association  held 
a  training  session  for  new  officers  in  conjunc¬ 
tion  with  its  board  of  directors  meeting,  which 
was  held  in  Phoenix  last  week.  The  group  re¬ 
cently  elected  more  than  30  officers,  including 
new  chapter  presidents,  who  will  take  office 
Jan.  1. 

Elections 

Elected  chapter  president  for  the  Greater  San 
Diego  chapter  was  Ronald  Scott,  manager  of 
telecommunications,  Cubic  Corp.,  San  Diego;  for 
the  Southern  California  chapter,  Larry  Nelson, 
vice-president  of  telecommunications  technical 
services,  Union  Bank,  Monterey  Park,  Calif.; 
and  for  the  Northern  California  chapter,  John 
Dinan,  telecommunications  specialist,  Santa 
Clara  County,  San  Jose,  Calif. 

President  of  the  Northwest  chapter  will  be 
Carol  Mathers,  project  analyst,  Boeing  Comput¬ 
er  Services  Co.,  Seattle;  of  the  Oregon  chapter, 
Robert  Bitter;  of  the  Colorado  chapter,  Jerry 
Greer,  systems  administrator,  Colorado  Nation¬ 
al  Bank,  Denver;  and  of  the  Arizona  chapter, 
Rob  McCrory,  director  of  telecommunications, 
Samaritan  Hospital  Services,  Phoenix. □ 


Attend  the  most  important  4  days  of  the 


Communication 
Networks  ’88 


January  25-28 
Washington  D.C. 
Convention  Center 


The  In-depth  tutorials  offered  at 
Communication  Networks  ’88  are 
the  most  comprehensive  one-day 
series  in  the  industry.  Make  your 
success  a  priority  in  1988.  Register 
now  for  the  tutorial  that  will  help  you 
most  in  the  year  ahead. 

In  the  telecommunications  indus¬ 
try,  you  just  can’t  learn  it  all  on  the 
job.  Things  are  moving  too  fast  — 
there’s  too  much  at  stake  to  risk 
trial-and-error  downtime. 

CN  ’88  is  your  best  educational 
opportunity  of  the  year.  The  full-day, 
university-level  tutorials  help  you 
bridge  the  gap  between  today’s 
exploding  technical  and  managerial 
possibilities  and  your  ability  to  get 
them  working  for  you. 

No  matter  what  your  level  of 
experience,  you’ll  find  the  basic  or 
advanced  tutorial  you  need.  Led  by 
a  top  telecom  professional,  each 
tutorial  gives  you  knowledge  it 
would  take  years  to  learn  on  your 
own.  You’ll  get  answers  to  your 
most  pressing  questions.  You’ll  dis¬ 
cover  how  colleagues  are  solving 
problems  similar  to  yours.  Plus, 
attendance  gives  you  automatic 
admission  to  the  three-day  Expo. 

Last  year’s  tutorials  were  filled  to 
capacity.  Don’t  risk  disappointment! 
Register  now! 


Start  the  new  year 
off  right!  Choose  the 
data/voice/  telecom 
tutorial  now  that  will 
profit  you  the  most  — 

•  Introductory,  Intermediate 
&  Advanced  levels 


Attendees  qualify  for 
Continuing  Education 
Units  and  Certificate 


In-depth  Tutorials:  Monday,  Jan.  25 


T-l  PLANNING  INTEGRATED  CORPORATE 
NETWORKS 

Dr.  John  McQuillan,  President,  McQuillan 
Consulting 

This  intensive,  one-day  seminar  in¬ 
structs  you  on  planning  issues  for 
integrating  packet,  circuit,  and 
channel  switching;  SNA  and  X.25; 
and  voice  and  data  in  a  corporate 
network  strategy.  You  will  address 
the  role  ISDN  will  play,  as  well  as 
enterprise-wide  networking  and 
bandwidth-intensive  applications. 
Level:  Intermediate. 


T-2  MULTIVENDOR/MULTIARCHITECTURE 
LANS:  MAKING  THEM  WORK 

Dr.  Kenneth  Thurber,  President,  Architecture 
Technology 

Attend  this  tutorial  for  a  compre¬ 
hensive  overview  of  today’s  LAN 
environments.  Discussion  will  in¬ 
clude  how  to  tie  diverse  and  often 
incompatible  network  elements  to¬ 
gether  in  a  manageable,  logical 
way,  as  well  as  alternatives  to 
LANs.  Level:  Advanced. 


T-3 


ISDN:  STANDARDS,  PRODUCTS  AND 
SERVICES 

James  G.  Herman,  Independent  Consultant,  and 
Mary  Johnston,  Senior  Consultant,  Telecommuni¬ 
cations  Consulting  Group  at  BBN 

ISDN  is  fast  approaching.  Some 
say  with  too  little  agreement  on 
fundamental  standards  and  appli¬ 
cations.  Attend  this  highly  focused, 
intensive  session  to  anticipate  the 
emerging  standards,  vendor  trials, 
J9  conflicts,  successes,  products  and 
JRSiiaH  service  offerings  that  will  emerge 
over  the  next  several  years. 

Level:  Intermediate. 


T-4  MULTIVENDOR  NETWORK  MANAGEMENT 

Jerry  McDowell,  Vice  President,  Vanguard 
Telecommunications  Inc. 

Enroll  in  this  intensive  tutorial  for 
skills  in  how  to  manage  a  network 
which  links  multiple  carriers  and  a 
variety  of  hardware  and  software 
vendors  in  one  corporate  network. 
You  will  learn  how  to  take  control 
into  your  own  hands  and  avoid  fin¬ 
ger  pointing,  acrimony  and  poor 
service.  Level:  Intermediate. 


T  5  HOW  TO  BECOME  A  BETTER 

TELECOMMUNICATIONS  MANAGER 

Gerald  P.  Ryan,  President,  Connections 
Telecommunications  Inc. 

Today’s  network  manager  must 
not  only  understand  new  technol¬ 
ogies  and  standards,  but  must 
also  play  many  roles  in  the  compa¬ 
ny.  Attend  this  instructive  tutorial 
for  an  entertaining  and  thought- 
provoking  look  at  what  you  need 
to  know  to  be  a  successful  net¬ 
work  manager,  plus  the  tools,  pro¬ 
cesses,  and  organization  that  will  maximize  your  ef¬ 
ficiency.  Level:  Intermediate. 


T  6 


THE  LATEST  LOOK  AT  NETWORK 
STANDARDS  AND  OSI 

Richard  desJardins,  Director  of  Technology  R&D, 
Computer  Technology  Associates  Inc. 

As  OSI  and  the  older  standards 

are  reaching  maturity,  numerous 

new  standards  are  in  the  works. 
Attend  this  intensive  session  for  a 
look  at  the  new  generation  of  stan- 
dards  —  including  their  purpose, 
A  significance,  applications,  and 

•  ,  H  technical  elements.  Level:  Intro¬ 

ductory. 


T-7 


MODELING  AND  DESIGNING  DATA  AND 
INTEGRATED  NETWORKS 
Dr.  Wushow  Chou,  Professor  of  Computer 
Science  and  Electrical  and  Computer  Engineering, 
North  Carolina  State  University 

Enroll  in  this  tutorial  for  detailed  in¬ 
structions  on  how  to  design  inte¬ 
grated  networks.  You’ll  team 
about  combining  voice  and  data  on 
a  single  architecture  to  maximize 
the  efficiencies  of  wideband  ser¬ 
vices,  the  migration  from  classical 
multipoint  to  distributed  systems, 
plus  cost-efficiency  issues  and  oth¬ 
er  practical  considerations.  Level:  Advanced. 


T-8 


IBM  NETVIEW:  INDUSTRY  WIDE 
IMPLICATIONS 

Atul  Kapoor,  Vice  President,  Kaptronix  Inc. 

This  tutorial  gives  you  a  thorough 
and  comprehensive  introduction  to 
IBM’s  NetView  and  NetView/PC 
—  their  operation,  technical  specs, 
dependencies  and  functional  inter- 
jpm actions,  plus  an  analysis  of  their 
lb  imPact  on  the  industry,  significance 
|!|  HH  for  users,  and  practical  sugges¬ 
tions  for  implementation. 

Level:  Intermediate. 


T-9 


OPEN  NETWORK  ARCHITECTURE: 
CARRIER/VENDOR/USER  IMPLICATIONS 

Haines  Gaffner,  President,  LINK  Resources  Corp. 

The  FCC  has  ordered  AT&T  and 
the  RBOCs  to  adopt  ONA  to  stim¬ 
ulate  competition  in  enhanced  data 
processing  services  over  public 
switched  networks.  Enroll  in  this 
tutorial  to  learn  the  details  of  the 
ruling,  its  implications  for  service 
offerings  and  an  overview  of  who 
the  players  will  be. 

Level:  Intermediate. 


T -10  INTERNATIONAL  NETWORKS: 

SOLVING  THE  PRACTICAL  PROBLEMS 
Len  Elfenbein,  President,  Lynx  Technologies  Inc. 

Attend  this  tutorial  if  your  company 
is  expanding  its  network  outside 
the  U.S.  You’ll  receive  immediately 
useful  information  on  tariffs,  rules, 
how  to  handle  ordering  and  service 
delays,  the  role  of  the  PTTs,  how 
to  deal  with  the  lack  of  consistency 
from  country  to  country,  and  many 
more  issues  you  must  confront  to 
succeed.  Level:  Intermediate. 


/ear  for  telecommunications  professionals 


T-ll  BUILDING  THE  NETWORK  CONTROL 
CENTER 

Gabe  Kasperek,  President,  Kazcom  Inc. 

This  one-day  course  will  help  you 
successfully  operate  a  network 
control  center  on  a  day-to-day  lev¬ 
el.  You  will  focus  on  the  practical 
requirements,  functions  to  be  per¬ 
formed,  systems  and  tools  avail¬ 
able  and  how  to  put  them  all  to¬ 
gether  to  gain  control  over  your 
network.  Level:  Introductory. 


T-12  REGULATORY  ISSUES  AND  ANSWERS 


Richard  E.  Wiley,  Senior  Partner,  Wiley,  Rein  & 
Fielding 


Take  this  comprehensive  seminar 
to  make  sense  of  the  increasingly 
complex  regulatory  environment. 
You  will  receive  a  thorough  briefing 
on  the  legal,  social,  and  regulatory 
issues,  the  evolution  of  vendor 
technology  and  industry  stan¬ 
dards,  and  significant  develop¬ 
ments  affecting  the  coming  regula¬ 
tory  year.  Level:  Intermediate. 


T-13  INTRODUCTION  TO  DATA 
COMMUNICATIONS 
Gary  Audin,  President,  Delphi  Inc. 

This  perennially  popular  tutorial 
provides  exactly  the  right  mix  of 
concept,  technology,  and  applica¬ 
tion  for  the  beginner  to  get  a  good 
foundation  in  data  communica¬ 
tions.  The  course  notes  are  excel¬ 
lent  reference  material  and  the  in¬ 
structor  is  one  of  the  most  highly 
regarded  professionals  in  the  in¬ 
dustry.  Level:  Introductory. 

T-14  INTRODUCTION  TO  VOICE 

COMMUNICATIONS  AND  PBX 
James  Morgan,  Principal,  J.H.  Morgan 
Consultants 

Enroll  in  this  full-day  tutorial  for  a 
comprehensive  foundation  in  the 
basics  of  voice  communications  — 
technology,  PBX  characteristics, 
switched  networks,  tariffs  and  ser¬ 
vices,  as  well  as  an  overview  of 
traffic  engineering.  Level:  Introduc¬ 
tory. 


T-15  IMPACT  OF  THE  NEW  POST-DIVESTITURE 
TARIFFS  ON  LARGE  NETWORKS 
Robert  L.  Ellis,  President,  The  Aries  Group 

In  this  intensive  tutorial  you  will 
learn  the  structure  of  the  post-di¬ 
vestiture  tariffs,  the  latest  January 
1988  changes  to  these  tariffs,  how 
to  price  interstate  private  lines, 
how  to  configure  and  price  inter¬ 
state  FX  services,  the  new  eco¬ 
nomics  in  configuring  data  net¬ 
works,  the  LATA-pure  strategy 
and  federal  access  tariffs  and  how  to  use  them. 
Level:  Intermediate. 

For  immediate  information 
call  1-800-225-4698 


- 


Conference  and  Expo: 

Tuesday-Thursday,  Jan.  26-28 

Your  Network  for  Success 


This  year’s  Communication  Networks  will  be 
the  biggest,  most  important  voice/data  tele¬ 
communications  show  ever.  In  an  exciting 
atmosphere  of  new  product  introductions,  late- 
breaking  news,  exhibits,  demonstrations  and 
intensive  knowledge  sharing,  you’ll  get  the 

10  Conference  Clusters 

Meet  the  industry  elite  at  over  75  conference 
sessions  organized  into  1 0  clusters  covering 
today’s  hottest  topics.  Drawn  from  requests 
made  by  previous  attendees,  these  tracks  let 
you  customize  your  focus  on  aspects  of  the 
industry  that  you  need  to  know  now. 

•  Washington  Regulatory  Scene 

•  New  Product  Review 

300+  Top  Vendors 

Between  sessions,  find  practical  solutions  to 
your  problems  at  over  1 ,300  exhibit  booths 
from  more  than  300  of  today’s  top  telecom 
vendors.  Be  one  of  the  first  to  evaluate  newly- 
released  products,  technologies,  and  services. 

Early  Bird  Sessions 

If  you’re  an  early  riser  and  want  an  introduction 
to  the  conferences  held  later  in  the  day,  get  a 
head  start  with  the  Early  Bird  Session  of  your 
choice. 

Tuesday: 

“Network  Design” 

“Introduction  to  Data  Communications” 
“Introduction  to  T1” 


latest  word  on  all  aspects  of  voice,  data,  and 
telecommunications  equipment,  services,  soft¬ 
ware  and  management  solutions.  Over  17,000 
telecom  professionals  are  expected  to  attend. 
Be  there  for  the  most  important  week  you  may 
spend  all  year! 


•  Network  Planning  &  Design 

•  Network  Operations  &  Management 

•  Voice  Networking  Issues 

•  International  Issues 

•  Technology  Briefing 

•  Professional  Management  &  Development 
for  Telecom  Managers 

•  Standards  &  Connectivity 

•  Pros  and  Cons 


Find  out  more  about  established  products. 
Attend  demonstrations.  Ask  tough  questions  in 
face-to-face  meetings  with  vendors’  represen¬ 
tatives.  Make  price/performance  comparisons 
that  help  you  make  smart  buying  decisions. 


Wednesday: 

“Introduction  to  SNA” 

“Introduction  to  Network  Diagnostics 
and  Control” 

“Introduction  to  Voice  Communications” 

Thursday: 

“Traffic  Engineering" 

“Fiber  Optics” 


Register  now.  Complete  this 
Enrollment  Form  and  mail  it  today! 


Choose  one  and  indicate  tutorial  number: 

□  All  four  days  at  CN  '88,  including  one 
In-depth  Tutorial  (Jan.  25)  indicated  be¬ 
low  and  full  admission  to  the  three-day 
Conference  and  Expo  (Jan.  26-28)  includ¬ 
ing  seminars  and  exhibits. 

In-depth  Tutorial  No.  T- _ $695.00 

□  The  three-day  Conference  and  Expo 

(Jan.  26-28) . $495.00 

□  The  all-day  In-depth  Tutorial  (Jan.  25) 
indicated  below,  including  admission  to 
exhibits  (Jan.  26-28). 

In-depth  Tutorial  No.  T- _ $295.00 

□  One  day  at  CN  ’88,  including  admission 
to  the  Conference  and  Expo.  Reserve 
space  for  me  on: 

Tues.  Wed.  Thurs . $195.00 

Circle  one 

□  Please  send  me  more  information  on 
Communication  Networks 


Card  No. 


Expiration  Date. 
Signature _ 


□  Check  enclosed  □  Bill  me 

□  Bill  company  P.0.  # - 

□  American  Express  □  MasterCard 

Name _ 


□  VISA 


Title. 


Company 
Street  _ 
City  _ 


State 


Zip. 


Telephone  (  ) . 


Ext. 


Note:  All  prices  include  lunch. 


NWWD 


Return  Registration  Form  to:  CN  '88,  P.0.  Box  9171,  Framingham,  MA  01701-9171.  Or  call  TOLL  FREE  800-2254698 
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Strategies  for 
middle  managers 

continued  from  page  23 

A  key  ingredient  for  working  ef¬ 
fectively  in  the  middle  —  and,  un¬ 
fortunately,  one  of  the  most  misun¬ 
derstood  and  neglected  of  all 
managerial  skills  —  is  coalition 
building.  Middle  managers  need  to 
develop  networks  of  backers  to 
provide  support  and  resources  pri¬ 
or  to  beginning  a  project. 

After  identifying  these  factors, 
effective  managers  engage  in  dia¬ 
logues  with  all  the  necessary  par¬ 
ticipants  to  discover  who  shares 
their  vision  and  intentions,  who  is 
resistant,  who  is  sitting  on  the 
fence  and  who  couldn’t  care  less. 

Allies  may  be  particularly  help¬ 


ful  in  providing  additional  useful 
information.  They  may  be  particu¬ 
larly  adept  at  highlighting  missing 
information  in  our  proposal.  Some 
opponents  may  offer  criticisms  and 
objections  that  can  be  used  to  re¬ 
fine  and  strengthen  the  project. 

The  middle  manager  may  be  able 
to  negotiate  points  of  agreement  or 
exchanges  of  resources  with  oppo¬ 
nents  that  will  prove  to  be  mutual¬ 
ly  beneficial. 

The  process  of  developing  sup¬ 
port  for  a  defined  project  typically 
extends  beyond  a  particular  unit  of 
an  organization.  A  marketing  man¬ 
ager  may  discover  that  he  must  ob¬ 
tain  a  critical  appropriation  from  a 
particular  member  of  the  financial 
administration  unit.  An  engineer¬ 
ing  department  manager  could  dis¬ 


cover  that  she  needs  various  prod¬ 
uct  managers’  endorsements  to 
gain  the  necessary  leverage  to  dis¬ 
play  her  design  models. 

Accordingly,  middle  managers 
must  be  prepared  to  evaluate  their 
proposals  in  terms  of  the  applica¬ 
bility  and  benefits  to  other  constit¬ 
uencies  in  the  organization. 

Having  developed  a  personal  vi¬ 
sion,  carefully  defined  a  project 
and  built  a  supportive  coalition, 
the  middle  manager  is  finally 
ready  to  act. 

But  after  all  these  careful  prepa¬ 
rations,  difficulties  and  challenges 
still  arise.  Surprisingly,  resistance 
that  was  previously  unvoiced 
sometime  surfaces.  Minor  objec¬ 
tions  to  procedures,  missed  dead¬ 
lines  and  disagreements  over  re¬ 


source  allocations  can  spring  up. 
The  middle  manager  is  again  re¬ 
quired  to  engage  in  informal  dia¬ 
logues  and  formal  meetings  to  deal 
with  the  resistance  adequately. 

During  the  action  phase,  manag¬ 
ers  will  need  to  maintain  the  mo¬ 
mentum  of  the  project  and  even  re¬ 
design  some  of  the  planned  tactics 
or  strategies  in  order  to  keep  the 
project  progressing. 

Working  effectively  and  innova- 
tively  in  the  middle  is  a  complex 
task  that  requires  managers  to 
strive  to  create  personal  visions, 
plan  projects  and  actions,  develop 
interpersonal  relationships  and 
persevere  through  setbacks  and 
challenges.  But  the  resulting  orga¬ 
nizational  and  personal  benefits 
are  well  worth  the  trouble.  □ 


Before  you  break  down  walls  to  rewire 
for  a  IAN,  look  again. 

You  can  use  your  existing  phone  lines  for  a  LAN 
if  you  have  a  Centrex  telecommunications  system 
from  New  York  Telephone. 

Until  now,  even  the  most  sophisticated  Local  Area 
Network  (LAN)  was  installed  through  the  most  unso¬ 
phisticated  means.  It  meant  breaking  walls,  drilling 
holes,  fishing  for  wires,  and  inconvenience. 

But  today,  the  process  of  getting  a  LAN  has  finally 
become  as  advanced  as  the  LAN  itself. 

Now,  if  you  have  a  Centrex  telecommunications 
system,  LAN  capability  can  be  added  quickly  and  easily 
using  your  existing  telephone  lines. ..without  rewiring, 
wall  bashing,  or  even  downtime. 

Once  you  start  using  the  Centrex  LAN,  more  advan¬ 
tages  appear.  For  example,  it  integrates  equipment  from 
different  manufacturers.  Personal  computers,  terminals 
and  phones  from  different  makers  can  work  together, 
communicating  at  speeds  up  to  19.2  kbps  asynchronous 
service. 

And  since  it’s  central-office-based,  we  do  the  main¬ 
tenance  of  the  Centrex  LAN  from  our  premises.  More 
capacity  can  be  switched  on  whenever  you  need  it.  And 
initiating  service  requires  no  capital  investment. 

To  find  out  more  about  a  Centrex  LAN  or  the  Centrex 
telecommunications  system,  call  New  York  Telephone 
at  1800  942-1212,  ext.44,  or  one  of  our  authorized 
sales  agents. 

. .  i  New  York  works  on  New  York  Telephone.  . 


Authorized 

Sales 

Agents: 

AIM 

Telephones,  Inc. 

1  212  777-6600 

ALL-Mode 

Communications,  Inc. 

1  607  347-4164 

American  Interconnect 
Systems,  Inc. 

1  800  558-0505 

Centel  Financial 
Systems 
1  212  514-7800 

Computer  Telephone 
Corporation 
1  800  225-3288 

CONTEL IPC 
1  212  825-9060 

CORTEL 

Business  Systems,  Inc. 

1  212  627-4200 

Digital  Support 
Systems  Inc. 

1  212  777-3333 

EAGLE  BCS 
1  212  868-6677 

Executone 
Albany,  Inc. 

1  518  869-3571 

Executone 
Long  Island 
1  516  582-3200 

Executone 
Telecom,  Inc. 

1  800  782-8284 

Executone 
of  Hudson  Valley 
1  914  564-4880 

Gaffney 

Communications,  Inc. 

1  800  962-2000 

ISOETEC 

Communications,  Inc. 

1 212  759-0500 

Northern  TranstexT 
Networks 
1  516  422-6666 

NYNEX 

Business  Information 
Systems  Company 
1  800  346-9X9X 

Pacesetter  Telephone 
Company 
1 914  794-5050 

Ronco  Communications 
&  Electronics,  Inc. 

1 716  879-8100 

Standard 

Telecommunications 
Systems,  Inc. 

1  212  532-5440 

Tecnimat/TDS 
1  800  524-0646 

Tel  Plus 

Communications,  Inc. 

1  800  TEL-PLUS 

Twin  State  CCS 
1  800  833-8000 
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Stanford  unites 
voice  with  data 

continued  from  page  23 

look  down  on  them  are  looking 

down  on  themselves,”  he  said. 

Yount  said  that,  in  addition  to 
learning  the  new  technology  in¬ 
volved  in  telecommunications,  he 
is  faced  with  learning  the  economic 
side  of  wide-area  communications, 
which,  with  its  tariffs  and  regula¬ 
tory  issues,  is  radically  different 
from  the  economic  side  of  local- 
area  networking. 

He  called  the  new  job  “both 
challenging  and  confining.”  The 
challenge,  he  said,  comes  in  over¬ 
seeing  a  larger  staff  and  learning 
new  technology.  It  is  confining 
compared  with  his  old  job,  howev¬ 
er,  where  he  was  freer  to  experi¬ 
ment  with  new  technology. 

Yount  said  both  the  data  com¬ 
munications  and  telecommunica¬ 
tions  personnel  will  benefit  from 
the  consolidation.  “The  people 
who  came  from  the  telephone  side 
and  the  people  who  were  involved 
in  switching  data  through  the  Gan- 
dalf  switch  will  learn  about  local- 
area  networking,  which  is  a  new 
technology,”  Yount  said.  “And  the 
people  on  the  computer  network¬ 
ing  side  will  learn  effective  ways 
to  support  external  users  that 
want  to  access  the  network.” 

He  and  his  staff  are  currently 
studying  ways  that  Integrated  Ser¬ 
vices  Digital  Network  can  be  com¬ 
bined  with  the  university’s  local- 
area  networks.  “We  might,  for 
example,  want  to  pass  end-to-end 
TCP/IP  services  from  an  ISDN  de¬ 
vice  through  a  switch  into  our  lo¬ 
cal-area  networks.” 

While  Yount,  who  first  began 
working  with  computers  and  com¬ 
puter  communications  in  1958, 
said  he  believes  Stanford’s  deci¬ 
sion  to  integrate  its  communica¬ 
tions  staffs  was  a  wise  one,  he  is 
not  a  proponent  of  integrated  voice 
and  data  communications. 

“There  are  advantages  in  com¬ 
bining  voice  and  data  communica¬ 
tions  for  specific  reasons,”  he  said. 
“I  don’t,  however,  believe  in  the 
integration  of  all  voice  and  data 
technologies  in  one  facility.  The 
PBX  is  limited  in  its  processing 
power.  I  don’t  believe  there  is  a 
PBX  that  is  as  effective  in  switch¬ 
ing  voice  and  data  as  it  is  to  switch 
those  services  separately.”  □ 
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NewPrcjducts 

AND  SEFA'KES 


See  inside  for: 

►Digitech  protocol  analyzer 
►FTC  messaging  software 
►Infotron  LAN  Span 


Netlink  boosts 
IBM  SNA  gateway 

SNA-Gate  supports  64K  line  speeds. 


►  PRODUCT  ENHANCEMENTS 


BY  JIM  BROWN 

New  Products  Editor 


RALEIGH,  N.C.  —  Netlink,  Inc. 
last  week  enhanced  its  IBM  SNA 
gateway  by  increasing  both  gate- 
way-to-host  and  terminal-to-gate- 
way  link  speeds  and  enabling  ter¬ 
minals  to  establish  multiple 
sessions  with  an  IBM  host. 

With  the  addition  of  a  V.35  in¬ 
terface  board  and  Release  1.7  of  its 
operating  software,  SNA-Gate  will 
now  support  a  64K  bit/sec  host 
link  under  the  Systems  Network 
Architecture/Synchronous  Data 
Link  Control  protocols.  Previously, 
the  gateway  supported  a  19.2K 
bit/sec  link  to  the  host.  The  gate¬ 
way  allows  ASCII  devices  and  Bi¬ 
nary  Synchronous  Communica¬ 
tions  devices  to  link  to  an  SNA 
network. 

With  the  new  software,  termi¬ 
nals  and  other  peripherals  sup¬ 
porting  BSC  protocols  are  now  able 


to  link  to  an  SNA-Gate  via  one  of 
two  9.6K  bit/sec  lines.  Previous 
models  enabled  BSC  devices  to  link 
to  the  gateway  via  a  single  9.6K 
bit/sec  line  or  multiple  slower 
speed  lines. 

In  addition  to  the  dual  9.6K  bit/ 
sec  links  between  BSC  devices  and 
the  gateway,  the  new  software  en¬ 
ables  the  SNA-Gate  to  be  config¬ 
ured  to  support  five  4.8K  bit/sec, 
10  2,400  bit/sec  or  16  1,200  bit/sec 
links  between  BSC  devices  and  the 
gateway.  This  capability  enables 
users  to  attach  a  multidrop  circuit 
supporting  up  to  15  BSC  devices  to 
a  single  gateway  port. 

The  software  also  enables  BSC, 
asynchronous  ASCII  terminals  or 
IBM  Personal  Computers  emulating 
an  asynchronous  ASCII  terminal  to 
establish  and  toggle  between  multi¬ 
ple  mainframe  sessions.  Although 
there  is  no  limit  to  the  number  of 
sessions  each  SNA-Gate-attached 
terminal  can  establish,  the  SNA- 


Gate  itself  will  support  a  total  of 
255  SNA  sessions. 

The  new  software  release  also 
supports  file  transfers  between 
SNA-Gate-attached  personal  com¬ 
puters  and  the  host  via  such  file 
transfer  packages  as  VM  Personal 
Computing,  Inc.’s  Relay  Gold. 

Netlink  offers  three  SNA-Gate 
models,  including  one  that  enables 
asynchronous  ASCII  terminals  and 
personal  computers  emulating 
ASCII  terminals  to  link  to  an  SNA 
network  and  operate  as  IBM  3270- 
type  devices,  such  as  an  IBM  3278 
or  3279  terminal.  Another  model 
supports  connection  of  BSC  de¬ 
vices  to  an  SNA  network,  and  the 
third  model  links  both  asynchro¬ 
nous  and  BSC  devices  to  SNA  nets. 

With  the  SNA-Gate,  those  BSC 
devices,  asynchronous  ASCII  ter¬ 
minals  or  personal  computers  can 
establish  SNA  LU  Type  0,  1,  2  or  3 
sessions  with  an  IBM  host. 

The  price  of  a  SNA-Gate  sup¬ 
porting  both  the  new  software  re¬ 
lease  and  the  V.35  interface  ranges 
from  $6,000  to  $12,000,  depending 
on  the  number  of  ports.  Existing 
SNA-Gate  users  can  upgrade  to  the 
new  software  for  $200  and  can 
purchase  a  V.35  interface  board 
for  $2,000. 

Netlink  is  located  at  3214  Spring 
Forest  Road,  Raleigh,  N.C.  27604, 
or  call  (919)  878-8612.0 


►  PBX  PRODUCTS 

NTI  tool 
eases  file 
upgrades 

BY  MARY  LINEHAN 

Staff  Writer 


NASHVILLE  —  Northern  Tele¬ 
com,  Inc.  recently  introduced  soft¬ 
ware  that  aids  in  the  loading  and 
maintenance  of  station  data  base 
files  used  by  Meridian  SL-1  private 
branch  exchanges. 

According  to  the  vendor,  station 
data  base  information  tells  Merid¬ 
ian  SL-1  systems  which  directory 
numbers,  features  and  calling  priv¬ 
ileges  are  assigned  to  each  tele¬ 
phone  set.  The  software  allows  us¬ 
ers  to  easily  create  and  alter  blocks 
of  station  data  base  information 
stored  by  Meridian  SL-ls. 

The  software  runs  on  an  IBM 
Personal  Computer  or  compatible 
with  a  minimum  of  512K  bytes  of 
internal  memory,  10M  bytes  of 
hard  disk  storage,  a  Hayes  Micro¬ 
computer  Products,  Inc. -compati¬ 
ble  modem,  a  printer  and  a  color  or 
black-and-white  monitor. 

According  to  Northern  Telecom, 
the  personal  computer  displays  a 
series  of  data  entry  screens  that 
the  operator  uses  to  enter  data 
base  information.  The  software, 
which  allows  users  to  create  tem¬ 
plates  that  reduce  repetitive  data 
entry  when  similar  phone  sets  are 
being  programmed,  verifies  the  en¬ 
tered  data  for  proper  format  and 
numerical  range  conformance. 

The  software  also  enables  users 
to  enter  station  data  base  informa¬ 
tion  into  a  personal  computer,  al¬ 
lowing  the  station  data  base  to  be 
created  before  the  Northern  Tele¬ 
com  system  is  installed. 

According  to  the  vendor,  soft¬ 
ware  modules  are  provided  to  al¬ 
low  station  data  to  be  sent  to  and 
retrieved  from  the  system.  The 
software  can  also  assign  directory 
numbers  automatically  and  make 
global  data  base  changes. 

A  report  generator  provided 
with  the  software  facilitates  the 
creation  of  custom  reports  that 
provide  directories  and  lists  of  fea¬ 
ture  groups.  Standard  reports  such 
as  hunt  chains,  unused  directory 
numbers  and  equipment  inventory 
lists  can  also  be  produced. 

Single  copy  licenses  for  the  new 
software  are  available  for  $7,500, 
and  corporate  licenses  are  avail¬ 
able  for  $85,000. 

Northern  Telecom,  a  subsidiary 
of  Northern  Telecom,  Ltd.,  is  locat¬ 
ed  at  200  Athens  Way,  Nashville, 
Tenn.  37228,  or  call  (615)  734- 
4000.0 


►  MULTIPOINT  NETWORKS,  INC. 

Radio  supports  multipoint  networks 


BY  JIM  BROWN 

New  Products  Editor 


SAN  CARLOS,  Calif.  —  Multi¬ 
point  Networks,  Inc.  recently  in¬ 
troduced  a  two-way  radio  that 
can  support  a  multipoint  network 
linking  a  data  center  to  remote 
sites  within  a  radius  of  30  miles. 

The  firm’s  Multipoint  19  sys¬ 
tem  consists  of  a  master  radio 
that  enables  a  host  computer  to 
communicate  with  terminals  or 
other  data  terminal  equipment 
(DTE)  linked  to  remote  radios. 
The  master  radio  is  capable  of 
transmitting  synchronous  data  to 
remote  radios  at  speeds  up  to 
19.2K  bit/sec  and  asynchronous 
data  at  up  to  72K  bit/sec.  The  re¬ 
mote  radio  can  broadcast  data  at 
the  same  speeds. 

In  addition  to  supporting  half- 
or  full-duplex  interactive  trans¬ 
missions  in  a  polled  environment, 
the  master  radio  can  also  be  con¬ 
figured  to  broadcast  single  mes¬ 
sages  to  all  remote  locations. 

Multipoint  19  is  being  posi¬ 
tioned  as  an  alternative  to  leased 
point-to-point  and  multipoint 


lines.  The  product  also  makes 
communications  possible  be¬ 
tween  sites  not  now  served  by 
leased  lines  and  will  support  a 
multipoint  net  that  exceeds  the 
15  drops  typically  supported  by  a 
leased  multidrop  circuit.  A  net¬ 
work  of  Multipoint  19  radios  can 
number  between  20  and  40,  de¬ 
pending  on  geographic  limita¬ 
tions  and  the  amount  of  traffic. 

The  master  radio  links  to  a 
host  computer  or  front-end  pro¬ 
cessor  via  an  RS-232  cable.  Re¬ 
mote  radios  are  linked  to  termi¬ 
nals  or  other  DTE  via  RS-232. 
Each  remote  radio  receives  all 
broadcast  data  packets.  Howev¬ 
er,  the  radio  passes  only  data  ad¬ 
dressed  to  that  site  to  the  at¬ 
tached  DTE. 

Each  remote  radio  can  support 
multiple  devices  through  a  port¬ 
sharing  device.  Each  radio  will 
also  support  a  string  of  terminals 
linked  in  a  daisy-chain  fashion. 

Multipoint  19  comes  in  a 
stand-alone  desktop  unit  or  in  a 
rack-mountable  version.  Each 
has  front-panel  LED  indicators 
that  show  when  data  is  being 


broadcast  or  received.  The  LEDs 
display  receive-signal  quality. 

Users  must  gain  a  Federal 
Communications  Commission  li¬ 
cense  to  broadcast  at  specified 
frequencies,  thus  providing  fre¬ 
quency  coordination  in  congested 
metropolitan  areas. 

A  Multipoint  19  network  expe¬ 
riences  propagation  delays  simi¬ 
lar  to  those  of  a  cellular  radio,  a 
company  spokesman  said.  As 
with  microwave  radio  networks, 
Multipoint  19  requires  a  line-of- 
sight  transmission  path  between 
the  master  radio  and  each  remote 
radio.  But  that  line-of-sight  re¬ 
quirement  is  not  as  rigid  as  that 
of  microwave. 

Multipoint  master  and  remote 
radios  are  priced  between  $2,700 
and  $4,000  each,  depending  on 
the  maximum  speeds  supported. 
That  price  does  not  include  the 
antenna  cost,  which  can  average 
between  $100  and  $200  for  each 
radio. 

Multipoint  Networks  is  located 
at  953  Washington  St.,  San  Car¬ 
los,  Calif.  94070,  or  call  (415) 
594-3728.  □ 


Tellabs,  Inc.,  4951  Indiana  Avenue,  Lisle,  IL  60532  (312)  969-8800,  ext.  445 


The  CROSSNET  Effect 


Find  out  how  CROSSNET  is  that  smart  network  solution  you’ve 
had  in  mind.  And  get  The  CROSSNET  Effect 


When  you  buy  CROSSNET,  you  also  receive  the  benefits  of 
doing  business  with  Tellabs.  Tellabs  is  committed  to  bringing  you 
comprehensive  network  solutions.  Solutions  that  are  tailored 
specifically  to  your  needs  now.  Solutions  that  you  can  build 
upon  for  the  future. 

Clearly,  The  CROSSNET  Effect  is  a  product  of  creative 
minds.  Ours.  And  yours.  Exercise  your  creativity.  Give  us  a  call. 


Get  The  CROSSNET  Effect 
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■  Digitech  releases 

new  protocol  analyzer 

Digitech  Industries,  Inc.  intro¬ 
duced  a  high-speed  protocol  ana¬ 
lyzer  designed  to  cut  the  amount  of 
time  necessary  to  perform  network 
tests. 

The  Model  720  monitors,  ana¬ 
lyzes  and  traps  network  data  in 
full-duplex  mode  at  speeds  up  to 
64K  bit/sec.  The  unit  is  capable  of 
decoding  the  frame  and  data  pack¬ 
et  header  fields  of  most  network 
protocols  in  real  time.  These  head¬ 
ers  can  be  displayed  simultaneous¬ 
ly  with  the  data  contained  in  the 
packet,  or  the  user  can  choose  to 
display  only  the  combination  of 
headers  and  data  that  is  of  inter¬ 
est. 

The  analyzer  weighs  14  pounds 
when  configured  with  an  RS-232-C 
interface  and  breakout  box,  along 
with  integral  RS-449,  V.35  or  X.21 
interfaces.  The  device  also  in¬ 
cludes  a  remote  control  option, 
which  enables  users  to  analyze 
data  on  remote  networks. 

Prices  start  at  $6,950. 

Digitech  Industries,  Inc.,  66 
Grove  St,.,  P.O.  Box  547,  Ridgefield, 
Conn.  06877,  or  call  (203)  438- 
3731. 


Unit  enables  four  lines 
to  share  a  56K  bit/sec  line 

Teleprocessing  Products,  Inc. 

introduced  a  device  that  enables 
up  to  four  communications  lines  to 
share  a  single  56K  bit/sec  line. 

The  firm’s  TP-2/435  Interface 
Sharing  Unit  eliminates  the  need 
for  multiple  circuits  and  data  ser¬ 
vice  units  (DSU)  for  each  network 
node  at  a  site.  Used  in  multipoint, 
polled  networks,  the  TP-2/435  en¬ 
ables  multiple  terminal  controllers 
or  multidrop  circuits  to  link  to  a 
56K  bit/sec  line.  It  will  also  enable 
a  single  56K  DSU  to  be  shared  by 
up  to  four  terminals.  The  unit  is 
equipped  with  V.35  interfaces  sup¬ 
porting  both  data  communications 
equipment  and  data  terminal 
equipment. 

The  unit  is  also  said  to  be  capa¬ 
ble  of  transmitting  synchronous  or 
asynchronous  data  at  up  to  1.544M 
bit/sec. 

The  TP-2/435  Interface  Sharing 
Unit  is  priced  at  $750. 

Teleprocessing  Products,  Inc., 
4565  E.  Industrial  St.,  Building 
7K,  Simi  Valley,  Calif.  93063,  or 
call  (805)  522-8147. 


Software  links  Telex  to  IBM 
PCs,  System/3Xs,  Wang  VS 

FTC  Communications,  Inc.,  a  sub¬ 
sidiary  of  National  Gateway  Tele¬ 
com,  Inc.,  introduced  software  that 
enables  IBM  Personal  Computers, 
System/38,  System/36  and  Sys- 
tem/34  minicomputers,  and  Wang 
Laboratories,  Inc.  VS  minicomput¬ 
ers  to  exchange  messages  with  Tel¬ 
ex  terminals. 

The  software  runs  on  the  vari¬ 


ous  systems  and  directs  users 
wishing  to  send  a  message  to  a  Tel¬ 
ex  terminal  into  a  Telex  mode. 
Once  prepared,  the  message  is 
transmitted  via  the  Telex  network 
to  the  receiver’s  terminal.  The  soft¬ 
ware  receives,  acknowledges  and 
delivers  incoming  Telex  messages, 
while  retaining  a  full  record  of 
transactions. 

There  are  three  versions  of  the 
software.  Telex-Mint  for  IBM  Sys- 
tem/34s  and  System/36s  is  priced 
at  $2,350  and  for  System/38s  at 
$3,250.  Message  Handler  for  IBM 
Personal  Computers  or  Wang  VS 
word  processors  is  $250. 

FTC  Communications,  Inc. , 
1100  Princeton  Park  Corporate 
Center,  Monmouth  Junction,  N.J. 
08852,  or  call  (201)  821-3950. 


■  Bridge  links  remote 
Ethernet  local  nets 

Infotron  Systems  Corp.  intro¬ 
duced  a  network  bridge  that  links 
remote  Ethernet  802.3-compatible 
local-area  networks  over  synchro¬ 
nous  circuits  operating  at  between 
56K  bit/sec  and  2.048M  bit/sec. 

The  firm’s  LAN  Span  bridge  sup¬ 
ports  links  between  Ethernet  net¬ 
works  supporting  the  IEEE  802.3 
standard  or  Ethernet  Version  2  via 
such  point-to-point  technologies  as 
switched  and  leased  lines,  satellite 
links  and  microwave  links.  It  also 
supports  a  variety  of  network  pro¬ 
tocols,  including  Digital  Equipment 
Corp.’s  DECnet  or  the  Transmis¬ 
sion  Control  Protocol/Internet  Pro¬ 
tocol. 


Network  management  functions 
can  be  performed  via  a  terminal  or 
IBM  Personal  Computer  linked  to 
LAN  Span.  LAN  Span’s  menu-driv¬ 
en  management  and  control  soft¬ 
ware  provides  bridge  configuration 
detail,  Ethernet  port  utilization, 
Ethernet  port  statistics  and  wide- 
area  link  diagnostics. 

LAN  Span  has  a  modular  archi¬ 
tecture  and  can  be  expanded  to  ac¬ 
commodate  multiple  links. 

A  40M  bit/sec  bus  architecture 
is  used  to  connect  the  various  con¬ 
troller,  memory  and  processor 
boards.  The  bridge  can  be  used 
stand-alone  or  can  link  to  a  high¬ 
speed  multiplexer  or  networking 
switch. 

The  bridge  will  be  available  in 
March  for  $9,995. 


What  our 
transportation 
clients  will  tell 
you  about  N.E.T. 
T1  networks: 
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Infotron  Systems  Corp.,  Cherry 
Hill  Industrial  Center,  Cherry 
Hill,  N.J.  08003,  or  call  (800)  345- 
4636  or  (609)  424-9400. 


Emucom  introduces  X.25 
PAD  with  integrated  modem 

Emucom,  Inc.  announced  a  modem 
featuring  an  integrated  X.25  pack¬ 
et  assembler/disassembler  and  a 
modem  enhancer  that  adds  PAD 
functions  to  existing  modems. 

The  EM-1000  Mono  PAD  and 
EM-2400  enable  terminals,  IBM 
Personal  Computers  and  minicom¬ 
puters  to  access  such  public  X.25 
packet-switching  networks  as  Te¬ 
lenet  Communications  Corp.’s  Te¬ 
lenet,  Tymnet,  McDonnell  Douglas 


Network  Systems  Co.’s  Tymnet 
and  Telecom  Canada’s  Datapac. 

The  EM-2400  consists  of  an  X.25 
PAD  and  a  modem  capable  of  sup¬ 
porting  synchronous  and  asyn¬ 
chronous  transmission  at  1,200 
or  2,400  bit/sec.  The  EM-2400  mo¬ 
dem  component  operates  in  full-du¬ 
plex  mode  and  is  compatible  with 
Bell  103  and  212A  as  well  as 
CCITT  V.22  and  V.22bis  standards. 

The  stand-alone  EM-1000  Mono 
PAD  adds  X.25  PAD  functions  to 
any  1,200  or  2,400  bit/sec  Hayes 
Microcomputer  Products,  Inc.  AT- 
compatible  synchronous  modem. 

Both  products  provide  virtual 
call  capabilities  over  leased  or  dial¬ 
up  lines,  and  both  support  the 
CCITT  Link  Access  Procedure  B  er¬ 
ror-correcting  protocol.  In  non- 


X.25  environments,  the  Emucom 
products  function  as  error-correct¬ 
ing  modems. 

The  EM-1000  Mono  PAD  is 
priced  at  $325,  and  the  EM-2400 
costs  $795.  A  board-based  version 
of  the  EM-2400  capable  of  residing 
in  an  IBM  Personal  Computer  lists 
for  $745. 

Emucom,  Inc.,  25  Industrial 
Ave.,  Chelmsford,  Mass.  01824,  or 
call  (617)  256-9871. 


Gandalf  introduces 
data-over-voice  board 

Gandalf  Data,  Inc.  recently  added 
a  rack-mounted  data-over-voice 
(DOV)  board  to  its  family  of  DOV 
products. 
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The  RM  3640  DOV  is  a  single¬ 
channel  board  residing  in  Gan- 
dalf’s  3000  chassis.  The  RM  3640 
works  in  conjunction  with  Gan- 
dalf’s  stand-alone  DOV  640  unit, 
which  transmits  voice  and  data 
over  a  single  twisted-pair  wire.  Us¬ 
ers  link  a  data  terminal  or  IBM  Per¬ 
sonal  Computer  via  RS-232  and  a 
telephone  via  an  RJ-11  jack  to  a 
DOV  640  unit.  That  DOV  640  slices 
a  twisted-pair  wire’s  bandwidth 
into  two  channels,  one  that  carries 
analog  voice  and  one  that  carries 
digital  data. 

The  voice  and  data  travel  over  a 
single  twisted-pair  wire  to  the  new 
RM  3640  board  located  near  the 
telephone  punch  down  block.  The 
RM  3640  strips  the  data  from  the 
wire  and  passes  it  via  RS-232  to  a 
minicomputer  or  host  computer 
port.  The  voice  channel  is  passed 
to  an  in-house  private  branch  ex¬ 
change,  key  system  or  Centrex 
trunk. 

The  RM  3640  board  supports 
full-duplex  synchronous  data  rates 
ranging  from  2,400  to  64K  bit/sec 
and  asynchronous  data  at  speeds 
up  to  19.2K  bit/sec.  The  new  board 
supports  data  transmission  over 
distances  of  2.3  miles  at  64K  bit/ 
sec  or  3.4  miles  at  32K  bit/sec. 

Gandalf’s  3000  chassis  will  ac¬ 
commodate  up  to  14  RM  3640 
boards. 

Each  RM  3640  board  costs  $295. 

Gandalf  Data,  Inc.,  1020  S.  Noel 
Ave.,  Wheeling,  III.  60090,  or  call 
(312)  459-6630. 


Anderson  Jacobson 
introduces  V.32  modem 

Anderson  Jacobson,  Inc.  an¬ 
nounced  a  new  V.32  modem  that 
provides  full-duplex,  synchronous 
or  asynchronous  operation  on  dial¬ 
up  lines  or  two-  or  four-wire  leased 
lines  at  either  9.6K  or  4.8K  bit/sec. 

The  AJ  9631-DSA  is  compatible 
with  the  CCITT  V.32  standard  and 
supports  trellis-coded  modulation. 
The  modem  also  supports  local  and 
remote  echo  cancellation  and  is  ca¬ 
pable  of  satellite  transmission. 

Additionally,  the  new  modem 
supports  either  Hayes  Microcom¬ 
puter  Products,  Inc.’s  AT  command 
set  or  the  CCITT’s  V.25bis  stan¬ 
dard  for  asynchronous  autodialing. 
The  AJ  9631-DSA  can  be  config¬ 
ured  via  front-panel  switches  or  an 
attached  terminal.  Configuration 
options  and  a  telephone  autodial¬ 
ing  directory  can  be  stored  in  non¬ 
volatile  memory. 

The  unit  supports  such  diagnos¬ 
tics  as  standard  loop-back  tests 
and  an  end-to-end  test.  Users  can 
select  a  self-test  loop-back  genera¬ 
tor  and  compare  the  results  against 
parameters  stored  in  memory.  The 
diagnostic  tests  can  be  initiated 
from  the  front  panel  in  both  syn¬ 
chronous  and  asynchronous  appli¬ 
cations. 

Available  immediately,  the  AJ 
9631-DSA  uses  identical  modem 
cards  for  both  stand-alone  and 
rack-mountable  units.  Each  unit  is 
priced  at  $2,295,  with  quantity 
discounts  available. 

Anderson  Jacobson,  Inc.,  521 
Charcot  Ave.,  San  Jose,  Calif. 
95131,  or  call  (408)  435-8520. U 


Start  now 


o, 


ur  clients  in  transportation  report  an 
average  payback  on  their  N.E.T.  investment 
of  under  one  year. 

That's  a  healthy  incentive  to  start  your 
network  right  away.  But  there's  much  more. 

Our  clients  are  enjoying  measurable  im¬ 
provements  in  network  uptime.  Example: 
One  client  reports  that  their  IDNX®  network 
has  increased  the  availability  of  the  reserva¬ 
tion  system  to  travel  agents.  Which  in  turn 
increases  bookings. 

And  our  clients  use  their  networks  to 
enable  new  or  improved  services.  Another 
transportation  example:  One  airline  has 
brought  regional  reservation  centers  onto  the 
N.E.T.  network,  allowing  automatic  distribu¬ 
tion  of  peak  workloads,  and  drastically  reduc¬ 
ing  the  problem  of  busy  signals  to  callers. 

Fast  payback,  increased  applications  avail¬ 
ability,  and  new  services.  These  significant 
competitive  advantages  begin  for  you  sooner, 
the  sooner  you  begin  your  N.E.T.  network. 

Advantages  for  any  organization 
with  heavy  voice  and  data  traffic. 

Now,  you  can  consolidate  voice,  data, 
and  video  traffic  over  manageable,  high 
volume  networks. 

Right  now. 

In  fact,  right  now,  N.E.T.  networks  are 
providing  these  advantages  to  over  60  major 
corporations  and  agencies.  In  transportation, 
in  insurance,  in  manufacturing,  in  finance, 
in  banking,  in  government. 


Here's  how  you  can  take  action  now. 

Call  today  for  our  Expedite1 "  package. 

You'11  get  all  the  details  on  our  Expedite 
program. 

Expedite  is  designed  to  help  you  try  out  a 
full-fledged  N.E.T.  network,  including  all  the 
service,  installation,  and  ongoing  support  that 
put  N.E.T.  clients  ahead. 

All  without  actually  buying  a  network. 

So  you  can  start  with  just  a  phone  call. 
Participation  in  Expedite  is  available  on  a 
first-come,  first-served  basis. 

So  start  now,  just  by  calling  today. 

Literature  Hotline: 

1-800-952-6300,  Ask  for  dept.  N“1 7” 
(in  CA:  1-800-423-4440), 

Ask  for  dept.  N“17” 


Our  clients  are  winning. 
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EQUIPMENT  TECHNOLOGIES 


400  Penobscot  Drive,  Redwood  City,  CA  94063,  415-366-4400,  TLX1 72325 

N.E.T.,  Network  Equipment  Technologies,  Expedite,  and  Our  clients  are  winning  are  trademarks  of  Network  Equipment  Technologies,  Inc. 

IDNX  is  a  registered  trademark  of  Network  Equipment  Technologies,  Inc. 
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The  October 
announcement  of 
the  IBM  9750 
Business  Commu¬ 
nications  System 
product  line,  and 
the  introduction 

of  the  9751  CBX  _ 

in  particular, 
raises  a  big  question  for  IBM’s 
23,000  CBX  customers  in  the  U.S. 
That  question  is,  “Should  I  con¬ 
sider  upgrading  to  the  9751?” 
The  answer  is  yes,  because  it  rep¬ 
resents  a  substantial  improve¬ 
ment  for  CBX  users  now,  and  the 
future  will  likely  bring  even  more 
substantial  improvements. 

Certainly,  users  should  under¬ 
stand  what  they  need  from  their 
communications  systems  —  both 
in  the  near  term  and  during  the 
next  several  years  —  in  order  to 
determine  if  an  upgrade  to  the 
9751  is  desirable  now.  However, 
the  IBM  9751  offers  enough  sig¬ 
nificant  new  technology  and  ca¬ 
pabilities  —  particularly  in  the 
areas  of  increased  performance, 
reduced  environmental  require¬ 
ments,  upward  migration  and  en¬ 
hanced  reliability  —  for  every 
CBX  II  customer  to  look  at  the 
benefits  of  an  upgrade. 

With  the  promise  of  continued 
support  for  the  CBX  II  and  the 
availability  now  of  new  applica¬ 
tions  —  such  as  a  historical  re¬ 
porting  package  for  automatic 
call  distribution,  a  new  atten¬ 
dant’s  console  and  a  PhoneMail 
enhancement  for  both  the  CBX  II 
and  the  9751  —  some  customers 
may  choose  to  upgrade  within  the 
CBX  II  product  line. 

However,  if  history  repeats  it¬ 
self  in  the  private  branch  ex¬ 
change  industry,  CBX  II  support 
in  the  area  of  product  enhance¬ 
ments  will  significantly  decline, 
in  the  long  term.  This  alone  — 
the  desire  to  be  capable  of  en¬ 
hancing  one’s  telecommunications 
system  when  enhancements  be¬ 
come  available  —  may  be  reason 
enough  to  consider  an  upgrade  to 
the  9751. 

To  make  a  prudent  decision 
about  upgrading  to  the  9751  line, 
it’s  best  to  review  the  improve¬ 
ments  of  the  9751  over  the  CBX 
II.  A  major  improvement  is  card 
density.  The  9751  CBX  can  han¬ 
dle  up  to  2,000  lines  in  a  single 
node  by  using  new  circuit  cards, 
which  support  16  voice  ports  and 
16  data  ports  on  a  single  card. 

Moreover,  each  system  is 
shipped  with  the  performance  ca¬ 
pacity  to  support  a  traffic  mix  of 
up  to  16%  data,  as  a  starting 
point,  which  results  in  a  substan¬ 
tial  cost  reduction  for  data  con¬ 
nections  when  compared  with  the 
CBX  II. 

In  addition,  up  to  70%  more  si¬ 
multaneous  conversations  are 

Chanowski  is  president  of  Tele¬ 
communications  Management 
Corp.,  a  telecommunications  con¬ 
sulting  firm  based  in  Needham, 
Mass. 
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possible  due  to 
the  new  8-kHz  in¬ 
ternal  sampling 
rate.  This  new 
64K  bit/sec  time 
slot  is  a  platform 
for  Integrated 

_  Services  Digital 

Network  Basic 
and  Primary  Rate  access  and  is 
required  for  heavy  data-switch- 
ing  applications. 

While  some  have  criticized  the 
9751  for  lacking  an  ISDN  inter¬ 
face,  the  new  switch  is  more  than 
ready,  from  a  performance  and 
architectural  standpoint,  to  han¬ 
dle  ISDN  implementation.  The 
CBX  II  is  not. 

Also,  the  9751  can  add  capaci¬ 
ty  without  having  to  replace  ma¬ 
jor  common  equipment  compo¬ 
nents,  as  is  necessary  in  the  CBX 
II  product  line.  Major  line-size  up¬ 
grades  will  not  require  any  cabi¬ 
net  changes.  Further,  the  9751’s 
enhancements  are  packaged  in  a 
box  that  requires  less  power  and 
air-conditioning. 

And  while,  admittedly,  it’s  not 
See  Pro  next  page 


What’s 


name? 


in  a 
Every¬ 
thing,  if  that 
name  is  IBM.  And 
thereby  hangs 
the  tale  of  IBM’s 
9751  CBX. 

While  other  _ 

private  branch 
exchange  vendors  have  been  sys¬ 
tematically  improving  their  prod¬ 
ucts,  redesigning  and  testing  for 
Integrated  Services  Digital  Net¬ 
work  compatibility,  IBM  has  been 
busy  trying  to  solve  the  massive 
problems  of  restructuring  Rolm 
Corp.  and  integrating  it  into  the 
IBM  fold.  Now  IBM  is  ready  to  get 
back  into  the  PBX  business. 

If  any  lesser  force  than  IBM 
unveiled  a  product  with  the  char¬ 
acteristics  of  the  9751,  the  an¬ 
nouncement  would  have  been 
greeted  with  boredom  at  best, 
chuckles  from  many  and  anger  at 
worst.  The  9751  is  technically 
boring  and  users’  worst  fears  of 
their  existing  equipment  becom¬ 
ing  obsolete  have  materialized. 

The  9751’s  “major  improve¬ 
ments”  merely  bring  the  CBX  into 


CON: 


BY  SHERRY  GEDDES 

Special  to  Network  World 


Is  the 
9751 

substantial 
improvement 
for  CBX  users? 
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the  1980s  techni¬ 
cally.  The  huge, 
and  long  over¬ 
due,  improve¬ 
ments  in  traffic 
capacity,  busy- 
hour  call  at- 

_ tempts,  power 

consumption,  air- 
conditioning  requirements  and 
size  are  directly  attributable  to 
IBM’s  decision  to  bite  the  bullet 
and  scrap  Rolm’s  proprietary  and 
inefficient  12-kHz  sampling  rate 
in  favor  of  the  industry-standard 
8-kHz  rate. 

This  decision  made  16-port  line 
cards  feasible,  which,  in  turn, 
made  it  possible  to  reduce  the 
physical  requirements  of  the  CBX 
drastically  while  significantly  im¬ 
proving  traffic  characteristics. 

The  16-port  line  card  was  pret¬ 
ty  exciting  when  AT&T  intro¬ 
duced  it  on  the  System  85  in 
1985.  Reducing  the  footprint  and 
air-conditioning  requirements  of 
the  CBX  by  more  than  50%  mere¬ 
ly  brings  the  behemoth  down  to 
normal  size  —  hardly  an  engi¬ 
neering  breakthrough. 

Further,  the  “seamless”  line- 
size  growth  path  of  the  9751  is 
marketing  at  its  best,  since  it 
merely  mirrors  the  range  of  line 
sizes  offered  by  migrating  from 
the  VSCBX  up  to  CBX  9000AE, 
the  9751’s  largest  predecessor. 

Major  line-size  upgrades  will 
still  require  cabinet  changes  as 
well  as  additions,  as  with  any 
other  switch  on  the  market.  Fur¬ 
ther,  there’s  nothing  unusual  in 
IBM’s  claim  that  you  can  use  the 
same  station  equipment.  It’s  al¬ 
ways  been  interchangeable  on 
CBXs. 

In  fairness  to  IBM,  the  9751’s 
bus,  the  Rolmbus  295E,  is  an  im¬ 
provement.  Now,  the  RB295  final¬ 
ly  meets  its  original  specifica¬ 
tions. 

However,  discussions  of  the 
RB295  by  IBM  at  the  1985  Inter¬ 
national  Communications  Associ¬ 
ation  conference  implied  that  for¬ 
eign  exchange  line  support  would 
be  implemented  in  the  bus.  That 
improvement  wasn’t  done. 

What  happened  to  Systems 
Network  Architecture  integra¬ 
tion,  ISDN  capability  and  the  pro¬ 
cessor  planned  for  this  introduc¬ 
tion? 

Rolm  was  faced  with  four  ma¬ 
jor  engineering  challenges: 

■  Develop  a  new  processor  com¬ 
patible  with  SNA  and  other  IBM 
processors. 

■  Modify  the  CBX  design  elements 
to  accommodate  IBM’s  advanced 
manufacturing  techniques. 

■  Use  IBM’s  advanced  design 
tools  for  improved  engineering 
design  integrity,  upgradability 
and  ease  of  maintenance. 

■  Handle  the  pressing  physical  is- 

Geddes  is  managing  partner  of 
telecommunications  for  CTPS, 
Inc.,  a  communications  consult¬ 
ing  and  research  firm  in  Moun¬ 
tain  View,  Calif. 
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►TELETOONS  —  By  Phil  Frank 


Vendors 
aren’t  partners 


sues  such  as  size  and  busy-hour 
call  attempts  for  which  Rolm  has 
been  criticized. 

Of  these  four  challenges,  this 
announcement  only  addresses  the 
last  one.  IBM  elected  to  evolve  the 
CBX  from  the  outside  in  —  saving 
the  control  and  line  monitoring 
software  while  gutting  shelving  to 
improve  physical  characteristics. 

SNA  integration,  ISDN  capabili¬ 
ty  and  new  processor  development, 
all  of  which  require  major  soft¬ 
ware  changes,  apparently  exceed¬ 
ed  IBM  engineering’s  capabilities 
in  the  time  available.  This  is  un¬ 
derstandable  when  one  remembers 
the  engineering  exodus  following 
IBM’s  takeover  of  Rolm. 

IBM  could  have  delayed  this  an¬ 
nouncement  until  the  product 
matched  its  ambitious  objectives 
and  then  really  made  a  splash,  but 
this  wasn’t  done.  Why?  Rolm  has 
been  losing  market  share. 

The  CBX  9000AE,  introduced 
last  February,  had  to  win  big  in  the 
market.  By  early  summer,  howev¬ 
er,  it  was  apparent  the  unit  could 
not  reverse  the  downward  trend. 
Faced  with  well-publicized  com¬ 
mitments  to  telecommunications, 
See  Con  page  44 


Pro  from  previous  page 
the  smallest  box  in  the  industry, 
the  9751  takes  up  significantly  less 
space  than  previous  models. 

In  view  of  these  enhancements, 
any  CBX  II  customer  would  benefit 
from  an  upgrade  to  the  9750  line  at 
some  point.  Customers  with  one  or 
more  of  the  following  circum¬ 
stances  are  most  likely  to  benefit 
immediately: 

■  Customers  relocating  their  CBX 
and  telephone  users. 

■  Customers  with  expiring  leases. 

■  Customers  adding  capacity  to  ac¬ 
commodate  growth. 

■  Customers  increasing  their  use  of 
data  switching  substantially. 

■  Customers  adding  or  increasing 
their  use  of  communications  appli¬ 
cations,  such  as  voice  messaging 
and  automatic  call  distribution. 

■  Customers  preparing  for  ISDN. 

A  rule  of  thumb  is,  if  you  antici¬ 
pate  growth  at  or  exceeding  50%  of 
your  current  configuration  over 
your  system’s  life  cycle,  you’ll 
achieve  substantial  benefits  by  mi¬ 
grating  to  the  9751  now. 

Finally,  an  upgrade  from  a  CBX 
II  to  the  9751  doesn’t  require  a  to¬ 
tal  replacement  of  every  compo- 
See  Pro  page  44 


Many  a  vendor  has  sidled  up 
to  a  user  recently  and  said, 
“Let’s  be  partners.” 

And  many  a  user  has  re¬ 
sponded,  “Who  do  you  think 
you’re  kidding?” 

The  buyer-seller  relationship 
will  always  be  best  character¬ 
ized  by  “caveat  emptor”  —  as  it 
should  be.  A  true  business  part¬ 
nership  is  a  synergistic  relation¬ 
ship  between  parties  who  seek 
to  profit  exclusively  from  pro¬ 
prietary  strategic  advantages 
that  accrue  to  them  both  as  a 
result  of  their  agreement. 

“Partnering”  with  customers 
seems  to  be  a  key  facet  of  near¬ 
ly  every  major  computer  and 
communications  vendor’s  mar¬ 
keting  strategy  these  days.  Un¬ 
fortunately  for  users,  there’s  lit¬ 
tle  or  no  exclusivity  involved 
when  vendors  talk  about  part¬ 
nering. 

Vendors  are  offering  similarly 
hyped  deals  to  every  one  of 
their  customers,  while  conceal¬ 
ing  their  true  intent,  which  is  to 
use  the  partnering  concept  to 
blunt  buyers’  healthy  skepticism 
about  the  deals  they  are  offered. 

Consider  a  hypothetical  exam¬ 
ple  of  a  truly  strategic  user-ven¬ 
dor  partnership.  A  networking 
equipment  vendor  develops  a 
new  technology  —  the  specific 
type  is  unimportant  —  that’s  a 
quantum  leap  beyond  any  cur¬ 
rent  alternative. 

Instead  of  going  it  alone  and 
developing  a  product  or  service 
to  sell  to  all  comers,  the  vendor 
approaches  a  user  company  that 
owns  a  nationwide  private  net¬ 
work  and  proposes  a  mutually 
advantageous  arrangement.  The 
vendor  provides  the  technology; 
the  user  provides  the  network 
facilities  over  which  the  product 
can  be  used. 

Together,  they  become  the 
sole  proprietors  of  a  revolution¬ 
ary  new  communications  ser¬ 
vice.  If  the  vendor  offers  its 
technology  to  other  parties,  then 
the  arrangement  is  no  longer  ex¬ 
clusive  or  strategic  as  far  as  the 
user  is  concerned. 

User-vendor  relationships  like 
the  one  just  described  are  the 
only  agreements  that  bring  real 
benefits  to  the  user  and,  there¬ 
fore,  deserve  to  be  called  part¬ 
nerships.  But  it  is  unlikely  that 
such  relationships  will  form. 

While  it’s  hoped  that  the  ven¬ 
dor-user  partnering  concept 
quickly  goes  the  way  of  the  pet 
rock,  there’s  much  to  be  said  in 
favor  of  improving  user-vendor 


relationships.  When  all  the  hype 
is  stripped  away  from  vendors’ 
partnering  talk,  what  remains  in 
some  cases  is  a  genuine  intent  to 
work  more  closely  and  efficient¬ 
ly  with  customers. 

What’s  the  best  way  for  ven¬ 
dors  to  do  that?  They  can  com¬ 
municate  openly  with  users  at 
every  step  of  a  project,  from  the 
initial  customer  inquiry  through 
the  request-for-proposal  process 
to  implementation,  cutover  and 
ongoing  operations  and  mainte¬ 
nance. 

Users  want  vendors  to  be  re¬ 
sponsive.  That  means  coming  up 
with  quick  and  accurate  an¬ 
swers  to  customer  questions  and 
making  sure  users  enjoy  quick 
access  to  expert  technicians.  Too 
often,  what  they  get  instead  is 
quick  access  to  technically  defi¬ 
cient  marketing  representatives 
or  account  team  liaisons  who 
serve  only  to  impede  the  flow  of 
information. 

What  can  users  do  to  help 
vendors  be  responsive?  They  can 
avoid  taking  up  vendor  techni¬ 
cians’  time  with  trivial  matters 
that  can  be  handled  by  the  us¬ 
ers’  own  staffs.  They  can  avoid 
setting  unrealistically  short  re¬ 
sponse  deadlines  for  RFPs  or  re¬ 
pair  work. 

Finally,  both  users  and  ven¬ 
dors  can  make  sure  they  live  up 
to  the  terms  of  their  agreements. 
Too  often,  large  projects  are  de¬ 
layed  or  completely  derailed  be¬ 
cause  one  party  agrees  to  a  con¬ 
tractual  provision  but  doesn’t 
live  up  to  it. 

Another  problem  is  that  con¬ 
tracts  governing  large  network¬ 
ing  projects  are  becoming  more 
complex  and  stringent,  yet  high- 
tech  contracts  are  often  pre¬ 
pared  by  technologically  igno¬ 
rant  lawyers. 

To  minimize  contractual  prob¬ 
lems,  both  the  vendor  and  the 
user  should  have  their  contracts 
prepared  and  reviewed  by  law¬ 
yers  that  specialize  in  high-tech 
legal  issues. 

Users  and  vendors  that  work 
together  in  the  ways  described 
above  don’t  need  to  pretend 
they’re  partners.  They  under¬ 
stand  their  roles  as  buyer  and 
seller,  and  they  need  only  reach 
a  mutually  satisfactory  agree¬ 
ment. 

Vendors  should  drop  all  their 
blather  about  partnering  and  fo¬ 
cus  on  developing  innovative, 
reliable,  responsively  supported 
products  and  services.  Let’s  call 
a  vendor  a  vendor.  □ 


"  ■  . - - , - - — m - — - 


PAGE  34 


•v- 


— 


r 


NetworkWmu) 


Features 

December  7,  1987 


Special  Section:  The  communications  budget 


Too  much 
bottom-line 

thinking 


Continued  from  page  1  H0I*6  3XG  tllG 

results  from 
Network  World's 
annual  budget 
survey. 


1986  to  1987,  but  it  is  well  be¬ 
low  what  might  be  expected  if 
companies  were  dramatically  in¬ 
creasing  communications  spend¬ 
ing  to  develop  new  strategic  ap¬ 
plications. 

These  growth  figures  were 
gleaned  from  Network  World's 
second  annual  budget  survey, 
which  is  based  on  50  responses 
from  the  Network  World  Panel 
of  Communications  Users.  The 
panel,  a  consortium  of  communi¬ 
cations  managers  who  regularly 
share  their  insights  into  the  com¬ 
munications  industry  with  Net¬ 
work  World,  represents  the  na¬ 
tion’s  largest  and  most  so¬ 
phisticated  users.  The  50  compa¬ 
nies  had  an  average  revenue  of 
$2,926,378,000;  20  had  1987  sales 
of  at  least  $1  billion. 

The  average  1987  communica¬ 
tions  budget  was  $9,348,040,  a  fig¬ 
ure  expected  to  grow  to  $9,908,000 
in  1988.  The  largest  budget  was 
$122  million,  and  the  smallest  was 


$100,000.  Communications  budgets 
take  up  little  more  than  0.3%  of 
the  average  corporation’s  revenue. 

The  typical  1987  staff  consisted 
of  25  employees;  the  largest  staff 
among  the  companies  surveyed 
numbered  250.  The  average  staff 
will  grow  by  two  employees  next 
year,  an  increase  required  by  cor¬ 
porate  network  expansion.  For  ex¬ 
ample,  Miami’s  Florida  Power  & 
Light  Co.  is  installing  a  new  fiber¬ 
optic  network  and  plans  to  add 
three  new  employees. 


The  way  budgets  are  divvied 
up  will  not  change  significantly 
during  1988.  Managers  spent 
56%  of  their  1987  budgets  on 
services,  such  as  private  lines; 
12%  went  to  personnel;  12%  was 
spent  on  data  communications 
equipment;  11%  went  to  voice 
equipment;  5%  was  allocated  to 
maintenance;  and  4%  was  used 
for  miscellaneous  expenses, 
such  as  travel  and  consulting 
services.  Service  and  data  equip¬ 
ment  costs  will  drop  by  1%  next 
year,  while  personnel  and  mis¬ 
cellaneous  expenses  are  slated 
to  increase  by  1  %. 

Keeping  costs  in  line 

The  budget  stability  masks  the 
fact  that  most  companies’  commu¬ 
nications  requirements  are  expect¬ 
ed  to  increase  by  10%  or  more  next 
year.  The  additional  requirements 
come  from  new  customers  these 
companies  expect  to  garner  as  they 
expand  their  businesses.  Managers 
are  following  a  two-pronged  ap¬ 
proach  to  keep  current  communica- 
Continued  on  next  page 
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tions  costs  in  line. 

First,  cheaper  line  rates  and  new 
technologies,  such  as  T-l  lines, 
have  enabled  managers  to  put  a  lid 
on  carrier  services.  Alan  Johnson, 
telecommunications  manager  at 
Peabody  Holding  Co.  in  St.  Louis, 
says,  “My  budget  has  remained  rel¬ 
atively  stable  through  the  last  few 
years,  even  though  the  company’s 


increase  relative  to  voice  costs.  Us¬ 
ers  said  data  expenses  will  rise 
from  34.9%  of  the  1987  budget  to 
36.3%  of  next  year’s  budget,  while 
voice  expenses  will  drop  from 
65.1%  to  63.7%.  Charlie  Snell,  di¬ 
rector  of  communications  and  com¬ 
puting  at  Harris  Corp.  in  Mel¬ 
bourne,  Fla.,  says,  “Data  expenses 
are  catching  up  to  voice  expenses, 
and  it’s  common  to  see  both  types 


Users’  budgets  for  1988 


communications  requirements 
have  steadily  risen.  By  installing  a 
T-l  network,  we’ve  been  able  to 
keep  our  costs  down.” 

Managers  are  also  automating 
functions  to  keep  personnel  costs 
in  line.  Norman  Gentry,  communi¬ 
cations  manager  at  WSI  Corp.  in 
Bedford,  Mass.,  is  evaluating  net¬ 
work  management  tools  that  may 
help  keep  personnel  costs  in  line  as 
the  company  expands  its  private¬ 
line  network.  “We  are  looking  for 
automated  troubleshooting  tools 


Two-thirds  of  the 
communications 
managers  said 
their  companies 
do  not  allocate 
money  to 
experiment  with 
new  types  of 
technology. 

that  will  enable  us  to  monitor  the 
network’s  health,”  he  explains. 
The  tools  would  make  network  op¬ 
erators  more  efficient  and  enable 
the  company  to  expand  its  network 
without  additional  personnel. 

During  1988,  there  may  be  a  lull 
in  equipment  purchases.  Since  di¬ 
vestiture,  many  companies  over¬ 
hauled  their  networks  and  pur¬ 
chased  new  types  of  equipment  to 
support  them.  During  the  next  12 
months,  companies  plan  to  put  the 
finishing  touches  on  these  net¬ 
works,  and  few  expect  to  make 
new  large  purchases. 

Expenses  for  data  continued  to 


of  communications  using  a  common 
transport  mechanism,  such  as  a 
T-l  line.” 

Gevenie  Delsol,  director  of  cor¬ 
porate  business  communications  at 
Levi  Strauss  &  Co.  in  San  Francis¬ 
co,  says,  “Companies  are  relying 
on  timely  information  to  make  key 
business  decisions.  Consequently, 
they  are  designing  on-line  applica¬ 
tions  and  linking  their  data  pro¬ 
cessing  facilities  with  their  cus¬ 
tomers’  facilities.” 

Because  data  expenses  are  con¬ 
suming  a  larger  portion  of  the  com¬ 
munications  budget,  a  growing 
number  of  communications  manag¬ 
ers  now  report  to  an  MIS  manager. 
More  than  half  of  the  communica¬ 
tions  managers  surveyed  report  di¬ 
rectly  to  an  MIS  manager.  Only 
10%  report  to  general  administra¬ 
tion,  which  historically  has  over¬ 
seen  communications  functions  at 
many  companies.  Eight  percent  of 
the  communications  managers 
worked  for  a  chief  information  of¬ 
ficer. 

Little  management  integration 

Surprisingly,  30%  of  the  respon¬ 
dents  said  they  report  to  some  oth¬ 
er  type  of  manager.  For  example,  a 
municipal  communications  manag¬ 
er  may  report  to  a  deputy  mayor. 
Eight  percent  of  the  managers  said 
their  responsibilities  were  split  be¬ 
tween  MIS  and  general  administra¬ 
tion.  The  split  may  indicate  that 
many  companies  still  have  not  de¬ 
cided  how  to  integrate  voice  and 
data  functions.  A  single  manager 
oversees  all  communications  func¬ 
tions  at  only  12%  of  the  companies 
surveyed. 

Despite  all  the  current  talk 
about  strategic  uses  of  communica¬ 
tions,  most  companies  viewr  com¬ 
munications  as  a  low-level  cost¬ 
cutting  function.  Kevin  Cleary, 
manager  of  communications  and 
administrative  services  at  City- 
trust  Bancorp.,  Inc.  in  Bridgeport, 


Conn.,  says  the  bank  views  com¬ 
munications  as  a  necessary  evil. 
Cleary’s  view  was  shared  by  other 
managers  who  said  their  jobs  were 
merely  to  curb  corporate  expenses. 

Kerry  Overlan,  director  of  tele¬ 
communications  at  Commonwealth 
Energy  Co.  in  Cambridge,  Mass., 
cautions  that  such  thinking  may 
heighten  during  the  next  year. 
“When  the  economy  dictates  that 
companies  tighten  their  belts,  the 
first  two  items  corporations  cut 
are  travel  and  communications  ex¬ 
penses,”  he  says. 

Bottom-line  thinking 

The  problem  stems  from  the  bot¬ 
tom-line  thinking  that  most  compa¬ 
nies  employ  when  determining  de¬ 
partment  budgets.  Todd  Stevenson, 


Breakdown  of  budget  by 
voice  and  data  expenses 


not  allocate  money  to  experiment 
with  new  types  of  technology.  The 
amount  allocated  by  the  remaining 
one-third  averaged  less  than  2%  of 
the  total  budget,  and  only  one  com¬ 
pany  appropriated  10%  of  its  bud¬ 
get  for  experimenting  with  new 
types  of  products  or  services. 

Tony  Haeuser,  telecommunica¬ 
tions  manager  at  M&I  Marshall  & 
Ilsley  Bank  in  Milwaukee,  says  his 
job  entails  changing  top  manage¬ 
ment’s  perception  of  communica¬ 
tions.  “Telecommunications  has 
typically  been  viewed  as  a  cost- 
cutter,  but  it  is  a  vital  link  in  pro¬ 
viding  rapid  information  ex¬ 
change,  which  is  key  in  the  highly 
competitive  banking  environ¬ 
ment,”  he  says. 

Before  managers  can  sell  upper 
management  on  the  benefits  of 
strategic  applications,  they  must 
understand  them  themselves. 
Many  managers  listed  traditional 
uses  of  communications,  such  as 
cutting  costs,  as  strategic  uses  of 
communications. 

Such  functions  are  not  consid¬ 
ered  strategic.  The  term  strategic 
applies  to  networking  applications 
that  increase  revenue  or  market 
share.  The  best  known  example  is 
American  Airlines,  Inc.’s  Sabre  res¬ 
ervation  network,  which  increased 
American’s  ticket  sales  by  listing 
American  flights  ahead  of  competi¬ 
tors’  flights. 

Because  the  benefits  of  network¬ 
ing  are  not  always  straightfor¬ 
ward,  managers  must  come  up 
with  new  ways  of  convincing  top 
management  to  sponsor  a  strategic 
application.  Lisa  Sanford,  telecom¬ 
munications  manager  at  First 
Tenessee  Bank,  N.A.  in  Memphis, 
Tenn.,  says,  “If  a  project  does  not 
have  a  savings  in  hard  dollars,  we 
push  it  as  an  improvement  in  the 


How  managers  allocate  their  budgets 


manager  of  teleprocessing  systems 
at  American  Transtech  in  Jackson¬ 
ville,  Fla.,  says  all  his  expenses 
must  have  a  tangible  bottom-line 
benefit,  either  in  increased  reve¬ 
nue  or  decreased  costs.  Such  think¬ 
ing  often  handcuffs  communica¬ 
tions  managers  who  know  that  a 
new  type  of  equipment  will  help 
the  corporation  but  cannot  easily 
quantify  the  benefits. 

Another  indication  of  the  strong 
bottom-line  mentality  is  the  dearth 
of  companies  willing  to  spend  mon¬ 
ey  experimenting  with  new  tech¬ 
nology.  Close  to  two-thirds  of  the 
managers  said  their  companies  do 


quality  or  reach  of  a  service.  For 
example,  we  may  install  additional 
private  lines  and  cut  the  terminal 
response  time  for  the  customer  ser¬ 
vice  group.” 

Strategic  examples 

Corporations  are  slowly  starting 
to  understand  how  to  leverage 
communications  as  a  strategic 
weapon.  Everett  Stonebreaker,  di¬ 
rector  of  telecommunications  at 
Florida  Power  &  Light,  states  that 
upper  management  does  not  yet 
view  communications  as  a  strate¬ 
gic  asset  but  is  beginning  to  under- 
Continued  on  page  38 


Thanks,  ICA  members,  for  making 
Network  World  your  best-read 
communications-oriented  publication. 
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“Rome  wasn't  built  in  a  day.”  Although  you’ve  heard  this  saying  time  and  time  again,  the  philosophy 
behind  it  —  that  through  hard  work  you  can  make  things  better  day  by  day,  week  by  week,  and  year  by 
year  —  remains  sound. 

It’s  this  very  philosophy  that  Network  World  editors  have  followed  during  the  past  1 8  months.  And  in  doing 
so,  they  have  remained  true  to  their  initial  goal:  to  make  each  issue  of  Network  World  the  best  possible  for 
you,  our  readers. 

Evidence  is  growing  that  Network  World’s  long-term  commitment  to  editorial  excellence  is  paying  off.  In 
fact,  the  latest  study  conducted  by  an  independent  research  firm  among  ICA  members  shows  rather 
impressive  results.  Not  only  does  Network  World  top  the  list  of  communications-oriented  publications  in 
receivership,  but  it  now  ranks  number  one  in  readership  as  well. 

As  you  can  see  in  the  following  charts,  both  receivership  and  readership  of  Network  World  among  ICA 
members  have  steadily  increased  since  July  1986.  However,  during  this  time  period,  these  same  ratings 
have  declined  for  almost  every  other  communications-oriented  publication. 
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Readership  figure  for  each  publication  is  based  on  the  number  of  ICA  members  who  receive  that  publication. 

Studies  conducted  by  First  Market  Research  of  Boston. 

There’s  no  question  about  it.  Network  World’s  in-depth  networking  coverage  is  what  enables  us  to  deliver  a 
unique  editorial  product  that  progressive  communications  users  have  come  to  rely  on  week  after  week. 

Thanks  to  the  growing  support  of  ICA  members  and  continued  dedication  of  all  our  readers,  Network 
World  is  now  the  number  one  communications-oriented  publication  for  today’s  leading-edge  users. 
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TOO  MUCH  BOTTOM-LINE  THINKING 


“The  question  is  whether  or  not  a  company 
sees  the  benefits  that  communications  can 
provide,”  notes  Levi  Strauss’  Delsol. 


From  page  36 

stand  its  potential  to  be¬ 
come  such  an  asset.  The 
utility  is  putting  in  a  new 
fiber-optic  network  and 
that  project  has  given 
Stonebreaker  access  to  the 
top  management  levels  in 
the  company.  This  expo¬ 
sure  is  one  reason  the  cor¬ 
poration  is  changing  its 
view  of  communications. 

Once  a  contact  is  made, 
approval  for  new  projects 


becomes  easier.  “The  ques¬ 
tion  is  whether  or  not  a 
company  sees  the  benefits 
that  communications  can 
provide,  since  it  is  often 


very  difficult  to  measure 
the  returns,”  notes  Levi 
Strauss’  Delsol. 

After  being  convinced 
such  benefits  exist,  Levi 


Strauss  undertook  an  elec¬ 
tronic  data  interchange 
project  to  link  itself  more 
closely  with  its  suppliers. 

“Once  you  make  it  easier 


\#Ae^v 


for  your  customers  to  do 
business  with  you,  you  will 
be  better  able  to  keep  them 
as  customers,”  Delsol  says. 

Other  companies  are  de¬ 
veloping  closer  links  to  cus¬ 
tomers.  McDonnell  Douglas 
Corp.  has  been  using  a  vi¬ 
deoconferencing  network 
to  hold  corporate  meetings. 
The  project  has  been  so 
successful  that  the  compa¬ 
ny  is  expanding  the  net¬ 
work  to  its  suppliers. 

“Not  only  do  we  cut  our 
own  travel  time,  but  we 
forge  a  closer  link  to  sup¬ 
pliers,”  explains  Don  Au¬ 
gustin,  director  of  telecom¬ 
munications  network  ser¬ 
vices  at  the  St.  Louis-based 
company. 

The  strategic  use  of  com¬ 
munications  is  not  limited 
to  the  commercial  sector. 
Robert  Bursick,  director  of 
telecommunications  at 
Wayne  State  University  in 
Detroit,  says  the  college  is 
trying  to  use  communica¬ 
tions  to  increase  enroll¬ 
ment.  The  university 
placed  registration  infor¬ 
mation  at  the  local  high 


Levi  Strauss 
undertook  an 
EDI  project  to  • 
link  itself 
more  closely 
with  its 
suppliers. 


schools  so  that  guidance 
counselors  could  easily  ac¬ 
cess  it  on-line. 

A  particularly  successful 
use  of  a  strategic  communi¬ 
cations  application  was  ini¬ 
tiated  by  Decatur  Federal 
Savings  and  Loan  Associa¬ 
tion.  Douglas  Sappenfield, 
vice-president  of  opera¬ 
tions  at  the  Decatur,  Ga.- 
based  bank,  says  that  18 
months  ago  the  bank  in¬ 
stalled  a  voice-response 
unit. 

Previously,  a  six-person 
customer  service  depart¬ 
ment  handled  9,000  cus¬ 
tomer  inquiries  each 
month.  With  the  voice-re¬ 
sponse  unit,  the  number  of 
inquiries  rose  to  28,000  a 
month. 

Recently,  the  company 
added  a  second  voice-re¬ 
sponse  unit  and  the  number 
of  calls  swelled  to  48,000  a 
month.  “We  were  able  to 
use  technology  to  keep  our 
customers,  and  we  didn’t 
even  have  to  add  to  our 
staff,”  he  says. 

Information  for  this  re¬ 
port  was  collected  by  Net¬ 
work  World  staff  □ 
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BY  GARY  KERN 

Special  to  Network  World 


Communications  has  become  a 
resource  for  creatively  and  ener¬ 
getically  developing  corporate 
growth  potential  and  improving 
profitability.  But  with  this  oppor¬ 
tunity  comes  the  challenge  of  prop¬ 
erly  planning  and  budgeting  this 
resource. 

Budgeting  for  a  communications 
department  involves  considerably 
more  than  just  playing  with  num¬ 
bers.  It’s  a  complex,  intricate  pro¬ 
cess  that  requires  business,  techni¬ 
cal  and  personnel  skills.  The 
following  are  10  tips  for  communi¬ 
cations  managers  planning  depart¬ 
mental  budgets. 


Understand  the  business 

Developing  business  acumen  is  a 
key  element  of  budgeting.  In  es¬ 
sence,  budgeting  involves  plan- 
Continued  on  next  page 
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RISING  TO  THE  TASK 


From  previous  page 

ning,  and  planning  necessitates 

knowledge  of  the  business. 

Is  the  company  expanding,  cut¬ 
ting  back  in  some  areas,  restructur¬ 
ing,  or  has  it  reached  a  plateau?  Is 
the  company  in  an  industry  that’s 
newly  emerging,  still  growing  or 
mature?  What  are  the  company’s 
goals  and  objectives  for  1988?  How 
about  for  the  next  five  years? 
These  are  questions  managers 
should  be  asking.  They’re  crucial 
to  planning  how  resources  are  to 
be  deployed  in  communications. 
Communications  managers  must  be 
action-oriented  instead  of  reaction¬ 
ary  in  their  thinking. 

Forge  relationships 

Relationships  should  be  built  on 
three  fronts  - —  with  associates  in¬ 
side  one’s  company,  with  vendors 
and  with  colleagues  in  the  telecom¬ 
munications  field. 

Developing  a  personal  network 
within  one’s  company  can  enhance 
individual  knowledge  of  the  com¬ 
pany’s  activities.  If,  for  example, 
one  division  is  doing  poorly,  asso¬ 
ciates  may  be  able  to  shed  light  on 
why,  and  they  may  also  provide  in¬ 
sight  into  what  senior  management 
plans  to  do  about  it.  With  this 
knowledge,  managers  may  develop 
a  communications-related  plan 
that  can  help  achieve  management 
objectives  and  be  able  to  project 
properly  how  much  it’s  going  to 
cost. 

The  communications  manager 
should  have  developed  relation¬ 
ships  with  vendors  that  are  prima¬ 
ry  suppliers.  This  way,  vendors  get 
the  opportunity  to  understand  the 
customer’s  business  objectives  and 
budgeting  parameters  better,  and 
they’re  better  able  to  service  the 
account.  It  gives  vendors  insight 
into  what  customers  want  to  ac¬ 
complish.  Vendors  can  alert  buyers 
to  new  offerings  they  feel  can  meet 
customer  objectives.  This,  in  turn, 
will  help  managers  budget  for 
them.  Additionally,  if  vendors 
know  their  customers’  needs,  they 
can  bring  them  to  the  attention  of 
senior  vendor  management,  which 
may  speed  the  development  of  of¬ 
ferings  that  managers  are  awaiting 
and  willing  to  pay  for. 

Lastly,  developing  a  network  of 
industry  colleagues  will  provide  an 
opportunity  to  discuss  issues  and 
problems  with  peers.  Contacting 
other  users  who  have  overcome 
similar  problems  is  a  mutually  ben¬ 
eficial  experience;  one  user  gains 
insight  into  an  approach  and  cost 
of  solving  a  problem  —  something 
that  can  be  used  in  the  budgeting 
process  —  while  the  other  gets  the 
satisfaction  of  knowing  his  own 
creativity  and  insight  are  valuable 
to  others. 

Know  what  you’re  paying  for 

Communications  expenditures 
are  typically  the  third  largest  ex¬ 
pense  a  company  faces  overall. 
Ranking  behind  only  real  estate 
and  personnel,  communications  of¬ 
ten  represents  lA%  to  \Vz%  of  annu¬ 
al  sales.  Another  yardstick  equates 
communications  costs  to  5%  to  10% 
of  selling,  general  and  administra¬ 
tive  expenses.  Obviously,  the  more 
communications-intensive  a  busi¬ 


ness  is,  the  higher  these  ratios  will 
be. 

In  order  to  manage  an  expense 
of  this  magnitude  effectively,  it 
must  be  quantified.  This  type  of 
expense  gathering  should  be  top 
priority.  Chances  are  that  some 
misbillings  and  overbillings  will  be 
uncovered  and  rectified. 

Next,  analyze  expenditures.  For 
most  companies,  two  expense 
items  are  relatively  common:  First, 
long-distance  expenditures  account 
for  the  bulk  of  overall  costs;  sec¬ 
ond,  data  communications  costs 
are  the  fastest  rising  item. 

Step  back  and  scrutinize  these 
expenses.  Where  do  most  of  the 
calls  go?  Are  they  intracompany? 
Intra-local  access  and  transport 
area?  Are  the  most  cost-effective 
routing  techniques  being  used?  Is 
the  choice  of  carriers  cost-effective 
or  just  convenient?  If  overall  long¬ 
distance  costs  have  declined,  are 
the  company’s  expenses  following 
suit?  Or  have  they  gone  up?  If  so, 
why?  Review  current  call-account¬ 
ing  techniques  —  do  they  provide 
the  information  needed,  not  only  to 
track  expenses  but  also  to  project 
them?  If  not,  determine  what’s 
needed  to  maintain  better  control, 
and  budget  for  it. 

Find  out  where  data  communica¬ 
tions  dollars  are  being  spent.  Are 
local-area  networks  being  used? 
Are  they  cost-effective?  Do  they 
contribute  to  increased  productivi¬ 
ty,  or  are  they  in  existence  for  oth¬ 
er  reasons?  Are  those  reasons  valid 
from  a  business  perspective? 

If  data  communications  has 
made  a  significant  impact  on  cer¬ 
tain  areas  of  company  perfor¬ 
mance,  review  this  with  the  de¬ 
partments  that  have  been  most 
affected.  Find  out  where  produc¬ 
tivity  and  performance  have  in¬ 
creased,  and  use  this  information 
to  project  how  data  communica¬ 
tions  might  be  used  in  other  areas 
of  the  company.  Gain  the  concur¬ 
rence  of  the  other  department 
heads,  and  budget  for  this  in¬ 
crease.  Preselling  is  a  major  aspect 
of  budgeting. 

Develop  wiring  standards 

Wiring  is  pervasive.  Most  com¬ 
panies  don’t  know  how  much  wir¬ 
ing  they’ve  got  and  what  it  costs. 
They  either  can’t  or  don’t  account 
for  it,  or  they  have  the  cost  hidden 
somewhere  else. 

A  program  should  be  developed 
to  control  this.  One  approach  is  to 
identify  each  new  cable  as  it’s  in¬ 
stalled;  likewise,  as  coaxial  cables 
become  disconnected,  users  might 
w'ant  to  have  them  physically  re¬ 
moved  and  placed  in  inventory. 
This  will  eliminate  the  “spaghetti” 
syndrome  and  allow  reuse  of  ca¬ 
bles  to  avoid  buying  new  cabling 
the  next  time  it’s  needed. 

Users  planning  major  installa¬ 
tions  might  want  to  investigate 
buying  cable  in  bulk.  Also,  if  the 
lengths  of  individual  cable  runs 
are  known,  get  prices  for  having 
the  cable  precut  and  the  connec¬ 
tors  installed  before  delivery.  The 
savings  potential  of  this  is  enor¬ 
mous. 

Cost  center  or  profit  center? 

In  addition  to  categorizing  and 


optimizing  costs,  consideration 
must  be  given  to  whether  commu¬ 
nications  is  budgeted  for  as  a  cost 
center  or  as  a  profit  center. 

With  a  cost  center,  managers 
need  to  know  what  aspects  of  com¬ 
munications  can  best  serve  compa¬ 
ny  needs.  If,  for  example,  there  are 
applications  in  emerging  technol¬ 
ogies  that  might  prove  beneficial 
to  overall  company  objectives  and 
goals,  managers  may  want  to  bud¬ 
get  some  research  dollars  to  allow 
further  investigation  and  some 
field  tests  where  viable.  If  this  is 
the  case,  develop  a  research  and 
development  budget  and  build  a 
business  case  for  this  funding. 

On  the  other  hand,  if  communi¬ 
cations  is  considered  a  profit  cen¬ 
ter,  expenses  should  be  kept  as  low 
as  possible,  and  methods  should  be 
devised  to  recoup  communications 
costs  from  various  divisions  in  the 
company. 

One  avenue  to  pursue  is  a  good 
cost-accounting  program.  Develop 
a  standard  chargeback  approach 
for  such  items  as  equipment,  long¬ 
distance  usage,  computer  time  and 
so  on.  Make  a  profit  on  each  ser¬ 
vice,  but  keep  costs  competitive. 
Factor  in  the  added  value  provided 
by  managing  services  while  still 
pricing  them  less  than  what  they 
would  cost  users  to  get  outside  the 
company.  Seek  advice  from  col¬ 
leagues  in  other  companies  that 
have  done  this,  and  talk  to  corpo¬ 
rate  financial  and  accounting  peo¬ 
ple  to  get  their  insights. 

Account  for  tax  effects 

The  Tax  Reform  Act  of  1986  had 
a  significant  impact  on  telecom¬ 
munications  equipment.  According 
to  Jim  Flood,  tax  manager  for  Coo¬ 
pers  &  Lybrand,  there  are  three 
main  points  of  which  the  communi¬ 
cations  manager  should  be  cogni¬ 
zant: 

■  The  Investment  Tax  Credit  (ITC) 
has  been  eliminated. 

■  Telecommunications  equipment, 
for  the  most  part,  must  now  be  de¬ 
preciated  over  seven  years  instead 
of  five. 

■  “Qualified  technology  equip¬ 
ment”  is  assigned  a  five-year  treat¬ 
ment.  This  means  that  new  private 
branch  exchanges  are  going  to  be 
treated  differently  than  refur¬ 
bished  or  used  ones,  and  key  sys¬ 
tems  may  be  looked  at  in  a  differ¬ 
ent  light  than  hybrid  or  electronic 
key  systems.  Before  buying,  check 
with  company  financial  experts  to 
determine  which  depreciation 
schedule  should  be  used. 

These  tax  changes  will  weigh 
heavily  in  the  decision  to  lease  or 
purchase  telecommunications 
equipment.  Because  leasing  firms 
could  previously  take  advantage  of 
the  ITC,  their  lease  rates  could  re¬ 
flect  this  and  be  quite  attractive. 
Now,  with  the  ITC  eliminated, 
leasing  may  not  be  as  favorable. 

Managers  planning  to  acquire 
equipment  next  year  should  be  fa¬ 
miliar  with  the  implications  of 
leasing  vs.  purchasing  and  with 
the  way  the  equipment  is  depreci¬ 
ated  from  both  financial  and  oper¬ 
ational  aspects. 

Develop  a  core  organization 

Just  as  a  building  needs  a  solid 


foundation,  a  communications  de¬ 
partment  requires  a  solid  core 
team.  The  key  to  this  is  in  the  de¬ 
sign  of  the  department:  Recognize 
and  provide  for  core  requirements 
—  technical,  administrative  and 
general  know-how. 

The  number  of  people  in  the  de¬ 
partment  and  the  level  of  expertise 
in  each  area  are  dependent  on  such 
parameters  as: 

■  Overall  communications  expense. 

■  Number  of  locations  being  man¬ 
aged. 

■  Future  company  plans,  such  as 
acquisitions. 

The  communications  depart¬ 
ment’s  success  is  dependent  upon 
the  manager’s  ability  to  find  and 
retain  good  people.  To  accomplish 
this,  career  paths  should  be  devel¬ 
oped  for  each  discipline  in  the  de¬ 
partment.  Good  communications 
people  today  are  similar  to  engi¬ 
neers  in  the  late  1960s  and  com¬ 
puter  programmers  of  the  1970s  — 
they’re  in  demand,  hard  to  find 
and  more  apt  to  be  loyal  to  the  pro¬ 
fession  than  to  a  particular  compa¬ 
ny.  They  often  jump  ship  when  an¬ 
other  company  offers  them  a  few 
dollars  more.  But  the  main  reason 
they  leave  isn’t  always  just  to  get 
the  extra  compensation.  It  may  be 
they  don’t  see  a  career  path  in 
front  of  them,  and  they  go  else¬ 
where  to  find  one. 

Try  to  keep  good  people.  Be  cog¬ 
nizant  of  what  industry  pay  scales 
are.  Find  out  what  makes  people 
tick  and  what  they  want  from 
their  jobs,  and  incorporate  the  im¬ 
plications  of  this  in  departmental 
budgeting.  It  may  mean  requesting 
extra  funds  for  bonuses,  seminars, 
raises  and  other  items,  but  it’s 
much  less  expensive  than  going 
through  costly  turnovers  —  espe¬ 
cially  those  involving  key  people. 

Proper  budgeting  involves  the 
development  of  a  department  that 
complements  company  goals  and 
objectives  while  providing  a 
healthy  working  environment.  It 
also  involves  the  building  of  a  busi¬ 
ness  case  to  sell  this  package  to  se¬ 
nior  management. 

Assess  your  strengths 

There’s  a  delicate  balance  be¬ 
tween  managing  and  doing.  Most 
managerial  time  should  be  con¬ 
cerned  with  the  business  aspect  of 
the  job,  not  the  technical  end. 
Technically  oriented  managers 
should  surround  themselves  with 
administrative  types.  Conversely, 
business-oriented  managers  should 
be  certain  to  allow  for  necessary 
technical  support. 

This  introspective  analysis  is  an 
important  part  of  the  budgeting 
process.  Recognize  personal 
strengths  and  weaknesses,  consid¬ 
er  the  corporate  goals  and  objec¬ 
tives  as  well  as  personal  goals,  and 
then  budget  for  what  will  be  neces¬ 
sary  to  get  the  job  done. 

Budget  for  outside  help 

All  too  often,  communications 
departments  try  to  to  handle  all 
contingencies.  This  creates  a  fat 
staff  whose  productivity  and  use¬ 
fulness  is  wide  open  for  criticism 
in  lean  times.  If,  for  example, 
equipment  changes  are  planned  for 
Continued  on  page  44 
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The  route  to  multivendor  con¬ 
nectivity  is  liberally  strewn  with 
problems  for  users,  primarily  be¬ 
cause  computer  system  vendors’ 
ideas  of  what  constitutes  openness 
vary  so  widely. 

Network  World's  analyses  of 
nine  major  vendors’  systems  over 
the  past  few  months  indicate  that 
Hewlett-Packard  Co.  leads  the 
pack  in  terms  of  current,  overall 
support  of  Open  Systems  Intercon¬ 
nect  (OSI)  standards.  Indeed,  hav¬ 
ing  been  the  first  computer  maker 
to  abandon  its  proprietary  archi¬ 
tecture  in  favor  of  the  emerging 


OSI  protocol  stack,  HP  is  betting  its 
future  on  standards. 

The  current  leader  in  terms  of 
IBM  connectivity,  however,  is  Data 
General  Corp.,  a  company  that  lags 
behind  HP  in  fully  embracing  OSI. 
Apple  Computer,  Inc.,  in  turn,  ex¬ 
cels  in  cooperating  with  third-par¬ 
ty  software  vendors. 

Nearly  every  computer  vendor 
has  staked  out  a  connectivity 
niche,  however  narrow,  in  which  it 
can  claim  superiority.  Therefore, 
it’s  difficult  —  and  perhaps  point¬ 
less  —  to  determine  which  vendor 
is  the  most  open  in  a  universal 
sense.  It’s  up  to  users  to  find  out 
which  networking  applications  call 
for  a  particular  vendor’s  unique 
brand  of  openness. 


In  the  skeptical  view  of  Dale 
Kutnick,  an  executive  vice-presi¬ 
dent  with  Stamford,  Conn. -based 
Gartner  Group,  Inc.,  “No  one  is 
good  at  multivendor  connectivity 
today.  If  I  had  to  pick,  I  would  say 
that,  in  a  year,  HP  would  be  the 
vendor  to  watch.  HP,  more  than 
the  others,  is  making  moves  to¬ 
ward  openness  and  standards,  and 
it’s  backing  those  moves  with  mon¬ 
ey.” 

In  assessing  the  relative  open¬ 
ness  of  a  computer  system  environ¬ 
ment,  it’s  necessary  to  answer  sev¬ 
eral  key  questions.  To  how  many 
competing  systems  does  the  vendor 
offer  connectivity,  and  at  what 
level  is  that  connectivity  provided? 

Continued  on  next  page 
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From  previous  page 
Does  the  vendor  also  support 
third-party  efforts  to  link  its  sys¬ 
tems  to  those  of  competitors?  Fi¬ 
nally,  does  the  vendor  provide  us¬ 
ers  with  a  smooth  and  relatively 
inexpensive  migration  path  toward 
full  support  of  OSI  standards? 

Interim  solutions 

While  all  major  computer  ven¬ 
dors  profess  to  support  the  seven- 
layer  OSI  communications  archi¬ 
tecture,  none  can  support  it  fully 
today.  This  is  because  key  proto¬ 
cols  at  Layers  3,  6  and  7  are  still 
one  to  two  years  away  from  be¬ 
coming  fully  approved  internation¬ 
al  standards. 

In  the  meantime,  vendors  must 
either  implement  a  “pseudo-OSI” 
architecture  by  making  guesses  as 
to  the  final  form  of  the  unfinished 
protocols  or  use  an  interim  archi¬ 
tecture,  such  as  Transmission  Con¬ 
trol  Protocol/Internet  Protocol. 

TCP/IP  is,  without  doubt,  the 
most  popular  interim  architecture. 
It’s  the  basis  for  many  third-party 
connectivity  products  and  is  sup¬ 
ported  in  one  form  or  another  by 
all  major  vendors  except  Tandem 
Computers,  Inc.  and  Wang  Labora¬ 
tories,  Inc.,  both  of  which  intend  to 
offer  TCP/IP  products  in  the  fu¬ 
ture.  Digital  Equipment  Corp.  sup¬ 
ports  TCP/IP  under  Ultrix,  the 
DEC  version  of  Unix,  but  not  under 
the  VAX  VMS  operating  system. 

“In  the  next  few  years,  OSI  con¬ 
nectivity  will  be  confined  to  the 
lower  layers,”  says  Dave  Terrie, 
president  of  NewPort  Consulting,  a 
computer  and  communications  con¬ 
sulting  firm  in  Scituate,  Mass. 
‘‘What  you  really  need  today  in  the 
multivendor  environment  is 
TCP/IP.  There’s  a  lot  of  stuff  to 
market  with  OSI,  but  users  can’t 
use  it.  If  the  vendor  is  using 
TCP/IP,  the  user  can  expect  to  be 
able  to  plug  into  about  100  differ¬ 
ent  vendors  with  some  degree  of 
interoperability.” 

On  the  strength  of  its  large  in¬ 
stalled  base  of  proprietary  Systems 
Network  Architecture  networks, 
IBM  is  the  only  vendor  in  a  posi¬ 
tion  to  downplay  TCP/IP,  drag  its 
feet  on  OSI  and  depend  on  other 
vendors  to  develop  high-level  links 
directly  into  its  systems  environ¬ 
ment.  All  vendors  discussed  in  Net¬ 
work  World's  Open  Systems  series 
have  invested  heavily  in  providing 
links  to  Big  Blue’s  systems. 

DEC’s  rapid  growth  may  soon 
put  it  in  a  position  similar  to  that 
of  IBM.  HP,  with  a  product  called 
Network  Services  for  the  DEC  VAX 
Computer,  has  already  moved  to 
provide  sophisticated  DEC-specific 
connectivity.  The  burgeoning 
third-party  DEC  connectivity  mar¬ 
ket  will  no  doubt  induce  other  sys¬ 
tems  vendors  to  follow  HP’s  lead 
and  develop  their  own  high-level 
DEC  links. 

Beyond  connections  to  IBM  and 
DEC,  however,  computer  vendors 
prefer  not  to  provide  high-level 
links  to  competitors’  systems.  Us¬ 
ers  with  diverse  multivendor  envi¬ 
ronments  wanting  more  than  basic 
terminal  emulation  and  protocol 
conversion  must  either  develop 
such  links  themselves  or  seek  out 
connectivity  products  offered  by 


third-party  vendors. 

Assessing  IBM  connectivity 

Industry  experts  differ  in  their 
assessments  of  vendors’  IBM  con¬ 
nectivity.  Terrie  calls  the  IBM  con¬ 
nectivity  game  a  two-horse  race 
between  DG  and  Wang.  HP  is  nip¬ 
ping  at  their  heels,  and  DEC  lags 
behind  HP,  he  says. 

‘‘Those  four  vendors  all  have 
upper  level  gateways  connecting  to 
IBM.  DEC  makes  a  lot  of  noise;  but 
in  key  areas,  it  hasn’t  delivered. 
DEC  lacks  both  [Professional  Of¬ 
fice  Systems]  and  full-function 
[Systems  Network  Architecture 
Distribution  Services]  support,” 
Terrie  says. 

Another  important  aspect  of 
IBM  connectivity,  Terrie  empha¬ 
sizes,  is  the  ability  to  piggyback  on 
SNA,  which  he  says  DG  does  well. 
DG  allows  users  to  implement  SNA 
transport  protocols  as  a  substitute 
for  DG  transport  protocols.  DG 
data  is  sent  across  the  network  as 
if  it  were  SNA  data  and  is  then  un¬ 
wrapped  and  presented  to  the  DG 
machine.  Terrie  explains  that  this 
method  obviates  the  need  for  sepa¬ 
rate  lines  for  DG  and  other  traffic. 
“DEC  is  saying  it  doesn’t  need 
SNA,  although  I  think  it  would 
help  them  strategically  to  support 
it,”  Terrie  concludes. 

Mike  Braude,  a  corporate  vice- 
president  at  Gartner  Group,  ranks 
Tandem  No.  1  in  IBM  connectivity. 
“The  only  requirement  they 
haven’t  met  yet  is  for  cooperative 
processing  between  their  machines 
and  IBM’s,”  he  says. 

Tandem’s  SNA  Access  Services 
Software  (SNAX)  products  support 
a  wide  variety  of  IBM  protocols,  in¬ 
cluding  LU  0  through  4,  as  well  as 
LU  6.2.  Tandem  also  offers  a  di¬ 
rect,  high-speed  channel  attach¬ 
ment  between  its  systems  and  SNA 
hosts.  However,  the  company  does 
not  yet  support  PU  2.1  or  SNADS. 

DEC  again  trails  the  competition 
in  the  eyes  of  John  McCarthy,  di¬ 
rector  of  the  Professional  Automa¬ 
tion  Report  with  Forrester  Re¬ 
search,  Inc.  in  Cambridge,  Mass.  He 
gives  DG,  Wang,  Tandem  and  HP 
high  marks,  noting  that  DG  is  the 
only  vendor  among  them  to  sup¬ 
port  PU  2.1  today.  “DEC  is  a  layer 
below  those  four,  because  it  has  no 
PROFS  for  All-In-1,  unless  you  go 
to  a  third  party,”  he  says. 

“Wang  is  moving  very  aggres¬ 
sively  with  its  Professional  Appli¬ 
cation  Creation  Environment 
(PACE)  connection  products, 
which  will  hook  up  high-level  IBM 
data  bases.  Ultimately,  I  think  that 
product  will  be  very  important,” 
McCarthy  adds. 

But  while  Terrie  and  McCarthy 
denigrate  DEC’s  IBM  connectivity, 
a  third  expert  says  he  finds  DEC 
superior  to  its  competitors.  Thom¬ 
as  J.  Routt,  president  of  Network 
Systems  Consulting  in  Seattle, 
says,  “Clearly,  PROFS  is  impor¬ 
tant,  but  DISOSS  is  IBM’s  flagship 
office  automation  implementation 
product  at  this  time.  Out  of  these 
vendors  [in  Network  World's  Open 
Systems  series],  DEC  is  the  most 
aligned  to  IBM’s  SNA  through  gate¬ 
ways.  DEC  has  DEC-SNA  gate¬ 
ways,  which  provide  users  with  a 
number  of  advantages.  The  compa¬ 


ny  supports  LU  6.2  and  [Document 
Interchange  Architecture],  SNA  LU 
1,  2  and  3  emulation  to  the  IBM 
world,  VAX  application  access  into 
IBM  DISOSS  applications  and  IBM 
3270  access  to  VAX  applications.” 

Third-party  vendor  support 

During  the  long  journey  down 
the  open  road,  vendors  can  make 
multivendor  connectivity  easier  by 
providing  third  parties  with  prod¬ 
uct  specifications  that  facilitate 
the  development  of  bridging  prod¬ 
ucts.  This  can  be  accomplished  by 
licensing  source  code,  publishing 
specifications  or  providing  pro¬ 
gramming  interfaces  to  third-party 
software  vendors.  However,  while 
some  vendors  provide  source  code 
to  customers  under  limited  circum¬ 
stances,  they’re  loath  to  share  it 
with  third  parties. 

Application  program  interfaces 
may  be  more  in  evidence,  but 
“there’s  a  world  of  difference  be¬ 
tween  publishing  interfaces  and  li¬ 
censing  code,”  Terrie  says.  “IBM 
publishes  a  lot  of  interfaces,  but  it 
takes  people  quite  a  while  to  figure 
out  how  to  use  them.  IBM  will  al¬ 
ways  make  sure  it  hits  the  avail¬ 
ability  window  first.” 

Routt  defends  IBM’s  cooperation 
with  third-party  vendors.  “IBM 
has  published  application  program 
interfaces  for  its  SNA  architecture, 
LU  6.2,  Node  Type  2.1,  SNADS, 
DIA  and  Distributed  Data  Manage¬ 
ment  and  Management  Services  Ar¬ 
chitecture.  Anyone  with  those 
specifications  is  in  a  position  to  de¬ 
velop  products  around  them.” 

Apple  outshines  IBM  and  the 
rest  of  the  field  when  it  comes  to 
cooperation  with  third-party  ven¬ 
dors.  This  comes  as  no  surprise, 
since  any  maker  of  non-IBM-com- 
patible  personal  computers  must 
nurture  a  thriving  community  of 
third-party  software  developers. 

John  Neumann,  a  senior  vice- 
president  with  Vienna,  Va. -based 
Omnicom,  Inc.,  says  he  thinks  the 
most  that  can  be  expected  from 
any  vendor  is  that  it  publish  its  in¬ 
terfaces.  Omnicom  is  a  developer 
of  OSI  software,  and  Neumann 
says  that,  in  his  experience,  all 
vendors  are  interested  in  partici¬ 
pating  in  OSI  development. 

“We  have  tested  our  OSI  soft¬ 
ware  only  with  DEC  and  IBM  in 
Europe,  but  my  sense  is  that  all  the 
vendors  are  working  closely  with 
each  other  to  achieve  interoperabi¬ 
lity,”  he  said. 

Migration  to  OSI 

What  OSI  compatibility  means 
today,  and  what  purpose  it  serves 
today,  are  highly  debatable.  While 
vendor  OSI-based  products  will  en¬ 
able  disparate  systems  to  commu¬ 
nicate,  those  communications  will 
never  take  place  in  a  manner  as  so¬ 
phisticated  as  communications  in  a 
single  vendor’s  systems  environ¬ 
ment.  And  vendors  will  still  at¬ 
tempt  to  distinguish  themselves  by 
developing  proprietary  applica¬ 
tions  with  greater  functionality 
than  can  be  obtained  through  the 
OSI  architecture. 

Therefore,  users  hoping  to  com¬ 
municate  at  high  levels  between 
disparate  systems  without  losing 
anything  in  the  translation  are 


doomed  to  disappointment. 

“You  want  vendors  to  keep 
building  proprietary  applications,” 
McCarthy  observes.  “Those  are 
controlled  by  one  vendor,  which 
means  they’ll  evolve  a  lot  faster 
for  general  use  than  a  standard 
that  has  to  be  thrashed  out  by  30 
companies  in  a  standards  body.” 

Still,  OSI-based  connectivity 
products  will  be  invaluable  to  us¬ 
ers  who  must  integrate  multiven¬ 
dor  networks.  Despite  DEC’s  ad¬ 
vertisements  to  the  contrary,  no 
single  vendor  will  ever  have  it  all. 
OSI  gateways  look  like  the  best  so¬ 
lution  for  users  whose  applications 
dictate  a  multivendor  networking 
approach. 

The  premier  vendor  in  terms  of 
OSI  compatibility  today,  HP,  has 
phased  out  its  proprietary  archi¬ 
tecture  in  favor  of  a  completely 
OSI-based  solution.  Where  interna¬ 
tional  standards  are  undefined,  HP 
has  implemented  de  facto  stan¬ 
dards,  such  as  TCP/IP,  as  interim 
measures.  Migrating  to  OSI  was  a 
matter  of  survival  for  HP,  which 
lacks  the  resources  to  pursue  pro¬ 
prietary  connections  to  both  IBM 
and  DEC  environments. 

HP  isn’t  the  only  vendor  push¬ 
ing  OSI  solutions,  however.  Net¬ 
work  Systems  Consulting’s  Routt 
puts  DEC  and,  surprisingly,  IBM  at 
the  top  of  his  OSI-compatibility 
list.  “DEC  probably  tops  the  list 
with  its  [Digital  Network  Architec¬ 
ture]  Phase  5  implementations.  It 
was  the  first  company  to  state  a 
strategic  alignment  in  its  future 
products  to  OSI.  But  IBM  has  done 
a  lot  in  that  area  as  well.  Until  two 
years  ago,  that  wouldn’t  have  been 
true,  but  since  then  IBM  has  intro¬ 
duced  21  separate  OSI  products 
that  range  in  support  from  X.400 
to  [File  Transfer  and  Access  Meth¬ 
od]  to  [Manufacturing  Automation 
Protocol].” 

While  all  nine  vendors  surveyed 
by  Network  World  have  stated 
their  intent  to  support  the  X.400 
electronic  messaging  standard, 
only  three  vendors  have  products 
available  now.  DEC  is  the  only 
vendor  with  an  X.400  product 
available  in  the  U.S.;  HP’s  and 
IBM’s  similar  products  are  offered 
in  Europe  only. 

X.400  is  actually  a  CCITT  stan¬ 
dard,  but  International  Standards 
Organization  technical  committees 
have  endorsed  it,  suggesting  that  it 
will  become  part  of  the  OSI  stack. 
Routt  anticipates  IBM’s  peer-to- 
peer  communications  protocol,  LU 
6.2,  will  meet  the  same  fate.  “IBM 
has  been  defeated  a  few  times  in 
attempts  to  make  LU  6.2  a  Layer  6 
and  7  standard,”  Routt  says,  “but  I 
think  it’ll  be  successful  with  the 
third  attempt.”  LU  6.2,  he  says,  is 
a  superior  general-purpose  inter¬ 
program  protocol. 

But  while  IBM  proclaims  OSI 
support  and  is  participating  in  the 
standards-making  process,  only  in 
Europe  has  it  introduced  products 
that  conform  to  all  seven  layers  of 
the  OSI  reference  model.  Current¬ 
ly,  it  sells  products  that  conform 
only  to  the  model’s  lower  three 
layers  in  the  U.S.  IBM  says  domes¬ 
tic  demand  for  OSI  is  lacking;  it 
has  no  plans  to  introduce  its 
Continued  on  page  44 


Codex  offers  Ti  users 

something  totally  new 
and  unexpected. 


Peace  of  mind. 

Its  unexpected,  because 
even  with  the  tremendous 
performance  and  economies 
of  TI  transmission,  its  only 
natural  to  worry  about  the 
worst  that  can  happen. 
Downtime,  plain  and 
simple. 

Now  Codex  helps 
alleviate  this  fear  by 
offering  the  most 
resilient  and  reliable 
Tl  product  on  the 
market  today.  So 
the  worst  that 
can  happen, 
can’t. 

Introducing 
the  Codex  6290 
Integrated  Digital 
Exchange. 

By  utilizing 


the  lifeblood  of  your  net¬ 
work  flows  through  your  Tl 
links.  So  the  Codex  6290 
employs  a  revolutionary  high 
speed  packet  technology, 
specifically  designed  to 
keep  even  the  most 
complex  network  up 
and  running  under 
critical  conditions. 
So  now  you 
can  get  the  ben¬ 
efits  of  both 
traditional 
packet 
switching 
and  circuit 
switching 
techniques. 
Including 
high  through¬ 
put  and 
superior  toll 


Network  Resiliency-  i. 

With  an  economical  comprehensive  redun-  quality  VOlCe 

dancy  scheme, self diagnostic  md self-  transmission. 

_  -  healing  capabilities,  the  Codex  6290  allows  Air 

CodeX  Can  now  your  system  to  immediately  and  automatically  And  Of 

offer  you  both 


a  totally  new 
Tl  technology, 


incredible  reliability  and  incred¬ 
ible  savings  (often  exceeding 
30%  in  Tl  line  costs). 

We  understand  that 


Fast  Packet 
Technology  - 

With  this  revolutionary 
new  technology,  informa' 
tion  is  “addressed,”  so  even 
if  it  encounters  a  failed  Tl 
circuit  a  “packet”  willautO' 
matically  reroute  to  its  final 
destination. 
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course  the 

Codex  6290  is  backed 
by  our  worldwide  cus¬ 
tomer  support  and 
service  organization. 

The  Codex  6290  is  just 
one  of  many  steps  were  taking 
^  to  improve  digital  network 
performance.  But  what 
else  would  you  expect 


from  the  company  with  over  25 
years’  experience  solving  com¬ 
plex  networking  problems? 

Voice  Compression  =  More  Cost  Savings  - 

The  Codex  6290  provides  4  to  1  voice  compression,  so 
you  get  twice  as  much  channel  capacity  without  sacri' 

ficing  voice 
quality.  That 
translates 
into  savings 
often  exceed' 
ing30%  in 
Tl  line  costs. 


For  more  information,  call 

1-800-4264212,  Ext  7202, 

In  Europe,  call  32-2-6608980. 
Or  write  Codex  Corporation, 
Dept.  707-202,  Maresfield  Farm, 
7  Blue  Hill  River  Road,  Can¬ 
ton,  MA  02021-1097.  And  let 

us  prove  just  how  great  your 
expectations  can  be. 


Networking 
Expertise  - 

No  matter  how  com' 
plexyourTl  network, 
the  Codex  6290  can 
help  it  run  more  cost 
efficiently  and  reliably. 
And  Codex  will  help 
you  with  complete 
design,  installation, 
applications  and 
training  support. 


codex 


MOTOROLA 


The  Networking  Experts 


©  1987  Codex  Corporation.  Motorola  and  0  are  registered  trademarks  of  Motorola,  Inc.  Codex  is  a  registered  trademark  of  Codex  Corporation. 

Sales  offices  in  more  than  40  countries  worldwide.  In  Europe  call  32-2-6608980,  in  Canada  416-793-5700,  in  the  Far  East  852-5-666706  (in  Japan  81-3-5848101),  in  the  Americas  617-364-2000. 
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Who’s  most  open 
of  them  all? 

continued  from  page  42 

other  products  in  the  U.S.  soon. 

Current  OSI  problems 

There  are  still  other  elements  to 
be  reckoned  with  in  the  OSI  equa¬ 
tion.  Omnicom’s  Neumann  points 
out  that  the  industry  still  has  to 
wrestle  with  interface  specifica¬ 
tions,  which  are  nonexistent  to¬ 
day,  before  interoperability  can  be 
achieved  at  the  application  level. 
“My  interface  at  the  top  is  differ¬ 
ent  from  [OSI  software  vendor] 
Retix’s,  DEC’S,  Tandem’s  and  ev¬ 
eryone  else’s.  There  won’t  be  any 
communication  among  applications 
until  we  establish  interface  specifi¬ 
cations,”  Neumann  says;  he  does 
not  expect  that  to  happen  soon. 

Terrie  sees  another  wrench  in 
the  OSI  works.  He  says  that  con¬ 
sensus  standards,  which  are  gener¬ 
ally  agreed  on  outside  of  interna¬ 
tional  standards  bodies,  factor 
heavily  into  future  connectivity 
solutions.  Examples  include  Sun 
Microsystems,  Inc.’s  Open  Net¬ 
working  Environment,  which  in¬ 
cludes  the  Network  File  System 
file-sharing  protocol,  Apollo  Com¬ 
puter,  Inc.’s  Network  Computing 
Forum  and,  of  course,  TCP/IP. 

“The  consensus  standards  move¬ 
ment  says  we  agree  we  can  address 
this  need  with  this  product,  and 
we’ll  all  implement  it,  and  boom, 
it’s  done.  To  some  degree,  I  think 
consensus  standards  will  obviate 
some  of  the  need  for  OSI  protocols, 
because  such  standards  will  offer 
much  better  functionality,”  Terrie 
says. 

“At  the  same  time,  consensus 
standards  are  being  developed 
with  an  eye  toward  enabling  mi¬ 


gration  to  OSI  when  OSI  becomes 
fully  functional.” 

Who  foots  the  bill? 

There’s  still  a  gap  between  com¬ 
munications  architectures  today 
and  OSI,  and  someone  has  to  pay 
for  the  transition.  Vendors,  of 
course,  are  fronting  the  substantial 
research  and  development  costs  as¬ 
sociated  with  the  transition  from  a 
closed,  proprietary  architecture  to 
one  supporting  OSI.  So  some  ven¬ 
dors  find  it  unreasonable,  even  ab¬ 
surd,  to  suggest  they  also  shoulder 
the  cost  of  providing  upgrades  to 
migrate  their  user  bases  to  OSI. 

As  far  as  one  Wang  representa¬ 
tive  is  concerned,  “It  is  the  user’s 
decision  to  upgrade  [to  OSI],  so  the 
user  pays  for  that.”  A  Tandem 
spokesman  says  that  whether  or 
not  it  charges  for  OSI  upgrades 
will  vary  on  a  case-by-case  basis. 

Joanne  Womboldt,  Prime  Com¬ 
puter,  Inc.’s  senior  manager  of 
communications  systems  market¬ 
ing,  states  that  much  of  the  same 
hardware  will  be  usable  as  custom¬ 
ers  upgrade  to  OSI  compatibility, 
but  users  will  be  charged  for  com¬ 
pletely  new  software  necessary  to 
migrate  to  OSI.  “Once  customers 
have  an  OSI  stack,  they’ll  get  up¬ 
grades  to  it  free  as  part  of  their 
maintenance  contract.” 

Steve  Wendler,  DEC’s  marketing 
manager  for  DECnet/OSI,  says 
DEC’S  customer  base  won’t  be 
charged  for  most  changes  along  the 
migration  path.  “DECnet  Phase  5 
customers  will  migrate  without 
charge.  That’s  at  OSI  Layers  1 
through  4,  which  is  what  we’re  in¬ 
tegrating  into  DECnet/OSI  Phase 
5,”  he  says.  “For  OSI-based  appli¬ 
cations,  users  might  have  to  pay  an 
additional  license  fee  for  applica¬ 
tions  like  FTAM,  but  it  would  be  a 
fairly  nominal  charge.  OSI  Layers 


5,  6  and  7  will  probably  be  pack¬ 
aged  as  separate  products.  We  may 
also  bundle  Layers  5,  6  and  7  into 
Phase  5  products,  but  we  haven’t 
made  a  final  decision  on  that  yet.” 

When  one  captures  a  glimpse  of 
the  real  OSI  world,  it  isn’t  quite  the 
utopia  it’s  been  cracked  up  to  be. 
But,  in  the  end,  Routt  observes,  the 
purpose  of  OSI  is  not  “to  define 
how  native  applications  within 
each  vendor’s  system  should  be¬ 
have,  but  to  evolve  toward  a  posi¬ 
tion  where  there  exists  a  common 
reference  for  multiple  heteroge¬ 
neous  vendors  to  support  commu¬ 
nications  between  their  real  appli- 


Rising  to  the  task 

continued  from  page  40 

next  year  and  managers  aren’t 
quite  sure  of  all  the  tax  ramifica¬ 
tions,  they  may  want  to  budget  for 
outside  professional  help. 

The  cost  of  an  expert  in  this 
area  will  eliminate  guesswork  and 
ensure  that  a  sound  financial  deci¬ 
sion  is  made. 

Likewise,  if  department  staff  is 
weak  in  some  areas,  it  may  be  more 
cost-effective  to  use  outside  re¬ 
sources  than  to  hire  additional  per¬ 
sonnel. 

When  to  go  outside 

A  good  rule  of  thumb  to  follow 
regarding  the  use  of  consultants 
and  outside  personnel  is  to  use 
them: 

■  When  personal  expertise  is  lack¬ 
ing. 

■  When  operating  on  a  deadline 
that  department  staff  can’t  meet. 

■  If  the  cost  of  using  outside  help  is 
determined  to  be  less  than  the  cost 


Pro 
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nent  in  a  CBX  II  system.  If  you  de¬ 
cide  to  upgrade  to  get  the  new 
technology  and  capabilities,  you 
need  to  swap  only  the  CBX  II  box 
itself. 

While  some  may  complain  this 
represents  a  “forklift”  upgrade, 
the  CBX  controller  usually  is  only 
30%  to  40%  of  the  total  communi¬ 
cations  system  investment.  Tele¬ 
phones,  other  desktop  devices,  all 
wiring  and  all  application  software 
remain  usable.  These  components 
are  critical,  as  they  represent  a  sig¬ 
nificant  cost  and  affect  whether  or 
not  retraining  of  telephone  users  is 
necessary. 

Those  who  characterize  the 
9751  as  a  disappointment  are 
shortsighted.  They  aren’t  consider¬ 
ing  that  there  will  be  a  9752,  9753, 
9754  and  so  on  through  software 
enhancements  to  the  9751.  These 
won’t  be  available  on  the  CBX  II. 
The  features  and  applications 
some  expected  in  the  9751  will 
likely  surface  as  enhancements  in 
the  future. 

Along  with  special  pricing  in¬ 
centives  for  CBX  II  8000  and  9000 
customers  with  systems  installed 
since  January  1986  and  with  plans 
to  install  a  9750  series  CBX  in  the 
next  two  years,  an  upgrade  to  the 
9751  may  be  an  attractive  deal  — 
and  worth  consideration.  □ 


Letters: 


Editor: 

A  recent  article,  “Attempts 
don’t  count”  (AW,  Oct.  12),  has 
caused  concern  from  our  view¬ 
point. 

In  the  article,  it  is  stated  that 
the  [Northern  Telecom,  Inc.]  Me¬ 
ridian  SL-1XT  is  a  medium-range 
private  branch  exchange  with  a 
busy-hour  call  attempts  (BHCA) 
rating  of  28,000,  a  busy-hour 
calls  completion  (BHCC)  rating 
of  26,000  and  a  full-feature  call 
BHCC  rating  of  6,000.  During 
the  interview  with  the  author, 
John  Hunter,  we  stated  that  the 
BHCA  rating  was  28,000  and 
that  the  BHCC  rating  was  iden¬ 
tical.  We  disagreed  with  the  pre¬ 
mise  upon  which  the  full-feature 
BHCC  computation  was  based 
and  did  not  supply  a  BHCC  fig¬ 
ure.  However,  during  the  course 
of  the  conversation,  we  did  sup¬ 
ply  a  BHCA  rating  of  6,000  for 
our  smallest  system,  the  Merid¬ 
ian  SL-1ST.  Thus,  the  article 
mixes  apples  and  oranges. 

It  is  also  interesting  to  note 
that  the  article  compares  the 
high-end  PBXs  of  other  vendors 


with  the  Meridian  SL-1  (up  to 
5,000  lines).  A  similar  compari¬ 
son  between  the  Meridian  SL- 
1XT  and  the  [AT&T]  System  25 
or  [Rolm  Corp.]  Redwood  would 
make  us  look  pretty  good. 

Paul  L.  Morrison 
Regional  manager,  public  affairs 
Northern  Telecom,  Inc. 

My  column  wasn't  intended  to 
compare  the  power  of  AT&T, 
Rolm  and  Northern  Telecom 
PBXs  but  rather  to  show  that, 
whether  the  PBX  is  a  high-,  me¬ 
dium-  or  low-end  unit,  BHCAs 
aren't  always  a  good  measure  of 
performance.  To  show  that  a 
product  comparison  wasn't  be¬ 
ing  done,  I  pointed  out  that  the 
AT&T  and  Rolm  units  are  high- 
end,  while  the  Northern  Telecom 
SL-1  XT  is  a  medium-range  ma¬ 
chine. 

Morrison  is  correct  when  he 
says  the  SL-1  XT's  28,000 
BHCAs  are  identical  to  its 
BHCCs,  and  I  regret  this  error. 

—  John  Hunter 

Letters  may  be  edited  for 
space  and  clarity. 


cations.  The  true  objective  behind 
OSI  is  to  reduce  the  number  of  in¬ 
terconnection  options  to  the  small¬ 
est  possible  number.” 

As  vendors  continue  to  differen¬ 
tiate  themselves,  full  interoperabi¬ 
lity  at  the  highest  layers  of  OSI 
will  continue  to  be  elusive.  OSI  can 
provide  basic  connectivity  among 
diverse  computing  environments. 
And,  while  establishing  these  low¬ 
est  common  denominators  is  less 
than  ideal,  it  should  make  life  easi¬ 
er  for  users  with  multivendor  nets. 

This  article  concludes  Network 
World’s  Open  System  series.  □ 


of  doing  the  job  in-house. 

Be  focused 

Those  who  succeed  in  communi¬ 
cations  are  those  who  have  the 
ability  to  rise  above  day-to-day 
concerns  and  can  blend  technical 
skills  with  an  ability  to  solve  large- 
scale  business  problems. 

Realistically,  all  company  bud¬ 
geting  is  built  on  the  corporate 
goals  set  by  executive  management 
—  the  chief  executive  officer, 
chief  operating  officer  and  chief  fi¬ 
nancial  officer.  So  learn  to  think  in 
their  terminologies.  The  emergence 
of  the  chief  information  officer  as 
an  executive  position  will  depend 
largely  on  communications  depart¬ 
ment  managers’  ability  to  promote 
the  use  of  information  as  a  re¬ 
source  that  is  as  important  as  —  if 
not  more  important  than  —  those 
already  deemed  to  be  crucial  to  the 
company. 

Proper  budgeting  and  focused 
planning  should  be  any  manager’s 
top  priorities.  □ 
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standards  and  cross-system  com¬ 
patibility  on  the  one  hand  and  a 
rapidly  eroding  situation  on  the 
other,  IBM  fell  back  on  a  time-test¬ 
ed  strategy:  market  overhang. 

The  9751  CBX  is  classic  IBM 
marketing:  Change  the  name,  re¬ 
lease  as  much  of  the  new  product 
as  possible  and  promise  the  rest. 
Promises  include  SNA  integration, 
ISDN  capability  and  a  new  proces¬ 
sor.  This  market  overhang  strategy 
depends  on  the  IBM  name  to  be 
successful. 

The  unfortunate  result  is  that 
the  heart  of  the  new  CBX  —  an 
SNA-compatible  processor  and  new 
software  —  is  missing.  The  9751  is 
a  new  CBX  in  name  and  cabinets 
only.  IBM  hopes  its  name  and 
promises  will  keep  its  opportuni¬ 
ties  alive  in  the  face  of  stiff  compe¬ 
tition  and  buy  the  time  needed  to 
turn  the  9751  skeleton  into  an  ex¬ 
citing,  competitive  product. 

Melding  Rolm’s  support  into 
IBM’s  operation  sweetens  the  deal 
for  many  wavering  prospective 
buyers.  So  does  the  price,  typically 
$500  to  $800  per  line  without  data. 

Is  the  IBM  name  enough?  Non- 
IBM  shops  aren’t  going  to  wait 
around.  True-Blue  shops  probably 
will.  If  history  repeats  itself,  IBM 
has  bought  eight  to  12  months  of 
badly  needed  development  time.O 


The  CP2000 

Intelligent  T1  Multiplexer 
Announces 


Our  Unique  Advantage 

Only  DSC  Granger 

products  let  you  begin  yourTl 

network  for  as  little  as  $10,000  a  node. 

Sophisticated  features,  such  as  automatic  route 

restoration,  customized  reports  and  Netview  P.C 

be  added  as  required. 


For  the  First  Time 

You  can  travel  down 
the  road  to  T1  at  your 
own  speed,  reaching  your  des¬ 
tination  with  just  the  features  and 
capabilities  appropriate  to  your  business 

networking  needs. 


The  CP2000  Digital  Network  Access  System 

integrates  all  the  features  of  an  intelligent  T1  multiplexer 
with  the  appropriate  network  management  system  to  meet  your 
needs.  Now  DSC  Granger  announces  a  new  family  of  Network  Management 
products.  No  one  can  offer  a  wider  range  of  tailored  alternatives  to  your 

T1  requirements. 

No  one. 


Digital  Network  Access  System 


Features 

Linked 

Intelligence 

Monitor 

Linked 

Intelligence 

Controller 

Linked 
Intelligence 
Control  Center 

User  Interface 

ASCII  Terminal 

P.C. 

Graphics  Work 
Station 

Automatic 

Route 

Restoration 

Operator- 

directed 

Operator- 

directed 

Automatic 
Optimum  Route 
Restoral 

Best  Route 
Optimization 

Operator- 

selected 

Operator- 

selected 

Automatic 

Dial  Back-up 

Yes 

Yes 

Yes 

Automatic 

Alarm  Reporting 

Yes/Netview 

P.C.  Support* 

Yes/Netview 

P.C.  Support* 

Yes/ Netvie\v 

P.C.  Support* 

Reports/  Alarms 

Pre-defined 

User-defined 

User-defined 

Diagnostics 

Command- 

oriented: 

—  local 

—  remote 

Menu-driven: 

—  local 

—  remote 

—  system 

Menu-driven: 

—  local 

—  remote 

—  system 

—  circuit 

Levels  of 

Security 

5 

User-definable 

User-definable 

Partitioned 

Networks 

Physical 

Software- 

definable 

Software- 

definable 

Network 

Synchronization 

Pre-programmed 

Pre-programmed 

Dynamic 

Linked  Intelligence 

Linked  Intelligence  allows  for  the  best  of  two  worlds:  distributed 
bandwidth  management  throughout  the  network,  without  excessive 
overhead  or  loss  of  DSO  channelization.  Now  your  communications 
needs  can  be  met  without  sacrificing  network  control  for  true  net¬ 
work  compatibility. 


Hi  is  system  comes  in  three  network  management  configurations.  Each  level  works  with  the  CP2000  to  maximize 
its  effectiveness  in  a  different  communications  environment. 


Cost  Efficiency 

Control  your  costs  by  only  expanding  the  network  as  your  business 
expands!  Begin  at  the  point  of  maximum  effectiveness  and  add  only  when 
necessary.  The  Digital  Network  Access  System  was  designed  to  supply  T1 
growth  logically  and  cost-effectively  down  the  road. 

Support  All  the  Way  Down  the  Road 

The  Digital  Network  Access  System  is  supported,  nationwide,  by  the 
DSC  Granger  subsidiary  of  DSC  Communications  Corporation.  This  means 
a  long-term  commitment  to  the  future  growth  and  capability  of  your 
T1  network. 


Network  Management 

The  Digital  Network  Access  System  offers  much  more 
than  simply  telling  you  the  status  of  the  network.  Our 
full  management  system  includes  an  open  architec¬ 
ture  that  exchanges  key  performance  information 
over  multiple  logical  networks.  Add  management 
features  as  you  reach  your  next  networking 
milestone. 


Only  DSC  Granger  Puts  You  in  the  Driver  s  Seat 

Before  you  finalize  your  T1  plans,  call  or  write  DSC  Granger  today  and  ask 
for  your  FREE  “Road  Map  to  TIT  It  may  just  help  you  avoid  some  of  those 
accidents  and  delays  along  the  way. 


Granger  Associates,  Inc. 

A  Member  of  the  Business  Network  Systems  Group 
DSC  Communications  Corporation 


*  Viwu  PC.  is  a  registered  trademark  of  International  Business  Machines  Corporation 
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COMMUNICATIONS 

MARKETPLACE 


CflnKMX 


■  FULL  SIX  MONTH  WARRANTY 


NOW- 
SAVE  WITH 


on  all  Telesource  component  parts.  Plus 
complete  systems  configured  to  your 
specifications. 

■  FINEST  QUALITY  PRODUCTS 

All  SL-1  and  ROLM  models.  Fully  re¬ 
conditioned  and  tested.  New  products 
also  available. 

■  NEXT  DAY  SHIPMENT 

of  all  materials  from  our  complete 
inventory— when  time  is  of  the  essence. 

■  QUALITY  SHIPPING  AND 
PACKAGING  MATERIALS 

to  insure  that  our  products  are  delivered 
to  you  in  perfect  condition. 

■  OUTSTANDING  CUSTOMER  SERVICE 

Join  the  hundreds  of  SL-1  and  ROLM 
users  already  receiving  professional 
service,  prompt  delivery  and  outstanding 
value... 

ONUf  FROM 

S  Telesource 

(313)  335-3000 

1450  HIGHW00D  EAST  BLVD.  •  PONTIAC,  Ml  •  48055 


K-PLRfl  TIL,  IflC. 

AUTHORIZED  NATIONAL  PARTS  DIST. 

NEC  AMERICA,  INC. 

BUSINESS  SYSTEMS  SALES  DIVISION 
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2400 
NEAX  12 
NEAX  22 
ELECTRA  16/48 
ELECTRA  616 
ELECTRA  100 
ELECTRA  28 
PATRICIAN  411 
A  PATRICIAN 

COMMUNICATOR 

—Price  Quotes— Technical  Assistance 
FOR  FURTHER  INFORMATION 
PLEASE  CALL  US: 

(516)242-0111 

3G  SAXWOOD  ST.,  DEER  PARK,  NY  11729 


TELECOMMUNICA  TIONS 
DIVISION 


COMPUTE#  Cn#PO#AT/ON 

4025  BRONZE  WAY,  DALLAS,  TEXAS  75237 


THE  BEST  FOR  LESS 

SECONDARY  MARKET  VENDOR 

H^ATsT 


4* 

V 


•  DIMENSION® 

•  HORIZON® 

•  SYSTEM  75® 

•  COMKEY  416® 


A 

°cy 

% 

X 


\ 


°T 


COMPLETE  SYSTEMS  &  PARTS  INVENTORY 
ALL  EQUIPMENT  REFURBISHED  LIKE  NEW 
GUARANTEED  FOR  AT&T  INSTALL  &  MAINTENANCE 

WE  REPAIR  DIMENSION  AND  HORIZON  CIRCUIT  PACKS 


800-527-6438 

(IN  TEXAS  214-330-7243) 
MEMBER:  NATD 


REGISTERED  TRADEMARK  OF  AT&T  — 


Your  ad  for 

Bids  And  Proposals 

Business 

Opportunities 

Communications 

Marketplace 

Consulting 

Services 

Real  Estate 

Publications 

Seminars 
And  Conferences 

Can  be  here 
for  $297.50 

Contact: 

Joan  Pinsky 

1  -800-343-6474 
x297 
(or  in  MA 
617-879-0700) 
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AT&T  Cellular 
Mobile  Phones 

$899.00  PLUS  TAX - 


MODEMS/TEST  EQPT. 


PURCHASE  LEASE  RENT 

ALL  MFRS  AVAILABLE:  NEW  OR  USED 

PARTIAL  LISTING  OF  LEASE  RATES 


TRAINING 


INCLUDES  FREE  STANDARD 
INSTALLATION  IN  MASSACHUSETTS 

•  Delivered  UPS  anywhere 

in  the  U.S. 

•  Installed  by  local 

authorized  installer. 

•  Full  2-year  warranty. 

Call  Arista 
Communications 
Today! 

(617)  875-4888 

*  Foreign  cars/sports  cars 
may  require  additional  charge. 


MODEL 

CODEX  CS9600  (PT.  TO  PT.) 

CODEX  CS96FP  (MULTIPOINT) 

CODEX  2640  (PT-PT  OR  MULTIPT.) 

AT  &  T  2096A  &  C 
UDS  208  A/B 
SPECTRON  A/B  SWITCHING  PATCH  PANELS 
AMCO  EQUIPMENT  CABINET 


OTHER  MODEM 
MFRS  AVAILABLE 

IBM  (LEASED  LINE) 

PARADYNE  (LEASED  LINE) 

GDC  (LEASED  LINE) 

UDS  (DIAL  UP) 

CONCORD  (DIAL  UP) 
RACAL-VADIC  (DIAL  UP) 
ASTROCOM  (LIMITED  DISTANCE) 
CODEX  (ALL  PRODUCTS) 


36  MO  LEASE 

$33.00 
$33.00 
$99.00 
$79.00 
$26.00 
$127.00 
$35.00 

OTHER  TEST 
EQPT.  AVAILABLE 

TBAR 

BRADLEY 

DLM 

SYMPLEX 

DATAPROBE 

HALCYON 


T1  &  X.2S 

courses  now 
available! 

Transform  your  PC  into  a 
personal  instructor  with 


~i=L=tutor 


TELECOMMUNICATIONS  TRAINING  SERIES 

CALL  FOR  FREE  BROCHURE 

800-542-2242 


CNS  WILL  ALSO  PROVIDE: 

CNS  MAINTENANCE 
MANUFACTURER'S  MAINTENANCE 
INSTALLATION  SERVICES  (NATIONWIDE) 

CENTRON  NETWORK  SERVICES 

a  division  of  Centron  DPL  Company,  Inc. 
1-800-532-7532  ask  for  Tom  Collopy 


EMPLOYMENT  TODAY 


Data 

Processing 

Professionals 


Buck  Consultants,  Inc.,  founded  in  1916,  is  one  of  the 
nation's  leading  actuarial  and  employee  benefits  consulting 
firms.  As  a  result  of  tremendous  growth  in  our  New  Jersey 
location  we  are  currently  expanding  our  Data  Processing 
Department. 

Current  openings  include: 


•  Programmer  Analyst 

COBOL,  VSAM,  OS/JCL  with  strong  analytical  and  coding 
skills.  On-line  experience  a  plus. 

•  Programmer  Analyst 

FORTRAN  with  good  design  and  analysis  skills. 


•  Financial  Systems  Analyst 

Strong  mathematical  and/or  financial  background  along 
with  strong  design  skills  and  knowledge  of  IBM  based  file 
management  and  programming  languages. 

•  Data  Base  Design  and  Administration 

Systems  analysis,  design  and  data  management  experience 
using  DB2  and  related  technology. 

Candidates  must  possess  a  minimum  of  2-5  years  of 
experience. 

We  offer  competitive  salaries  and  excellent  company  paid 
benefits. 


If  you  have  a  strong  desire  to  grow  both  technically  as  well 
as  professionally  with  a  leader  in  the  industry,  send  your 
resume  to:  Sally  Kady,  Buck  Consultants,  Inc., 

500  Plaza  Drive,  Harmon  Meadow,  NJ  07096-1533. 
An  equal  opportunity  m/f/v/h  employer. 

BUCC 

CONSULTANTS 


X 


In  today’s  highly  competitive  food  business,  it  takes  a  tremendous  amount  of  pride  and  skill  to  main¬ 
tain  a  position  of  leadership.  As  a  dynamic  force  in  the  food  brokerage  industry,  we  are  seeking  ag¬ 
gressive  individuals  ready  to  pick  up  our  fast  pace  of  success. 


VAX/VMS  CLUSTER 


Steady  growth  and  internal  promotions  have  created  the  following  openings  in  our  Data  Process¬ 
ing  Department  for  individuals  with  excellent  project  planning  and  communications  skills. 

Previous  experience  with  VAX/VMS  systems  and  COBOL  a  must. 

Senior  Systems  Programmer 

You  will  be  responsible  for  providing  technical  support  to  operations  and  applications  develop¬ 
ment,  as  well  as  the  installation  and  maintenance  of  systems  software  in  a  VAX/VMS  cluster 
environment. 

Position  requires  3-5  years'  experience  in  VAX/VMS  systems  management,  performance 
measurement  and  hardware  configuration  planning.  Knowledge  of  COBOL  applications  develop¬ 
ment  required.  Experience  with  IBM  PCs  or  compatibles  preferred. 

Senior  Applications  Programmer/Analyst 

You  will  be  responsible  for  the  development  and  support  of  Customer  Service  and  Sales  Manage¬ 
ment  applications  in  a  VAX/VMS  cluster  environment. 

Position  requires  a  minimum  of  4-6  years’  experience  in  related  applications  development,  and  a 
strong  technical  background  with  VAX/VMS  COBOL  and  RMS,  as  well  as  a  solid  understanding 
of  data  communications  and  VMS  software  concepts.  Experience  with  IBM  PCs  or  compatibles 
helpful.  Knowledge  of  EDI,  UCS  and  EASYLINK  preferred. 

If  you  are  interested  in  joining  our  winning  team,  we  offer  a  compensation  plan  designed  for  to¬ 
day’s  MIS  professional,  as  well  as  unlimited  advancement  opportunities  and  an  excellent  benefit 
package  including: 


GROUP  HEALTH  &  LIFE 
INSURANCE 

PROFIT  SHARING 


EDUCATIONAL 

ASSISTANCE 


GROUP  INSURANCE 
PRESCRIPTION  DRUG 
PLAN 

PAYROLL  DEDUCTION 
CREDIT  UNION 

....  AND  MORE 


Interested  candidates  should  forward  a  resume  to  Steven  Loffredo,  Personnel  Representative. 

merkert 

HI  enterprises.inc. 

500  TURNPIKE  STREET 
CANTON,  MA  02021 

An  Equal  Opportunity  Employer 
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OFFICE  OF  UNIVERSITY 
INFORMATION  SYSTEMS 


We  are  responsible  for  providing  data  processing  services  for  all  administra¬ 
tive  offices  within  the  University.  These  services  include  the  development 
of  new  information  systems,  the  enhancement  and  maintenance  of 
production  systems,  and  support  for  user  computing  and  office  automation. 
The  environment  consists  of  an  IBM  3090/180  system  running  MVS/XA, 
CICS,  Com-Plete,  ADABAS,  NATURAL,  TSO,  Linkware,  and  Wylbur.  Our 
state-of-the-art  facility  is  expanding  by  integrating  our  traditional  SNA 
Network  with  a  TCP/IP  based  Ethernet  and  Fiberoptic  LAN,  creating  the 
following  excellent  opportunities  for  talented  professionals.  Positions 
require  BA/BS  in  math/computer  science  or  equivalent  technical  training. 

r . . .  "  "  : . :z  . -J 

Senior  Systems  Analyst  and 
Systems  Analyst  III 

Systems  Development  group  is  responsible  for  the  construction  of  central 
mainframe-based,  business  application  systems  to  suit  the  needs  of  central 
administration  departments.  Both  custom  and  packaged  systems  imple¬ 
mentations  are  performed.  All  new  systems  will  be  developed  in  an 
online,  ADABAS/NATU  RAL environment.  Requires  4-8  years'  experience 
in  systems  analysis,  design  methodologies  and  data  base  management 
systems. 


Senior  Programmer  Analyst  and 
Programmer  Analyst  1 1 1 

Develop  and  implement  computer  programs.  Prepare  supportive  docu¬ 
mentation  in  compliance  with  current  standards  and  provide  technical 
guidance  to  less  experienced  personnel.  Qualified  candidates  will  have 
4-8  years'  programming  experience,  expertise  in  computer  programming 
languages,  data  processing  concepts,  JCL,  DBM  systems,  structured  pro¬ 
gramming  and  design  techniques. 


Senior  Data  Administrator 

Consult  with  analysts  arjd  programmers  on  new  application  projects  in 
data  analysis,  data  modelingand  file  design.  Develop  effective  utilization 
of  data  resources  and  promote  standards  in  the  University.  Research, 
develop  and  implement  automated  tools  to  improve  the  use  of  data. 
Requires  7-10  years'  MIS  experience  with  DBMS  applications.  Must  have 
knowledge  of  data  base  structure,  ADABAS,  NATURAL,  MVS,  JCL,  COBOL, 
large  project  planning,  system  life  cycle,  data  analysis  and  data  modeling 
relational  data  base. 


Senior  Training  Specialist 

Responsibilities  include  designing  and  conducting  training  sessions  for 
individuals  within  the  University.  Sessions  cover  methods  and  procedures, 
JCL,  programming  languages  and  techniques,  data  base  management  and 
on-line  programming  techniques.  Requires  1-3  years'  experience  of  training 
within  the  data  processing  industry.  Prior  applications  programming 
experience  preferred.  Knowledge  of  IBM  mainframe  (MVS),  data  base 
technology  (ADABAS),  and  programming  (COBOL).  Microcomputer 
experience  is  a  plus. 


We  offer  an  excellent  salary  and  benefit  package  which  includes  a  generous 
vacation  and  holiday  schedule  and  tuition  remission  for  you,  your  spouse 
and  your  dependents.  Submit  resumes  to  H.  Phillip  Garrity,  Administrative 
Staff  Recruiter,  Boston  University,  Office  of  Personnel,  25  Buick  Street, 
Boston,  MA  02215. 

An  equal  opportunity/affirmative  action  employer 


BOSTON 

UNIVERSITY 


MIS 

Professionals 

Stride  Rite  Corporation  is  one  of  the  nation  s  leading  manufacturers, 
retailers  and  marketers  of  high-quality  footwear.  Our  corporate  of¬ 
fices  are  conveniently  located  in  Kendall  Square  in  Cambridge. 

Our  recent  purchase  of  1DMS  database,  ADS/0,  and  CULPRIT  pro¬ 
ducts  has  resulted  in  the  expansion  of  our  Systems  development  ac¬ 
tivities  requiring  our  search  for  the  following  professionals: 


2  MIS  Programmers 

We  are  searching  for  2  programmers  with  3  years’  experience  in  an 
IBM  environment  to  join  our  Information  Systems  Division.  The  pro¬ 
grammers  will  participate  in  the  development  of  new  application 
systems  using  database  and  4GL  technology.  Other  areas  of  involve¬ 
ment  will  be  the  support  and  enhancement  of  our  present  systems. 

We  prefer  degreed  candidates  (computer  school  training  is  a  plus) 
with  strong  skills  in  COBOL,  CICS,  and  VSAM. 

Our  environment  is  IBM-3033  (soon  to  be  upgraded),  VM-D0S/VSE, 
IDMS,  ADS/0,  CULPRIT,  CICS,  VSAM. 


Systems  Programmer  — 
Technical  Support 

A  programmer  with  2-4  years'  experience  is  needed  to  maintain, 
debug,  and  test  a  production  CICS  system  (under  VSE),  while 
assisting  in  the  maintenance  of  VSE  OEM  products.  Additional 
responsibilities  include  product  documentation,  performance  tuning, 
and  support  of  the  Product  Management  System.  The  candidate  must 
have  knowledge  of  CICS  maintenance  and  debugging  procedures. 
Familiarity  with  VSE  and  VM  operating  systems  is  also  necessary.  A 
college  degree  is  required. 

Stride  Rite  offers  an  excellent  employee  benefits  package 
which  includes  Blue  Cross/Blue  Shield  Master  Health  Plus, 
Medical  &  Dental,  40 IK,  Stock  Purchase  Plan,  Daycare 
Center,  Fitness  Center,  Non-Smoking  Environment,  and  50% 
subsidy  on  annex  parking  or  easy  accessibility  to  the  MBTA. 
Interested  candidates  should  send  a  resume,  with  salary 
history,  to  Mary  Kuconis,  Director  of  HR  Services,  MS2-01,  at 
the  address  listed  below. 


StrideRite? 


Five  Cambridge  Center 
Kendall  Square 
Cambridge.  MA  02 142 


An  Kqual  Opportunity  Kmployw.  M  K 


Communication  Networks  (CN) 

Special  Communication  Networks  (CN) 
Show  Issue  -  January  25th 

Closes:  January  13th 


Interface 

Special  Interface  Show  Issue  -  March  28th 

Closes:  March  16th 


World  Congress 
On  Computing  (WCC) 

Special  World  Congress  on  Computing  (WCC) 
Show  Issue  -  March  28th 

Closes:  March  16th 

Bonus  Shows  &  Hotel  Distribution 


Call  for  further  information  on  advertising  in  these  Special  Issues. 

NETWORK  WORLD 

Contact:  Classified  Advertising, 

375  Cochituate  Road, 

P.O.  Box  9171,  Framingham,  MA  01701-9171 
1-800-343-6474  (In  Mass)  617-879-0700 
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Open 

a  new  frontier 


At  Lotus®  we  always  have  our  eye  on  the  future.  It’s  that  knack 
of  identifying  the  challenges  of  tomorrow  and  finding  their  solu¬ 
tions  today  that  has  made  us  the  world’s  leading  software 
company. 

Our  Research  and  Development  division  is  a  key  to  our  success. 
It’s  where  we  apply  exciting  new  technology  to  develop  pro¬ 
totypes  for  future  products.  If  you’re  wondering  what  it’s  like 
opening  a  new  frontier,  start  here. 


Systems  Architect 

Communications  Architecture 

As  a  network  and  communications  expert,  you  will  design  our 
communications  platform  for  future  distributed  applications. 
Specify  and  implement  network  system  software  interfaces  to 
transport  level  protocols  for  mixed  environments,  including  PC 
Local  Area  Networks,  workstations  and  micro-to-mainframe 
communication. 

You  will  work  with  product  groups  to  determine  common  needs 
and  to  assure  that  the  Lotus  system  of  products  can  take  full  ad¬ 
vantage  of  network  services. 

You  must  have  at  least  5  years'  experience  in  software  develop¬ 
ment  with  significant  experience  in  network  systems  software. 
Familiarity  with  OSI  protocols,  DecNET,  NetBIOS  and  SNA  is 
desirable. 


Systems  Architect 

Information  Sharing  Technologies 

Design  and  implement  prototypes  of  databases  that  will  enable 
Lotus  information  management  products  to  become  networked 
workgroup  applications. 

Be  part  of  a  new  research  group  on  advanced  technologies  for 
shared  textual  information  and  object-oriented  databases.  You  will 
bring  to  Lotus  increased  awareness  of  technological  advances  in 
research  communities  and  the  ability  to  evaluate  software 
technologies  for  development  or  research  prototyping  in  the  PC 
environment. 

An  MS  or  PhD  in  Computer  Science  or  a  relevant  field  is 
desirable.  You  should  also  have  considerable  experience  and  a 
continuing  interest  in  implementing  research  prototypes. 

Help  us  explore  the  future  of  software  technology.  Send  your 
resume  in  confidence  to:  Marilynn  C.  Considine,  Lotus  Develop¬ 
ment  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA  02142. 

An  Equal  Opportunity  Employer 
*  Registered  trademark  of  Lotus  Development  Corporation. 

©  1987  Lotus  Development  Corporation 

Lotus. 


EXCELLENT 
MANAGEMENT 
OPPORTUNITY  WITH 
CITIZENS  UTILITIES 


Documentation  Supervisor 

•  Comprehensive  Benefit  Package:  Medical,  Dental.  Optical.  Life 

•  401K  and  Pension  Plan 


Citizens  Utilities,  one  of  the  nation's  largest  telephone  compa¬ 
nies.  offers  a  supervisory  post  at  our  Redding  headquarters. 

We're  looking  for  an  individual  with  a  BS  degree  in  Computer 
Science  (4  years  experience  may  be  substituted  for  the  degree). 
Other  requirements  include  computer  program  documentation 
experience  as  well  as  proficient  writing/communication  skills.  For 
this  position,  supervisory  experience  would  be  an  asset. 

If  you  want  to  work  for  our  successful  and  financially  secure 
corporation,  send  your  resume  and  salary  history  in  confidence  to: 


Personnel  Manager 
CITIZENS  UTILITIES  COMPANY 
OF  CALIFORNIA 
P.0.  Box  2218 
Redding.  CA  96099 

An  Equal  Opportunity  Employer 


Software  Engineers 


The  Technology  And 
Diversity  Is  Ours  -- 
The  Challenge  Is  Yours 

Sanders  Associates,  a  Lockheed  Company,  is  one  of  the  world’s  leading 
producers  of  advanced  defense  electronics  and  systems.  We  are  a  multi¬ 
divisional  company  whose  products  cover  a  wide  spectrum  of  programs 
including:  surveillance  systems,  air  defense  radars,  training  and  simulation, 
automated  test  equipment,  air  traffic  control  and  countermeasures.  As  a 
company  we  are  committed  to  the  design,  development  and  manufacture  of 
state-of-the-art  systems  to  meet  our  customer  needs. 

For  a  software  engineer  this  equates  to  a  technically  challenging  environment 
with  diversified  programs  and  career  opportunities. 

PROJECT  TEAM  LEADERS 

With  an  emphasis  on  technical  leadership,  you  will  be  responsible  for  software 
development  projects  involving  minicomputer  and  microprocessor  based 
military  electronic  or  computer  application  systems. 

Qualified  applicants  will  need  either  a  BSCS,  BSEE  or  other  technical  degree  and 
at  least  8  years  of  experience  in  the  design  and  implementation  of  real-time 
systems.  You  must  also  have  a  proven  ability  to  deal  with  customers  and  perform 
requirements  analysis/definition,  project  costing,  scheduling  and  staffing. 
Hands  on  experience  with  state-of-the-art  operating  systems  and  higher-order 
languages  like  Ada  (TM),  Pascal  and  C  is  required. 

SYSTEMS  ENGINEERS 

Providing  technical  leadership  on  projects,  you  will  be  responsible  for  the 
software  development  of  various  major  military  electronic  systems. 

To  qualify,  you  will  need  either  a  BSCS,  BSEE  or  other  technical  degree  and  at 
least  8  years  of  experience  in  hardware/software  development.  Previous  project 
management  experience  with  minicomputer  and  microprocessor  systems 
development  is  also  required. 

SOFTWARE  DESIGNERS 

Opportunities  are  available  as  described  below.  To  qualify  the  general 
requirements  include  either  a  BSCS  or  BSEE  and  a  minimum  of  4  years’ 
experience  with  higher  order  languages  PASCAL,  C  or  Ada  (TM). 

MICROPROCESSOR  BASED  APPLICATIONS: 

You  will  be  involved  with  assembly  and  higher  order  language  development  for 
VAX,  Intel  8080/8086,  MC  68000,  LSI  11/23  and/or  PDP-11  processors. 

ADA/ADA  PDL: 

The  successful  software  candidate  will  design,  utilizing  techniques/standards 
like  Petrinets/DoD-STD-2167,  MIL-STD-CAIS,  related  KIT  activities  and 
development  support  of  Ada  tools. 

DATA  BASE  MANAGEMENT: 

This  position  involves  distributed  data  bases  across  network  nodes,  data  base 
machines,  flow  concepts  and  modern  relational  data  base  management  systems 
like  INGRES. 

AUTOMATED  TEST  EQUIPMENT  APPLICATIONS  DEVELOPMENT: 

You  will  be  involved  in  test  set  executives/program  sets,  microprocessor 
controlled  interfaces  and  hardware  simulation  tools.  Previous  PDP-11,  RSX-11 
experience  a  plus. 

GRAPHICS  APPLICATIONS: 

The  successful  candidate  will  work  with  Raster  Graphics,  Windowing  Systems, 
CAD/CAM  graphics,  GKS,  Phigs  and  GCI.  Previous  experience  with  avionics 
packages,  display  graphics  processors  and  operator  interfaces  is  preferred. 

COUNTERMEASURE  APPLICATIONS: 

You  will  identify,  define  and  develop  reconfigurability  requirements  and  provide 
analysis/design  for  EW  countermeasure  systems,  including  local  executive 
operating  systems,  kernels  for  multiple  microprocessors,  data  base  maintenance 
and  reprogramming  applications. 

In  addition  to  a  technically  challenging  and  diversified  environment,  Sanders 
offers  an  excellent  compensation  and  benefits  package.  Sanders  southern  New 
Hampshire  location,  with  no  sales  tax  or  income  tax;  combines  the  best  of  what 
New  England  offers;  close  proximity  to  the  mountains,  the  ocean  and  Boston. 

For  immediate  confidential  consideration,  please  forward  your  resume,  including 
salary  history  to:  Sanders  Associates  Inc.,  Attn:  7040DH,  C.S.  2029,  Nashua,  New. 
Hampshire  03061-2029. 

Ada  is  a  registered  trademark  of  the  U.S.  Government  (A.J.P.O.) 

An  Equal  Opportunity/Affimative  Action  Employer 
U.S.  Citizenship  Required. 
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Experienced  Communications  Professionals 


Join  the  winning  team!  Bring  your  talent,  motivation,  and 
experience  to  the  fastest  growing  communications  group  in 
America.  Computer  Task  Group  (CTG)  offers  you  the  oppor¬ 
tunity  to  join  a  group  of  consultants  doing  dynamic,  leading  edge 
work  in  communications. 

CTG  is  an  international  professional  services  firm  with  a 
network  of  sixty  offices  in  the  US,  Canada,  and  the  United 
Kingdom.  We  plan,  design,  build,  and  implement  information/ 
communications  systems,  primarily  for  Fortune  500  companies. 

We  are  looking  for  candidates  experienced  in: 

•  Business/ Communications  Systems  Planning 

•  Project  Management 

•  IBM  Teleprocessing  Software 

•  Local  Area  Networking 

•  Transmission  Technology 

•  Communications  Architectures  (ISDN,  OSI,  SNA) 

•  PABX  Evaluation/Installation 

•  General  Data  Communications 

We  have  high  priority  needs  for  candidates  who  can  help  us 
develop  advanced  network  management  systems.  Candidates 
should  have  experience  in  one  or  more  of  the  following: 

•  Network  Management  System  Development 

•  Communications/Systems  Programming  in  C 

•  Relational  Database  or  Expert  Systems 

You  must  be  willing  to  travel,  but  you  don’t  have  to  relocate. 
CTG  offers  a  highly  competitive  compensation  plan,  a  compre¬ 
hensive  benefits  package,  extensive  educational  opportunities, 
and  a  stock  purchase  plan. 

Send  your  resume  to  Ms.  Donna  Neddy,  Corporate  Tele¬ 
communications  Recruiting,  Computer  Task  Group,  800 
Delaware  Ave.,  Buffalo,  NY  14209  or  call  1-800-PLAN 
CTG  (716-887-7463  in  New  York  state). 

Computer  Task  Group  Inc. 

DeUiering  competitive  advantage  through  information  technology. 


The  Commonwealth  of  Massachusetts  Office  of  Management 
Information  Systems  (OMIS)  is  meeting  the  challenge  of 
information  processing  for  state  agencies  through  strategic  plan¬ 
ning,  innovation,  and  our  rapidly  growing  state-of-the-art  technical 
environment  which  currently  consists  of  two  mainframes  (a  NAS 
XL-90  and  an  IBM  3081K)  running  MVS/XA,  CICS, 
ADABAS/NATURAL,  VTAM/NCP  as  well  as  other  sophisticated 
software  development  tools  and  methodologies. 

We  are  currently  looking  for  a  Director,  Technical  Support  who 
is  ready  to  lead  a  technically  sophisticated  group  of  approximately 
20  software  systems  programmers  and  project  leaders.  You  should 
have  a  minimum  of  10  years’  experience  in  Software  Systems’ Pro¬ 
gramming  with  at  least  3  years  in  a  management  role.  The  ideal 
candidate  will  have  managed  in  a  multi-CPU  environment,  and 
have  solid  experience  with  MVS/XA,  DASD  Management,  CICS, 
and  Performance  Measurement/Capacity  Planning. 

The  Massachusetts  Technical  Pay  Law  (TPL)  enables  OMIS  to  offer 
a  highly  competitive  salary  program  to  Data  Processing  profes¬ 
sionals.  Additionally,  our  comprehensive  benefits  package  and  our 
excellent  training  programs  offer  many  opportunities  for 
continuing  career  growth. 


UNIX  SYSTEMS  SUPPORT 

ACADEMIC  COMPUTING  CENTER 

Clarkson  University  is  seeking  an  individual 
with  experience  in  supporting  the  UNIX  envi¬ 
ronment.  The  successful  applicant  will  provide 
general  assistance  in  the  operation  of  campus 
UNIX  environments  and  will  have  principal  re¬ 
sponsibility  for  UNIX  operations  in  a  campus 
sub-network  containing  an  Alliant  FX8  mini¬ 
supercomputer,  a  SUN  Microsystems  server 
and  workstations,  and  enhanced  microcom¬ 
puters.  Duties  associated  with  the  support  of 
this  environment  include:  managing  of  UNIX 
systems;  assisting  faculty  and  students  in 
their  use  of  facilities  through  consultation,  de¬ 
velopment  and  presentation  of  short  courses 
and  seminars;  preparation  of  printed  and  on¬ 
line  documentation;  and  assistance  with  ac¬ 
quisition,  installation  and  maintenance  of  aca¬ 
demic  software  packages. 

The  applicant  must  possess  good  communi¬ 
cations  skills  and  the  ability  to  work  with  facul¬ 
ty  and  students.  Required  experience  in¬ 
cludes  UNIX  systems  generation, 
administration,  and  maintenance.  A  B.S.  de¬ 
gree  in  a  field  of  Science  or  Engineering  is  pre¬ 
ferred. 

Salary  will  be  commensurate  with  qualifica¬ 
tions  and  experience.  Clarkson  offers  an  ex¬ 
cellent  benefits  package  and  employees  are 
able  to  enter  Bachelor,  Master  and  Doctoral 
degree  programs.  Send  resume,  salary  re¬ 
quirement  and  three  references  by  December 
23, 1987,  to  Robert  C.  Barringer,  Assistant  Di¬ 
rector,  Educational  Resources  Center,  Clark¬ 
son  University,  Potsdam,  New  York,  13676. 

An  Equal  Opportunity 
Affirmative  Action  Employer. 


TELECOMMUNICATIONS: 


For  consideration,  please  forward  your  resume  with  cover 
letter  stating  your  qualifications  and  salary  requirements 
to:  Bob  Lippman,  OMIS  Office  of  Administration,  One 
Ashburton  Place,  Room  411,  Box  CWTSU,  Boston,  MA  02108. 


Data  Processing  is  an  Art  of  the  State 


OFFICE  OF  MANAGEMENT 
INFORMATION  SYSTEMS 

The  Commonwealth  of  Massachusetts 
is  an  Affirmative  Action/ 

Equal  Opportunity  Employer 


Three  tenure-track  positions  available 
in  the  area  of  telecommunications. 
Ph.D.  preferred;  however,  for  one  of 
the  positions  an  MSEE  or  BSEE  plus 
MBA  with  considerable  telecommuni¬ 
cations  related  industrial  experience 
will  be  considered.  A  strong  interest  in 
teaching  and  the  ability  to  initiate  and 
conduct  funded  research  programs  are 
desired.  Rank  and  salary  commensu¬ 
rate  with  background  and  experience. 
Applications  will  be  accepted  until  Jan¬ 
uary  1 ,  1 988  or  until  the  positions  are 
filled.  To  apply,  send  a  letter  of  interest, 
a  resume  and  the  names  of  three  refer¬ 
ences  to: 

Dr.  W.  A.  Klos,  Department  of  Electrical 
&  Computer  Engineering,  University  of 
Southwestern  Louisiana,  P  O.  Box 
43890,  Lafayette,  LA  70504. 

An  affirmative  action,  equal  opportunity 
employer. 


SENIOR  PROJECT 
LEADER 


Ethan  Allen’s  Data  Processing  Division  has  an 
exceptional  opportunity  for  an  innovative  Senior 
Project  Leader.  Defining  requirements  of  various 
operational  departments,  you’ll  ensure  completion  of 
systems  development  and  provide  technical  leadership 
and  assistance  to  our  Programmer  Analysts. 

Requirements  include  a  college  degree  in  CS  or  a 
related  discipline.  Five  years  of  Systems/Development 
experience  in  an  IBM  real  time  data  base/ communica¬ 
tions  operation  is  required,  including  at  least  1  year  in  a 
programming  leadership  capacity  and  3  years’  using 
CICS. 

You’ll  be  working  in  an  IBM  4381  environment 
utilizing  VM/VSE  and  CICS  for  application  in  retailing 
and  distribution.  Excellent  leadership  and  communica¬ 
tion  skills  are  a  must. 


Ethan  Allen  offers  you  an  excellent  salary  and 
benefits  package,  and  a  progressive  environment  where 
you’ll  find  all  the  support  you  need  to  succeed.  For 
confidential  consideration,  please  send  your  resume 
and  salary  history  to:  Personnel  Department,  Ethan 
Allen,  Inc.,  Dept.  CPW,  Ethan 
Allen  Drive,  Danbury,  CT 
0681 1 .  An  Equal  Opportun-  *-A*®*i"  Al lCIl  i 
ity  Employer. 


I  me. 


We  furnish  great  careers. 


INFORMATION 

SYSTEMS 

OPPORTUNITIES 

Be  A  Part  Of  Our  Success! 


In  keeping  with  our  leadership  position  in  the  Health  Care  indus¬ 
try.  we  are  utilizing  leading  edge  technology  with  Computer 
Aided  Software  Engineering  (CASE).  Our  CASE  environment  con¬ 
sists  of  over  20  micro  and  mainframe  software  tools  combined 
with  an  advanced  development  methodology  and  includes  a  com¬ 
prehensive  training  program.  We  have  the  following  positions 
immediately  available: 

APPLICATION  PROGRAMMERS 
&  SYSTEMS  ANALYST 

Minimum  3  years'  experience.  Strong  communication 
skills  are  essential. 

IBM  PC  PROGRAMMERS 

Minimum  3  years'  experience  with  BASIC  and/or  DBASE  III 
or  Micro-Mainframe  Communications. 

SYSTEMS  PROGRAMMERS 

Experience  with  large-scale  operating  systems  or 
SNA  networking  environments. 

OUR  ENVIRONMENT 

•  IBM  3090  •  IMS  DB/DC 

•  1000  CRTs  •  CICS 

•100+ PCs  •  COBOL 

•  40+  Remote  Sites  •  RAMIS 

•  MVS-XA  •  VTAM 

•  JES-2/UCC-7-11  •  NCP 

•  TSO  •  VM-SF 

•  LPS  Case  Tools 

We  offer  a  competitive  benefits  package.  If  you  thinkyou  are  the 
person  for  us.  please  send  resume  and  salary  requirements  to: 
Debra  Christensen.  Employment  Representative.  Blue  Cross  & 
Blue  Shield  of  Connecticut.  Inc.,  370  Bassett  Road.  North 
Haven.  CT  06473.  An  Equal  Opportunity  Employer  M  F.  H.  V 


Blue  Cross 
Blue  Shield 

of  Connecticut 
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SYSTEMS 

PROGRAMMERS 

Our  corporate  data  system  consists  of 
large  IBM  3084  and  3090  mainframes 
utilizing  MVS/XA.  JES2,  TSO/SPF, 
ACF/NCP,  ACF/VTAM  and  IMS  DB/DC 
in  an  SNA  environment.  We  also  em¬ 
ploy  a  4341  with  VM/CMS.  We  have  2 
positions  available  for  the  following: 

•  A  minimum  of  1-2  yrs.  direct  sys¬ 
tems  programming  experience 
supporting  VM/SP.  VM/HPO  or 
VM/XA  SF  including  system  main¬ 
tenance  and  problem  resolution  is 
required  Experience  with  RSCS, 
PROFS.  RACF,  ACF/VTAM  is  also 
beneficial 

•  ACF/VTAM  and  ACF/NCP  includ¬ 
ing  network  definition,  route 
planning.  CNM  product  install¬ 
ation  (NCCF.NPDA.TAF)  and 
trace  analysis. 

All  require  experience  with  system 
maintenance  using  SMP/E,  problem  de¬ 
termination  and  resolution,  assembler 
language  coding,  system  generation 
and  dump  analysis. 

Send  resume  to:  David  Bentler,  ARIZO¬ 
NA  PUBLIC  SERVICE  COMPANY, 
Dept.  CW1130,  P.O.  Box  53999,  Sta¬ 
tion  1102,  Phoenix,  AZ  85072-3999. 
EOE.  No  agencies  please. 

APS 

Arizona  Public 
Service  Company 

Specializing  In  Bright  Futures 


RESEARCH 

ASSOCIATE 

Anticipated  12  month  appointment.  The  Cen¬ 
ter  for  Governmental  Studies  presently  man¬ 
ages  a  PC  network  which  includes  over  170 
personal  computers  and  over  50  printers  dis¬ 
tributed  throughout  the  College  of  Liberal  Arts 
and  Sciences  The  individual  selected  for  this 
position  will:  (1)  have  significant  management 
responsibility  (or  the  entire  network;  (2)  over¬ 
see  applications  development  relating  to  PCs 
and  an  HP3000-48  mainframe;  (3)  assist  users 
with  PC  acquisition  and  software  testing;  (4) 
assist  with  the  maintenance  of  existing  equip¬ 
ment,  (5)  participate  in  the  design  and  delivery 
of  user  training;  (6)  provide  consulting  support 
to  system  users  on  hardware  and  software 
problems;  (7)  prepare  a  monthly  user  newslet¬ 
ter,  and  (8)  coordinate  activities  with  other  on- 
campus  computing  operations.  Although  this 
is  a  full-time  position,  the  benefit  package  pro¬ 
vides  the  opportunity  for  advanced  study  at 
no  cost 

Requirements:  Completed  masters  degree 
Evidence  of  strong  organizational/administra¬ 
tive  abilities.  Extensive  expenence  with  at 
least  one  programming  language  (Fortran/ 
Pascal  preferred)  Knowledge  of  SAS  and/or 
SPSS  is  desirable.  Some  knowledge  of  PC 
hardware  Extensive  experience  with  MS- 
DOS  Experience  with  wordprocessing.  PC 
database,  PC  graphics  and  PC  communica¬ 
tions  software.  Knowledge  of  Desktop  pub¬ 
lishing  software  is  desirable  Applicants  must 
have  excellent  oral  and  written  communica¬ 
tions  skills,  an  ability  to  teach  hardware  and 
software  utilization  to  non-technical  audi¬ 
ences,  and  and  ability  to  work  patiently  with 
inexperienced  users  Experience  in  an  educa¬ 
tional  setting  and  knowledge  of  Hewlett  Pack¬ 
ard  equipment  are  desirable,  but  not  essential 

Send  resume,  three  letters  of  recommenda¬ 
tion,  and  sample  of  writing  to  Dr  Douglas 
Dobson,  Director,  Center  for  Governmental 
Studies,  Northern  Illinois  University,  DeKalb, 
IL  60115  Application  must  be  received  no  lat¬ 
er  than  January  8,  1988 

NIU  is  an  EO/AA  employer 


IMS,  IDMS, 
or  DB  2 

$30-$60K 

Programmers,  Senior  Programmers, 
Systems  Analysts  &  Project  Leaders 
are  needed  for  fascinating  all  new  de¬ 
velopment  opportunity.  PL1  and/or  CO¬ 
BOL  experience  helpful.  Company  will 
tram  sharp  indiv.  on  state  of  the  art  sys¬ 
tems.  For  more  info,  call  Tom  Arnold  at 
(301 )  840-0460  or  send  resume  to: 

J.  RANDALL  ASSOCIATES 
ATTN:  Tom  Arnold 
P.O.  Box  1521 
Rockville,  MD  20850 


Lucrative  High  Tech  Positions  Available: 

COMPUTER  ACCOUNT  EXECUTIVES 
N.Y.  N.J. 

If  you  have  3  to  5  years  successful  sales  expe¬ 
rience  in  the  Scientific  or  Engineering  environ¬ 
ment  and  the  following: 

-Degree  in  Business,  Electrical  Engineering  or 
Computer  Science 
-Major  account  sales 
TECHNICAL  SUPPORT-N.Y.  N  J. 

If  you  have  Pre  and  Post  sales  experience  and 
background  in  UNIX  development  and  are  flu¬ 
ent  in  C  or  FORTRAN  and  knowledge  of 
LAN  s  a  plus  or  Extensive  background  in  IBM 
VM/MVS  and  Telecommunications  or  Phar¬ 
maceutical  Industry  knowledge 
Send  resume  and  salary  history  to: 

Exec  Con-Executive  Search  Company  Ches¬ 
ter  Mall  Suite  #135.  Chester.  NJ  07930 


For  The  Latest  Information  On  Careers 
In  Networking  and  Data  Communications 

Communicate 
with  Codex 

Our  Advanced  Sourcing  Group  is  standing  by  to  share  the  latest  information  on  careers  with  Codex.  Our  leadership  position  in 
Networking  and  Data  Communications  products  will  be  providing  unprecedented  opportunities  in  the  months  ahead  for  engineers 
who  truly  want  to  advance  the  state-of-the-art  in  this  exciting  technology.  Our  task  is  to  identify  and  attract  a  broad  range  of 
talent  based  on  candidate  qualifications  rather  than  specific  openings.  This  proactive  approach  allows  us  the  freedom  to  work  with 
candidates  in  identifying  opportunities  that  appeal  to  them  on  a  time  table  that  suits  their  own  plans  for  career  growth. 

Our  immediate  focus  is  on  these  areas. 

Data/Voice 

Codex  6290  is  the  first  fast  packet  integrated  data  and  voice  switch  for  commercial  applications.  Combining  the  best  features  of 
packet  and  circuit  switching,  the  6290  transmits  and  switches  information  in  packet  format  providing  our  customers  with  tradi¬ 
tional  packet  switching  benefits.  The  6290  also  supports  the  high  throughput  and  low  delays  necessary  for  voice,  video  and  high¬ 
speed  data.  This  allows  the  integration  of  voice,  video  and  low-speed  data  and  emerging  high-speed  data  applications  over  T1 
facilities.  As  new  and  innovative  as  this  product  is  we  are  already  engaged  in  the  design  and  development  of  new  and  better 
data/voice  products. 

Network  Management  Systems 

Codex  has  been  identified,  along  with  DEC  and  AT&T  as  the  heavy  hitters  in  Network  Management  Systems.  Making  connections 
in  multi-vendor  network  environments  is  what  Codex  does  best.  And  Codex  has  been  doing  it  longer  than  any  other  independent 
network  vendor.  Our  recently  announced  high-end  network  management  system  will  control  our  modems  and  multiplexers, 
eliminating  the  need  for  different  network  management  systems  to  control  different  types  of  Codex  equipment.  Today  Codex  offers 
the  widest  selection  of  independent  compatible  networking  products  and  solutions  on  the  market. 

If  you  have  experience  in  either  of  the  above  areas  we  would  like  to  talk  to  you  about  openings  in: 

Hardware/Software  Engineering 
Customer  Service 

Customer  Engineering 
Sales/Marketing 

Hardware  and  Software  Engineering  openings  are  at  our  Canton  Massachusetts  Research  and  Development  Facility.  All  other 
openings  are  either  at  our  Massachusetts  locations  or  at  our  Regional  and  District  Sales  offices  across  the  U.S. 

Contact  us  any  weekday  at  (617)  364-2000.  ext.  2934,  or  rush  your  resume  to  Codex  Corporation.  Advanced  Sourcing 
Group.  Dept.  NW  1207,  20  Cabot  Blvd.  MS4-70.  Mansfield,  MA  02048.  and  we  will  contact  you.  An  Equal  Opportunity/Af¬ 
firmative  Action  Employer  M/F/V/H. 
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MOTOROLA 

The  Networking  Experts 


BOSTON  AREA 


Custom 


Computer 

Programming 

Sales 


'I 


Network  Solutions,  Inc.  (NSI)  has 
an  opportunity  for  a  go-getter.  We 
will  design  a  financial  package 
that  is  second  to  none  for  the  right 
person  to  sell  NSI  professional 
services  including  consulting, 
systems  analysis  and  programm¬ 
ing.  Our  full-time  staff  serves 
government  and  industry  from 
Dedham,  MA,  Warwick  and 
Newport,  Rl  offices. 

Please  send  resumes  to  Bob 
Radican,  President,  NSI,  401 
Jefferson  Blvd.,  Warwick,  Rl 
02886. 
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Network 
Solutions,  me. 


PEOPLEWARE  AUTHOR SM 


TEMPORARY 
&  PERMANENT 
PLACEMENT 


NETWORK  ENGINEER 

ACADEMIC  COMPUTING  CENTER 


Clarkson  University  is  seeking  an  individual  to 
help  plan,  install  and  support  campus-wide 
computer  network  facilities,  including  inter¬ 
faces  to  regional  and  national  networks. 
Clarkson  s  network  is  based  on  TCP/IP  and 
DECNET,  using  Ethernet  sub-networks,  a 
broadband  and  fiber-optic  campus  backbone, 
and  related  hw/sw:  IP  routers  and  routing 
software,  bridges,  terminal  servers,  etc.  The 
Clarkson  network  is  connected  to  NYSER- 
Net/NSFnet.  MILNET,  and  BITNET.  Comput¬ 
ing  resources  on  campus  presently  include:  an 
Affiant  FX/8  mini-supercomputer,  a  Gould 
PowerNode  9080,  and  SUN  workstations,  all 
running  UNIX;  VAXen  running  VMS;  an  IBM 
4341  running  VM/CMS;  and  high-end  Zenith 
PC's  for  all  faculty  and  students.  A  Network 
Systems  Engineer  is  a  member  of  the  Aca¬ 
demic  Computing  Services  group  of  the  Edu¬ 
cational  Resources  Center,  and  in  addition  to 
supporting  the  university  backbone  network 
assists  individual  academic  departments  in 
planning,  installing,  monitoring  and  supporting 
school/department  sub-networks. 

The  applicant  must  have  good  verbal  and  writ¬ 
ten  communications  skills  Experience  with 
data  communication  networking  in  a  highly  di¬ 
versified  university  computing  environment  is 
required  A  B  S  degree  in  a  field  of  Science  or 
Engineering  is  preferred. 

Salary  will  be  commensurate  with  qualifica¬ 
tions  and  experience  Clarkson  offers  an  ex¬ 
cellent  benefits  package  and  employees  are 
able  to  enter  Bachelor,  Master  and  Doctoral 
degree  programs  Send  resume,  salary  re¬ 
quirement  and  three  references  by  December 
23.  1987,  to  Richard  D  Valente,  Director, 
Educational  Resources  Center.  Clarkson  Uni¬ 
versity.  Potsdam,  New  York,  13676 
An  Equal  Opportunity 
Affirmative  Action  Employer 


OFFICES  THROUGHOUT  SOUTHERN  CALIFORNIA 


Los  Angeles 

4055  Wilshire  Blvd.  Suite  250 
Los  Angeles,  CA,  90010 

213-487-0130 


■  MIS  Directors 

■  Data  Processing  Managers 

■  System  Analysis  &  Programming 

■  Data  Processing  Operations 

1  Personal  Computer  Specialist  (PC) 

1  Typesetting  and  Desktop  Publishing 


100%  Employer  Paid 

Office  Locations 

Santa  Ana 

714-973-1738 

Canoga  Park 

818-710-1800 

Pasadena 

818-795-2202 

Torrance 

213-373-0922 
Riverside 

714-824-2070 


OVER  1000  PROFESSIONAL  OPENINGS  ON  AN  ONGOING  BASIS 


COMPUTER  PROGRAMMER 

Salary  $23,149  to  $25,641 
Plus  Benefits 

Experience  and  training  required.  IBM 
System  38.  Must  know  RPG  III,  CL, 
Data  Base  Structure,  File  Lttilities,  PC 
experience  desirable.  Must  be  willing  to 
establish  Dearborn  residency  within  1 
year  of  hire. 

Apply 

City  of  Dearborn 
Personnel  Department 
4500  Maple 
Dearborn,  Ml  48126 

EOE/MFH 

Seeking  qualified  applicants 
without  regard  to  race 


PROGRAMMER 

ANALYST 

PacTel  Finance  is  looking  for  a  pro¬ 
grammer/analyst.  Qualified  applicants 
will  have  2  +  years  programming/analy¬ 
sis  experience  with  IBM  43XX  or  larger; 
1  -2  years  recent  CICS  (command  level) 
hands  on  experience;  OS/MVS;  CO¬ 
BOL;  VSAM  and  JCL.  Bachelor's  de¬ 
gree  and  financial/banking  background 
preferred.  We  offer  a  competitive  salary 
and  a  comprehensive  benefit  program. 
Please  send  resume  and  salary  history 
to: 

Sue  Heflin 
P.O.  Box  8182 
Walnut  Creek,  CA  94596. 
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At  Federal  Express, 
high  technology  is  part 
of  the  package. 

In  a  company  as  dependent  on  technological  innovation  as  ours,  activating  a  people-first  philosophy  and 
placing  people  in  a  power  environment  results  in  many  good  things  .simply  put,  people  don't  just  meet  our 
expectations  they  go  beyond  and  ordinary  people  do  extraordinary  things  ",  Fredrick  W.  Smith,  Chairman. 
President  and  Chief  Executive  Officer  The  winning  combination  of  people  and  technology  provides  us  with 
the  competitive  edge  in  the  air  express  industry. 

Our  Memphis  Corporate  Technology  Center  houses  twelve  IBM  3090's  supported  by  1200  disc  drives 
processing  150-200  messages  per  second,  6  million  on-line  transactions  per  day  with  less  than  one  second 
response  time,  over  35,000  terminal  devices  and  9  IMS  production  systems.  We  currently  have  the  following 
positions  available 

DATA  BASE  ADMINISTRATION 

Sr.  DBA  Analyst/DBA  Analyst/ Assoc.  DBA  Analyst 

You  will  perform  data  analysis,  modeling  and  normalization  activities,  develop  logical  and  physical  data 
structures,  develop  data  base  related  standards  and  procedures;  supervise  test  and  production  data  base 
maintenance  and  support  activities;  design  and  install  IMS  data  bases  for  large  scale  IBM  systems;  provide  for 
data  base  performance  analysis  and  tuning  activities  These  positions  require  1-7  years  data  processing 
experience  including  1-3  years  recent  background  as  a  Data  Base  Analyst  or  Administrator  in  an  IMS  DB/DC 
environment  and  2-4  years  in  IMS  DB/DC  applications  analysis  and  programming.  (Job  Code  JG-1) 

DATA  SECURITY 

Sr.  Data  Protection  Analyst 

A  career  in  the  rapidly  growing  field  of  computer  systems  security  Take  part  in  designing  protection  for  an 
IMS  network  running  6  million  transactions  a  day  and  developing  security  procedures  for  an  increasingly 
large  number  of  microprocessors  Your  background  should  include  5  years  data  processing  experience 
including  3  years  in  Systems  Development,  2  years  computer  security  experience,  Bachelor’s  degree  or 
equivalent  work  experience  Knowledge  of  ACF2  or  RACF  preferred.  COBOL  and  IMS  knowledge  preferred. 
(Job  Code  JG-2) 

IMS  SYSTEMS  PROGRAMMER 

You  will  maintain  and  troubleshoot  the  latest  IMS/Fastpath  systems  software  and  work  with  state-of-the-art 
technology  You  must  have  3  years  recent  work  experience  in  data  processing  including  one  year  experience 
in  IMS  systems  programming  Excellent  Assembler  programming  skills,  ability  to  use  systems  dumps  in 
problem  determination  and  knowledge  of  IBM  hardware  and  diagnostic  techniques  are  a  must.  (Job  Code 
JG-3) 

In  addition  to  working  in  a  unique  technical  atmosphere,  you'll  enjoy  a  salary  and  benefits  package  only  an 
industry  leader  can  provide  Our  progressive  management  philosophy  was  created  with  one  thing  in  mind — 
your  success. 

For  confidential  consideration,  forward  your  resume  and  salary  requirements  to:  FEDERAL  EXPRESS 
CORPORATION,  P.O.  Box  727,  Dept.  8520,  Memphis,  TN  38194,  Attn.:  Technical  Recruiter.  Please  include  the 
Job  Code  number  you  are  applying  for  on  your  envelope. 


An  Equal  Opportunity  Employer 


Computer 

Professionals 


Computers  can't  do  the  whole  job.  At  American  Express, 
we  rely  not  only  on  the  most  recent  innovations  in  hard¬ 
ware  and  software,  but  also  on  the  most  talented  com¬ 
puter  professionals.  Opportunities  currently  exist  for: 

Lead  On-Line  Specialist 

Night  Shift 

Responsibilities  involve  problem  management  in  a  criti¬ 
cal  on-line  environment,  and  maintenance/monitoring  of 
IMS  systems  and  on-line  VM.  Requirements  include  four 
years  DP  experience,  including  two  years  in  IMS  software 
recovery  and  operational  support  and  data  base  recovery 
utilizing  DBRC.  Thorough  knowledge  of  IMS,  JCL,  TSO, 
and  DBRC  is  essential,  as  are  effective  communication 
skills  andstrong,  proven  leadership  abilities.  Mustalso  be 
able  to  succeed  in  a  fast-paced,  time-critical 
environment.  Night  shift  position,  Tuesday  -  Friday, 
hours  vary  between  6:00pm-6:00am  (10  hour  shifts). 

Senior 

Programmer/Analysts 

Requires  at  least  1  year  experience  coding  BAL  in  ACP 
or  TPF  environment  and  technical  leadership  with  large 
systems  in  an  on-line  environment.  Knowledge  of  IBM 
Assembly  language,  CMS  and  COBOL  is  desired. 

Data  Management 
Specialist 

This  position  requires  5  years  total  EDP  experience  with 
at  least  2  years  in  ACP  systems  programming  or  systems 
development.  Familiarity  with  MVS,  JCL,  Utilities  re¬ 
quired.  Must  be  able  to  work  in  a  high  pressure,  technical 
environment  with  occasional  irregular  hours. 

If  our  opportunities  seem  intriguing,  we'd  like  to  hear  from 
you.  We  offer  excellent  professional  growth  opportuni¬ 
ties,  a  competitive  salary/benefit  package,  which  in¬ 
cludes  a  401 K  investment  option,  and  shift  pay  differen¬ 
tial.  Please  submit  resume  to:  AMERICAN  EXPRESS, 
Attn:  Pat  Taylor,  P.O.  Box  53781,  Phoenix,  AZ  85072- 
3781. 

An  Equal  Opportunity  Employer 


MVS  Lead  Systems  Programmer 

At  TRW's  System  Development  Division,  we’re  involved  with  a  varie¬ 
ty  of  projects  including  the  application  of  Expert  Systems,  Building 
the  Software  Development  Environment  of  the  Future,  Battle 
Management  Systems,  Sensor  and  Mission  Data  Processing 
Systems,  Mission  Definition,  Systems  Engineering,  and  Space 
Exploration. 

We  are  currently  seeking  an  individual  to  support  TRW's  New  Age 
Technology  by  leading  a  small  systems  programming  group  in  an 
IBM  4361  facility.  Requires  several  years  hands-on  experience  as  an 
MVS  or  MVS/XA  system  programmer.  Good  planning  and  leadership 
skills  are  essential.  This  is  an  excellent  growth  opportunity  for  a  sharp 
self-starter. 

TRW's  comprehensive  employee  compensation  package  includes 
professional  amenities  that  are  among  the  best  in  our  industry.  Send 
your  resume  today.  Tomorrow  is  taking  shape  at  a  company  called 
TRW.  Mail  to:  Gene  Goodban,  TRW  SDD,  02/2761,  Dept.  BA- 
CW,  One  Space  Park,  Redondo  Beach,  CA  90278.  Equal  Oppor 
tunity  Employer.  U.S.  Citizenship  Required. 


rnvw 


SOCIAL  SCIENCE 
PROGRAMMER  ANALYST 

Full  time  Sr  staff  person  knowing  SAS, 
SPSS  and  IBM  Mainframe  envir;  experi¬ 
ence  with  large,  complex  data  sets 
such  as  Census  PUMS  file;  good  back¬ 
ground  in  Social  Science  research 
methods.  Serve  as  data  librarian  and 
supervisor  of  graduate  student  assis¬ 
tant  in  CUNY  Data  Service.  Salary  com¬ 
petitive  based  on  experience.  Resumes 
to: 

Prof.  John  Mollenkopf 
Political  Science  Program 
P.O.  Box  380,  CUNY  Graduate  Center 
33  West  42nd  Street 
New  York,  NY  10036. 

(212)  642-2362 


ARKANSAS 
DATABASE  ANALYST 

St  Vincent  Medical  Center,  a  600  +  bed  hos¬ 
pital.  is  searching  tor  a  person  interested  in  a 
career  with  one  of  the  most  progressive  com¬ 
puter  service  departments  in  this  region  Ex- 
penence/qualifications:  DB2.  OS.  IMS/DB, 
CICS 

Reply  to: 

Daniel  R  Drennan 

Director  of  Systems  and  Programming 
St.  Vincent  Medical  Center 
Two  St.  Vincent  Circle 
Little  Rock,  AR  72205 
501/660-2272 


ACADEMIC 

COMPUTING  CONSULTANT 

EDUCATIONAL  RESOURCES  CENTER 

Clarkson  University  is  seeking  an  individual  to 
serve  as  a  consultant  in  the  Academic  Com¬ 
puting  Services  group  of  the  Educational  Re¬ 
sources  Center.  An  Academic  Computing 
Consultant  supports  faculty  and  student  use 
of  a  number  of  networked  host  computing 
systems,  workstations,  and  microcomputers 
in  the  UNIX,  VAX/VMS,  and  VM/CMS  operat¬ 
ing  environments.  Specifically,  the  Consultant 
assists  faculty  and  students  in  their  use  of 
these  facilities  through  personal  consultation, 
development  and  presentation  of  short 
courses  and  seminars,  preparation  of  printed 
and  online  documentation,  and  assistance 
with  acquisition,  installation  and  maintenance 
of  academic  software  packages. 

The  applicant  must  demonstrate  excellent 
verbal  and  written  communication  skills.  A 
B.S.  degree  in  a  field  of  Science  or  Engineer¬ 
ing  is  required;  an  M  S.  degree  is  preferred.  A 
special  facility  in  the  language  of  scientific  dis¬ 
courses  is  needed.  Also  required  are  two 
years  experience  in  support  activities  in  a 
highly  diversified  university  computing  envi- 


Now  you  can  reach  the  qualified 
computer  professionals 
you’re  looking  for  with  the 
Computer  Careers  Network. 

Every  week,  the  new  IDG  Communications  Computer  Careers  Net¬ 
work  of  eight  leading  computer  and  communications  newspapers 
delivers  your  recruitment  advertising  to  an  audience  of  highly  quali¬ 
fied  computer  and  communications  professionals  in  this  dynamic 
marketplace.  When  you  put  the  proven,  weekly  authority  of  Compu- 
terworld  and  specialized  readerships  of  InfoWorld,  Network  World, 
Digital  News,  Federal  Computer  Week,  and  three  regional  editions 
of  Computer  Currents  to  work  for  you,  you  get  the  best  chance  ever 
to  target  the  qualified  professionals  you  need  to  reach. 


ronment. 

Salary  will  be  commensurate  with  qualifica¬ 
tions  and  experience.  Clarkson  offers  an  ex¬ 
cellent  benefits  package  and  employees  are 
able  to  enter  Bachelor.  Master  and  Doctoral 


Select  the  newspapers  you  need  to  reach  the  talent  you’re  looking 
for.  Then  target  your  audience  by  region.  Or  blanket  the  entire  na¬ 
tion. 


degree  programs  Send  resume,  salary  re¬ 
quirement  and  three  references  by  Dec  23, 
1987,  to  Robert  C.  Barringer.  Assistant  Direc¬ 
tor,  Educational  Resources  Center,  Clarkson 
University,  Potsdam,  NY  13676.  An  Equal  Op¬ 
portunity/Affirmative  Action  Employer. 


FLORIDA 

and 

THE  SOUTHEAST 

Heat  up  your  career  and  your  lifestyle. 
Make  a  move  to  the  SUN  BELT.  Many 
opportunities  exist  in  the  following  areas: 
SYSTEMS 
MVS  -  XA 
VTAM,  NCP 
DB2 


To  $47K 
To  $45K 
Open 


APPLICATIONS 

BENEFITS  or  TRUST 

PL/1.  IMS 

MSA 

INSURANCE 

ADABAS 

PICK 

IDMS.  ADSO 
DB2.  SQL 

EDP  AUDITORS 


To  $42K 
To  $37K 
To  $35K 
To  $33K 
To  $33K 
To  $32K 
To  $33K 
Open 

To  $35K 


Dave  Mitchell,  CPC 


2280  US  Hwy  19  N.,  Ste  258 
Clearwater,  FL  34623 
(813)  796-6907 


To  put  the  Computer  Careers  Network  to  work  for  you  call  the  sales 
representative  nearest  you.  Or  call  John  Corrigan,  Recruitment  Ad¬ 
vertising  Sales  Director,  617-879-0700. 

BOSTON;  375  Cochituate  Rd.,  Box  9171,  Framingham,  MA  01701, 
Al  DeMille,  Regional  Manager,  Nancy  Percival,  Account  Executive, 
(800)  343-6474  (in  Massachusetts  call  (617)  879-0700) 

NEW  YORK:  Paramus  Plaza  I, 

140  Route  17  North,  Paramus,  NJ  07652, 

Warren  Kolber,  Regional  Manager,  (201)  967-1350, 

Jay  Novack,  Account  Executive,  (800)  343-6474 

WASHINGTON,  D.C.:  3110  Fairview  Park  Drive, 

Suite  1040,  Falls  Church,  VA  22042, 

Katie  Kress,  Regional  Manager,  (703)  876-5100, 

Pauline  Smith,  Account  Executive,  (800)  343-6474 

CHICAGO:  2600  South  River  Road, 

Suite  304,  Des  Plaines,  IL  60018, 

Patricia  Powers,  Regional  Manager,  (312)  827-4433, 

Ellen  Casey,  Account  Executive,  (800)  343-6474 

LOS  ANGELES:  18004  Sky  Park  Circle, 

Suite  100,  Irvine,  CA  92714, 

Barbara  B.  Murphy,  Regional  Manager,  (714)  250-0164, 

Chris  Glenn,  Account  Executive,  (800)  343-6474 

SAN  FRANCISCO:  18004  Sky  Park  Circle, 

Suite  100,  Irvine,  CA  92714, 

Barbara  B.  Murphy,  Regional  Manager,  (415)  322-3314, 

Chris  Glenn,  Account  Executive,  (800)  343-6474 
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Tactics  vary 
in  hiring 

continued  from  page  1 
Wisconsin,  which  provides  auto¬ 
mated  banking  services  for  185  cli¬ 
ent  banks  in  a  four-state  area. 
“You  cannot  go  out  and  buy  the 
kind  of  loyalty  and  responsibility 
you  get  promoting  from  within.” 

Spillane  himself  joined  First 
Wisconsin  while  he  was  a  student 
at  Marquette  University  in  Mil¬ 
waukee  and  worked  in  the  bank’s 
data  processing  and  communica¬ 
tions  departments  before  assuming 
his  current  position  in  1986. 

While  First  Wisconsin’s  ap¬ 
proach  has  been  to  staff  most  of  its 
40-person  communications  group 
from  within  the  corporate  ranks, 
other  companies  employ  different 
tactics  to  handle  the  vital  job  of 
hiring.  In  fact,  hiring  tactics  often 
reflect  the  user’s  corporate  culture. 

But  one  thing  is  clear.  There  is  a 
dearth  of  qualifed  communications 
personnel,  and  users  must  develop 
an  effective  strategy  for  building  a 
topflight  staff  to  use  communica¬ 
tions  to  a  competitive  advantage. 

Spillane  said  he  believes  one  of 
the  keys  to  the  success  of  First 
Wisconsin’s  promote-from-within 
policy  is  the  bank’s  extensive 
training  program.  He  estimates 
that  communications  staff  mem¬ 
bers  received  some  1,000  hours  of 
training  in  1987.  This  training 
came  from  a  variety  of  sources,  in¬ 
cluding  vendors  and  the  bank’s 
own  in-house  training  unit.  All 
communications  staffers,  for  ex¬ 
ample,  must  undergo  the  initial 
training  program  required  for  bank 
tellers. 

“I’ve  never  thought  of  our  train¬ 


ing  budget  as  an  expenditure,  I  see 
it  as  an  investment  that  has  paid 
off  marvelously,”  said  Ron  Jaeger, 
assistant  vice-president  of  Data 
Network  Services  at  First  Wiscon¬ 
sin  and  the  man  to  whom  Spillane 
reports. 

“For  example,  we  sent  people 
off  to  training  conducted  by  Para¬ 
dyne  [Corp.]  in  Largo,  Fla.,”  Jaeger 
said.  “They  came  back  and  were 
totally  prepared  when  it  came  to 
working  with  our  equipment  and 
in  dealing  with  Wisconsin  Bell.  ” 

Jaeger  declined  to  disclose  the 
size  of  the  bank’s  training  budget, 
saying,  “It’s  a  wonderful  budget, 
so  good  that  I  wouldn’t  want  some 
of  my  colleagues  to  know  the  actu¬ 
al  figure.” 

Miami-based  Florida  Power  & 
Light  Co.  takes  a  different  tack 
than  First  Wisconsin  Bank.  Over 
the  years,  Florida  Power  &  Light 
has  developed  a  pipeline  to  local 
telecommunications  vendors  and 
other  user  organizations.  That 
pipeline  delivers  a  steady  stream 
of  experienced  communications 
personnel,  according  to  Everett 
Stonebreaker,  telecommunications 
coordinator. 

“Probably  the  best  way  to  get 
good  people  is  through  word  of 
mouth,”  Stonebreaker  said.  “We 
have  an  unwritten  policy  that  we 
do  not  directly  recruit  from  other 
companies.  But,  when  we  have  an 
opening,  the  word  gets  out.” 

According  to  Stonebreaker,  sat¬ 
isfied  Florida  Power  &  Light  em¬ 
ployees  who  have  joined  the  utility 
from  other  companies  are  quick  to 
inform  their  former  colleagues 
when  Florida  Power  &  Light  has 
an  opening. 

The  opportunity  for  advance¬ 


ment  and  the  technical  and  man¬ 
agement  training  programs  offered 
by  Florida  Power  &  Light  attract 
communications  employees,  Stone¬ 
breaker  said. 

Like  First  Wisconsin,  Florida 
Power  &  Light  also  believes  in  the 
power  of  promoting  from  within. 
“Typically,  we  don’t  hire  manage¬ 
ment  and  supervisory  people  from 
outside  the  organization,”  he  said. 
“We  like  to  provide  the  chance  for 
people  to  come  in  and  grow  and  ad¬ 
vance  in  our  organization.” 

As  with  many  other  users,  Flori¬ 
da  Power  &  Light  beefed  up  its 
communications  staff  following  di¬ 
vestiture.  “We  got  behind  the  eight 
ball  in  terms  of  staff  size  vs.  our 
work  load  from  1983  to  1986,” 
Stonebreaker  said. 

From  1984  to  1986,  Florida  Pow¬ 
er  &  Light  doubled  its  communica¬ 
tions  staff  to  32  people  and  will 
add  three  more  staff  members  in 
1988,  according  to  Stonebreaker. 

When  Citicorp  Savings  of  Cali¬ 
fornia,  headquartered  in  Walnut 
Creek,  Calif.,  set  out  to  increase  its 
communications  staff,  the  compa¬ 
ny  chose  to  recruit  communica¬ 
tions  professionals  directly  from 
other  user  organizations  and  ven¬ 
dors.  “I  felt  like  a  first  round  draft 
pick  when  the  bank  recruited  me,” 
said  Roberto  Gittens,  a  senior  data 
communications  analyst  at  the 
bank. 

His  colleague,  Mark  Carpenter,  a 
senior  telecommunications  analyst 
who  was  lured  to  the  bank  from 
discount  broker  Charles  Schwab  & 
Co.,  Inc.,  expressed  similar  enthu¬ 
siasm  about  his  position  with  the 
bank. 

While  Florida  Power  &  Light, 
First  Wisconsin  Bank  and  Citicorp 


Savings  of  California  are  in  differ¬ 
ent  geographic  areas  and  in  differ¬ 
ent  types  of  businesses,  they  share 
a  common  philosophy  when  it 
comes  to  communications. 

The  three  organizations  are  ag¬ 
gressively  implementing  communi¬ 
cations  strategies  designed  to  pro¬ 
vide  them  with  a  competitive 
business  edge.  And,  according  to 
Norm  Oppenheim,  president  of 
Fortune  Communications  Group,  a 
recruiting  firm  in  Nashua,  N.H., 
this  approach  is  as  important  as 
salary  in  attracting  young  commu¬ 
nications  staffers  looking  to  work 
with  the  latest  applications  and 
technology. 

First  Wisconsin’s  Jaeger  said  the 
bank’s  personnel  department  in¬ 
cludes  two  people  with  DP  back¬ 
grounds  who  ensure  that  salaries 
for  the  technical  staff  are  competi¬ 
tive  with  other  companies  in  the 
area.  Stonebreaker  said  Florida 
Power  &  Light  also  pays  salaries 
that  are  competitive  with  other 
South  Florida  businesses.  “We 
make  sure  our  personnel  depart¬ 
ment  is  aware  of  the  high  degree  of 
experience  and  skill  we  require  in 
our  employees,”  he  said. 

Both  men,  however,  attributed 
their  companies’  ability  to  attract 
and  keep  communications  person¬ 
nel  to  their  organizations’  stimulat¬ 
ing  work  environments  and  the  op¬ 
portunity  for  continued  profes¬ 
sional  training  and  advancement. 

For  their  part,  Gittens  and  Car¬ 
penter  of  Citicorp  conceded  that 
the  chance  to  make  more  money 
was  a  factor  in  their  joining  the 
the  bank.  But  they  said  the  oppor¬ 
tunity  to  work  in  a  first-rate  com¬ 
munications  organization  was  per¬ 
haps  a  more  important  lure.  L? 


Service  threatens  private  lines 

continued  from  page  1 1 


these  digital  services  will  be  limit¬ 
ed  to  major  metropolitan  regions 
that  have  digital  central  offices. 
Analog  central  office  facilities  will 
not  be  able  to  deploy  digital 
switched  services. 

Bell  Atlantic  Corp.,  the  only 
RBHC  not  currently  offering  the 
high-speed  service,  is  now  review¬ 
ing  the  possibility  of  doing  so.  “We 
see  a  market  need  for  this  type  of 
service,  and  we  are  in  the  process 
of  developing  a  business  plan  for 
such  an  offering,”  said  company 
spokesman  Larry  Plumb. 

The  most  prevalent  applications 
for  local  digital  switched  56K  bit/ 
sec  service  are  private-line  net 
backup  and  disaster  recovery,  said 
Robert  Fulghum,  staff  manager  for 
Digital  Data  Services  at  South  Cen¬ 
tral  Telephone  Co.,  the  local  oper¬ 
ating  company  of  BellSouth. 

Other  potential  applications  in¬ 
clude  slow-scan  video  for  telecon¬ 
ferencing  and  videoconferencing 
services;  high-speed  facsimile, 
computer-aided  design  and  manu¬ 
facturing  transmissions;  bulk  file 
transfers;  and  electronic  mail,  said 
Michael  DiLorenzo,  director  of 
Data  Solutions  Management  at 
New  York  Telephone  Co.,  a  subsid¬ 
iary  of  Nynex. 

Most  RBHCs  have  targeted  large 
data  users,  but  the  service  could 


also  be  useful  to  smaller  business¬ 
es.  Customers  in  manufacturing, 
insurance,  health  care,  financial 
and  government  sectors  are  target 
customers,  DiLorenzo  said. 

“This  service  really  spans  all 
business  sectors,”  said  James  Lon- 
gua,  manager  of  new  product  de¬ 
velopment  at  Ameritech  Services, 
Inc.  “We’re  looking  at  both  vertical 
and  horizontal  businesses  that 
have  multipoint,  low-traffic,  bulk 
data  applications,”  he  said. 

The  cost  of  these  services  varies 
from  state  to  state.  Most  RBHC  of¬ 
ferings  include  a  one-time  installa¬ 
tion  fee,  which  ranges  from  $150 
in  New  York  to  $700  in  Ohio. 

Recurring  monthly  charges  in¬ 
clude  a  flat  service  charge  and  a 
variable  usage-sensitive  charge. 
The  monthly  service  charge  is  rela¬ 
tively  consistent  throughout  RBHC 
regions,  ranging  from  $35  in  Ohio 
to  $69  in  Florida.  Usage-sensitive 
rates  range  from  8  to  10  cents  per 
minute  in  most  regions. 

The  limited  availability  of  digi¬ 
tal  switched  service,  combined 
with  reluctance  of  users  to  give  up 
private-line  facilities  for  data  ap¬ 
plications,  will  make  digital 
switched  56K  bit/sec  services  a 
tough  sell,  despite  the  cost  advan¬ 
tage  over  private  lines,  according 
to  industry  analysts. 


For  example,  Pacific  Bell  cur¬ 
rently  offers  digital  56K  bit/sec 
dedicated  service  at  a  cost  of  $548 
per  month,  with  no  usage  charge. 
This  compares  to  its  switched  56K 
bit/sec  service,  with  a  monthly 
charge  of  $189,  plus  a  usage-sensi¬ 
tive  fee  of  7  cents  per  minute. 
Switched  56K  bit/sec  service  is 
cost-effective  for  up  to  about  86 
hours  of  traffic  per  month,  accord¬ 
ing  to  Robert  Ellis,  president  of 
Rockville,  Md. -based  Aries  Group, 
Inc.  After  that,  dedicated  private 
lines  are  more  effective,  he  said. 

According  to  Joaquin  Gonzalez, 
vice-president  of  enterprise 
networking  strategies  at  Gartner 
Group,  Inc.  in  Stamford,  Conn., 
“The  RBHCs  are  going  to  have  lim¬ 
ited  market  response  for  these 
switched  data  services,  simply  be¬ 
cause  data  applications  have  vast¬ 
ly  different  requirements  than 
voice. 

“The  local  telephone  companies 
and  AT&T  approach  data  applica¬ 
tions  and  data  services  as  though 
they  are  the  same  as  voice  ser¬ 
vices,  and  that’s  a  big  mistake,” 
Gonzalez  said. 

Data  communications  managers 
want  network  diagnostics,  band¬ 
width  management  capabilities 
and  dedicated  connections  for 
their  precious  data  traffic,  Gonza¬ 
lez  said.  Those  capabilities  aren’t 
available  with  switched  services, 
he  said. 


Large  data  networks  traditional¬ 
ly  use  dedicated  transmission  facil¬ 
ities,  Ellis  said.  IBM,  for  example, 
encourages  its  large  data  custom¬ 
ers  to  operate  in  the  dedicated  en¬ 
vironment.  IBM  equipment  has  a 
lot  of  trouble  in  the  switched  envi¬ 
ronment,  Ellis  said,  adding  that 
IBM’s  communications  architecture 
is  geared  to  dedicated  facilities. 

Deployment  of  digital  switched 
56K  bit/sec  service  will  require 
customers  to  upgrade  their  in- 
house  communications  systems  in 
order  to  transmit  data  at  56K  bit/ 
sec,  Ellis  said.  Many  users  are  now 
transmitting  at  slower  speeds,  and 
the  transition  to  56K  bit/sec  is  go¬ 
ing  to  be  a  slow  process,  he  said. 

For  example,  credit  card  verifi¬ 
cation  services  currently  operate 
at  a  universal  1,100  bit/sec  speed 
for  dial-up  applications.  If  those 
transactions  were  to  occur  over 
switched  56K  bit/sec  services,  all 
the  point-of-sale  and  transaction 
processing  nets  around  the  world 
would  have  to  adopt  different 
standards  and  change  communica¬ 
tions  architectures,  Ellis  said. 

Utilization  of  digital  switched 
56K  bit/sec  will  require  users  to 
purchase  some  fairly  expensive 
customer  premises  equipment  as 
well.  Data  service  units/channel 
service  units  (DSU/CSU)  cost  be¬ 
tween  $800  and  $1,000,  and  each 
56K  bit/sec  line  would  require  a 
dedicated  DSU/CSU.  □ 
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IBM  eyes 
PacTel  Spectrum 

continued  from  page  1 
merit  package,  according  to  indus¬ 
try  analysts. 

PacTel  Spectrum,  a  company 
owned  by  regional  Bell  holding 
company  Pacific  Telesis  Group,  of¬ 
fers  customers  a  service  that  stores 
configuration  information  in  a 
data  base,  monitors  a  customer 
network,  identifies  network  prob¬ 
lems,  notifies  the  appropriate  ven¬ 
dor  when  equipment  is  not  func¬ 
tioning  properly  and  provides 
custom  reports. 

A  spokesman  for  PacTel  Spec¬ 
trum  said  employees  were  told  the 
company  plans  to  announce  a  deal 
with  IBM  soon  but  that  they  were 
not  given  any  details  about  the 
pact.  An  IBM  spokesman  refused  to 
comment  on  the  possible  alliance. 

Realizing  that  network  manage¬ 
ment  is  a  key  to  keeping  customers 
in  its  camp,  IBM  has  been  busily 
enhancing  NetView,  its  host-based 
network  management  system,  to 
meet  the  needs  of  large  customers. 
However,  the  company  has  done 
little  to  help  mid-range  customers 
manage  their  networks. 

“In  the  mid-range,  DEC  is  beat¬ 
ing  IBM  up,  and  one  reason  is 
DEC’S  superior  network  manage¬ 
ment  products,”  said  Thomas  Mc¬ 
Donald,  principal  consultant  at 
MGT  Technology  Group,  a  consult¬ 
ing  firm  in  Natick,  Mass.  “Mid¬ 
range  machines  like  the  System/36 
and  System/38  lack  network  man¬ 
agement  procedures,  functions  and 
capabilities,”  he  said. 

PacTel  Spectrum  is  geared  to 
these  types  of  customers,  compa¬ 
nies  with  small  MIS  staffs  and  net¬ 
works  supporting  strategic  appli¬ 
cations.  PacTel  Spectrum  places 
diagnostic  equipment,  which  moni¬ 
tors  all  network  products  and  con¬ 


nections,  at  a  customer’s  site. 

The  diagnostic  equipment  trans¬ 
mits  performance  information  to 
one  of  20  PacTel  Spectrum  service 
centers  across  the  country.  After 
identifying  a  network  problem,  a 
PacTel  Spectrum  network  operator 
accesses  a  data  base  with  informa¬ 
tion  concerning  the  customer’s  net¬ 
work. 

The  data  base  contains  informa¬ 
tion  about  each  piece  of  equip¬ 
ment,  including  the  name  of  the 
person  responsible  for  handling  a 
problem.  The  network  operator 
then  notifies  the  vendor  and  the 
customer  of  the  problem. 

PacTel  Spectrum  has  been  mar¬ 
keting  the  service  for  two  years, 


“In  the  mid-range,  DEC  is 
beating  IBM  up,  and  one 
reason  is  DEC’S  superior 
network  management 
products,”  said  Thomas 
McDonald  of  MGT 
Technology  Group. 


and  customers  said  they  are  satis¬ 
fied  with  it  (“Users  give  PacTel 
Spectrum  high  marks  for  net  ser¬ 
vices,”  NW,  June  1).  However,  the 
service  has  been  deemed  expensive 
by  users,  and  the  company  has  not 
met  revenue  projections,  according 
to  industry  analysts.  “I’m  skeptical 
of  long-term  success  of  network 
management  services  providers,” 
said  Katherine  Korostoff,  an  ana¬ 
lyst  at  International  Data  Corp.,  a 
Framingham,  Mass.,  market  re¬ 
search  firm. 

“Users  have  become  attached  to 
the  idea  of  managing  their  own 
networks  and  spent  a  lot  of  money 
to  gain  control  of  them.  Why 
should  they  turn  them  over  to 
third-party  service  vendor?”  she 
said. 


Last  summer,  Spectrum  laid  off 
30  employees  and  reorganized  its 
product  line  (“PacTel  Spectrum 
resculpts  strategy,”  NW,  Aug.  10). 
At  that  time,  the  company  began 
looking  for  a  suitable  partner  or  a 
possible  buyer,  analysts  said. 

The  company  approached  IBM, 
which  was  looking  for  business 
partners.  IBM’s  Communication 
Products  Division  has  a  full  plate 
of  major  projects,  such  as  trans¬ 
forming  Systems  Network  Archi¬ 
tecture  from  a  hierarchical 
networking  scheme  to  a  peer-to- 
peer  architecture,  and  understands 
it  does  not  have  the  resources 
needed  to  develop  all  the  products 
and  services  customers  require. 

When  PacTel  Spectrum  came 
calling,  IBM  was  formulating  a 
plan  to  beef  up  its  mid-range  net¬ 
work  management  offerings.  Pac¬ 
Tel  Spectrum  also  had  a  project  un¬ 
der  way  to  link  its  service  more 
tightly  to  NetView.  The  two  com¬ 
panies  decided  to  pool  their  re¬ 
sources. 

Analysts  said  they  were  not 
sure  how  well  the  alliance  would 
work.  IDC’s  Korostoff  noted  that 
IBM’s  network  management  strate¬ 
gy  is  based  on  NetView.  The  com¬ 
pany  plans  to  enhance  the  product 
as  well  as  develop  versions  of  the 
package  that  run  on  smaller  sys¬ 
tems,  like  the  System/36,  Sys¬ 
tem/38  and  Personal  System/2. 
The  alliance  may  be  a  stopgap  mea¬ 
sure  until  the  other  projects  are 
completed. 

Gerald  Mayfield,  vice-president 
at  the  DMW  Group,  Inc.  of  Stam¬ 
ford,  Conn.,  noted  that  the  PacTel 
Spectrum  service  is  based  on  DEC 
equipment.  He  said  IBM’s  market¬ 
ing  focus  is  aimed  at  Fortune  500 
accounts  and  that  the  company  has 
little  interest  selling  equipment  to 
smaller  companies,  PacTel  Spec¬ 
trum’s  typical  customers.  □ 


CALENDAR 

Dec.  14-16,  Washington,  D.C.  — 
The  New  Standards:  OSI  and 
ISDN.  Contact:  Technology  Trans¬ 
fer  Institute,  741  10th  St.,  Santa 
Monica,  Calif.  90402. 

Dec.  14-16,  Los  Angeles  — 
Hands-on  SNA.  A  Complete  Ex¬ 
amination  of  IBM  Protocols.  Also, 
Jan.  6-8,  Baltimore;  Jan.  13-15, 
Sacramento.  Contact:  Datacomm 
Group,  American  Institute,  Inc.,  55 
Main  St.,  Madison,  N.J.  07940. 

Dec.  14-18,  Washington,  D.C.  — 
Introduction  to  Digital  Telepho¬ 
ny.  Contact:  Continuing  Engineer¬ 
ing  Education  Program,  George 
Washington  University,  Washing¬ 
ton,  D.C.  20052. 

Jan.  11-15,  Irvine,  Calif.  — 
ISDN  Week.  Contact:  Teledimen¬ 
sions  Systems  Corp.,  21552  Shil- 
lingsburg  Ave.,  San  Jose,  Calif. 
95120. 

Jan.  14-15,  Seattle  —  Network¬ 
ing  the  IBM  PC,  XT  and  Compati¬ 
bles.  Contact:  Data  Tech  Institute, 
Lakeview  Plaza,  P.O.  Box  2429, 
Clifton,  N.J.  07015. 

Jan.  18-21,  Tampa,  Fla.  —  16th 
Annual  BICSI  Conference.  Tele¬ 
communications  Distribution  De¬ 
sign  in  Buildings.  Contact:  BICSI, 
University  of  South  Florida,  LLL 
012,  Tampa,  Fla.  33620. 

Jan.  20,  New  York  —  Corpo¬ 
rate  PC  Data  Communications 
and  Connectivity.  Contact:  Access 
Data  Products,  Inc.,  559  Grama- 
tan  Ave.,  Mount  Vernon,  N.Y. 
10552.  . 

Jan.  19-20,  Chicago  —  Under¬ 
standing  ISDN.  Contact:  Telecom¬ 
munications  Research  Associates, 
P.O.  Box  1200,  Newark,  Ill.  60541. 

Jan.  25,  Washington,  D.C.  — 
Communication  Networks  Con¬ 
ference  and  Exposition  In-Depth 
Seminar  Curriculum.  Contact: 
Communication  Networks  ’88  In- 
Depth  Tutorial  Program,  P.O.  Box 
9171,  Framingham,  Mass.  01701. 

Jan.  26-27,  Somerset,  N.J.  — 
Data  Comm  I,  Data  Comm  II.  Con¬ 
tact:  Center  for  Advanced  Profes¬ 
sional  Education,  Suite  110,  1820 
E.  Garry  St.,  Santa  Ana,  Calif. 
92705. 

Feb.  3-5,  Milwaukee  —  Work¬ 
ing  with  Personal  Computer  Lo¬ 
cal-Area  Networks.  Contact:  Con¬ 
tinuing  Engineering  Education, 
University  of  Wisconsin-Milwau- 
kee,  929  N.  Sixth  St.,  Milwaukee, 
Wis.  53203. 

Feb.  8-10,  Boston  —  X.25  in 
Practice.  Contact:  Technology 
Transfer  Institute,  741  10th  St., 
Santa  Monica,  Calif.  90402. 

Feb.  16-18,  New  York  —  Dexpo 
East  ’88  Conference.  Contact:  Ex- 
poconsul  International,  Inc.,  3  In¬ 
dependence  Way,  Princeton,  N.J. 
08540. 
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►  PRODUCT  COMPARISON 

A  certain  synchronicity 

Autodial  modems  from  Racal-Vadic  and  UDS  push  ease  of  use  and  low  pricing. 


BY  JOHN  J.  HUNTER 

Contributing  Editor 


Users  of  synchronous  autodial 
modems  have  long  complained 
about  high  prices  and  clumsy  dial¬ 
ing  procedures.  Recent  products 
from  Racal-Vadic,  Inc.  and  Univer¬ 
sal  Data  Systems,  Inc.  (UDS)  try  to 
silence  such  complaints. 

The  Racal-Vadic  9650PA  and 
the  UDS  9600B  run  at  9.6K  bit/sec 
half-duplex  over  leased  two-wire 
or  conventional  telephone  lines 
and  support  first-class  synchro¬ 
nous  autodialing  protocols  and 
procedures  that  are  as  easy  to  use 
as  some  asynchronous  dial  proto¬ 
cols. 

The  Racal-Vadic  protocol  is  Syn¬ 
chronous  Auto  Dial  Language 
(SADL);  UDS  calls  theirs  Sync-Up. 
Users  familiar  with  the  more  popu¬ 
lar  asynchronous  modem  communi¬ 
cations  packages  such  as  Hayes  Mi¬ 
crocomputer  Products,  Inc.’s 
Smartcom  will  feel  at  home  with 
SADL  and  Sync-Up. 

The  9650PA  is  a  stand-alone 
unit,  while  the  9600B  is  a  printed 
circuit  plug-in  card  that  works 
with  an  IBM  Personal  Computer, 
XT,  AT  or  Personal  System/2  Mod¬ 
el  30  Personal  Computer. 

It  may  seem  odd  to  contrast  two 
different  types  of  modems.  But 
since  they  perform  essentially  the 
same  function,  it’s  interesting  to 
see  how  the  two  approaches  com¬ 
pare. 

Characteristics 

Both  modems  are  CCITT  V. 29- 
compatible.  The  9650PA,  however, 
also  supports  CCITT  V.27ter, 
which  allows  it  to  operate  in  fall¬ 
back  mode  at  4.8K  and  2,400  bit/ 
sec.  The  UDS  9600B  runs  at  9.6K 
bit/sec  only. 

Since  the  public  telephone  net¬ 
work  provides  inconsistent  quality 
for  data  transmission,  modems 
running  at  9.6K  bit/sec  frequently 
suffer  from  a  high  incidence  of 
data  errors.  Therefore,  fallback 
speeds  are  an  advantage.  While 
lower  speeds  also  cut  throughput, 
they  eliminate  errors  and  reduce 
the  number  of  retransmissions  if 
the  modem  or  the  transmission 
protocol  handles  error  correction. 

Both  units  also  support  Binary 
Synchronous  Communications  and 
Systems  Network  Architecture/ 
Synchronous  Data  Link  Control. 
Since  these  protocols  transmit  data 
in  blocks,  it’s  more  efficient  to  re¬ 
duce  the  chance  of  errors  occurring 
during  transmission  —  as  should 
be  the  case  when  using  lower,  fall¬ 
back  transmission  rates  —  rather 
than  retransmitting  large  data 
blocks. 

Since  both  modems  operate  at 
half-duplex,  training  time,  Clear  to 

Hunter  is  president  of  TMS 
Corp.,  a  telecommunications  con¬ 
sulting  firm  in  Devon,  Pa. 


Send  delay,  is  important.  The 
9650PA,  at  25  milliseconds,  has 
one  of  the  shortest  delay  times  in 
the  industry;  the  9600B  follows 
closely  at  30  milliseconds.  In  addi¬ 
tion,  the  UDS  modem  can  be  set  for 
50-  or  150-millisecond  delays. 

The  two  modems  are  also  soft- 
ware-programmable.  The  9650PA’s 
configuration  parameters  can  be 
set  with  a  12-key  keypad  on  the 
unit’s  front  panel,  or  data  trans¬ 
mission  equipment  can  be  used. 
With  the  keypad,  an  LCD  display 
screen  on  the  modem  prompts  the 
user.  Since  the  UDS  9600B  is  a 
plug-in  card,  it’s  programmable 
only  through  the  personal  comput¬ 
er  in  which  it’s  installed. 

Operational  design 

There  are  pros  and  cons  to 
stand-alone  vs.  plug-in  design 
schemes.  As  a  stand-alone  unit,  Ra- 
cal-Vadic’s  9650PA  isn’t  restricted 
to  personal  computer  use,  as  the 
UDS  9600B  is. 

The  unit  also  has  an  integral 
automatic  dialer  that  supports  the 
AT&T  801 -type  parallel  Automatic 


Calling  Unit  (ACU),  or  can  be  used 
for  serial  dialing.  The  801  ACU  is 
frequently  used  at  host  computer 
sites  and  controls  racks  of  modems 
making  outgoing  calls. 

By  contrast,  the  UDS  modem 
doesn’t  support  ACUs.  Its  data 
transmission  is  strictly  serial,  and 
it  uses  the  personal  computer’s  RS- 
232-C  serial  port  to  send  com¬ 
mands  and  data  to  the  modem;  the 
ACU  uses  a  separate  path. 

The  Racal-Vadic  9650PA  also 
supports  serial  processing  and  uses 
its  RS-232-C  interface  for  control 
and  data  transmission.  To  support 
serial  dialing  with  the  9650PA,  the 
transmitting  device  requires  an  op¬ 
tional  autodialer. 

The  stand-alone  packaging  of 
the  9650PA  does  extract  a  penalty 
when  the  modem  is  used  with  a 
personal  computer.  The  standard 
communications  ports  on  a  person¬ 
al  computer  are  asynchronous  and 
therefore  require  a  synchronous 
data  converter,  generally  in  the 
form  of  a  plug-in  card. 

In  addition,  a  software  driver 
must  be  used  to  interface  between 
the  personal  computer  and  the 
data  converter.  Racal-Vadic  offers 
neither  a  synchronous  data  con¬ 
verter  nor  a  software  driver  for 


the  9650PA.  Both  must  be  pur¬ 
chased  from  other  vendors.  This 
could  cause  operational  and  main¬ 
tenance  responsibility  problems, 
since  the  products  aren’t  designed 
as  integrated  units. 

Emulation  software 

Both  the  9650PA  and  the  9600B 
require  emulation  software  to  link 
them  logically  with  a  personal 
computer.  While  they  come  with 
IBM  SDLC  and  BSC  protocol  han¬ 
dling  built-in  —  via  SADL  and 
Sync-Up,  respectively  —  users 
must  furnish  their  own  emulation 
software  in  order  to  communicate 
with  IBM  hosts.  UDS  sells  such 
products,  but  Racal-Vadic  does  not. 

There  are  many  hardware  and 
software  products  that  emulate 
systems  like  IBM’s  3270  3X74  clus¬ 
ter  controllers,  3X7X  worksta¬ 
tions,  and  the  5251,  3770  and 
2780/3780  (“Protocol  converters 
feel  peer  pressure,”  AW,  May  11). 
It’s  smart  to  buy  a  combined  sys¬ 
tem  instead  of  using  separate  com¬ 
ponents,  since  the  former  are  de¬ 
signed  to  work  together  without 


modifications.  Unfortunately, 
that’s  not  always  the  case  when 
separate  components  are  used. 

The  UDS  9600B  modem  is  de¬ 
signed  specifically  for  personal 
computer  use  and  so  has  a  syn¬ 
chronous  data  converter  and  soft¬ 
ware  driver  built  in.  Also,  UDS  of¬ 
fers  BSC  and  SNA/SDLC  product 
emulators.  IBM  3270,  3770,  5251 
and  2780/3780  BSC  emulators  are 
$325,  while  SDLC  costs  $525. 

SADL  and  Sync-Up 

UDS  and  Racal-Vadic  modems 
incorporate  their  own  serial  auto¬ 
dial  protocol  software.  UDS  uses 
Sync-Up;  and  Racal-Vadic  employs 
SADL.  Both  protocols  are  modeled 
after  the  CCITT  V.25bis  autodial 
protocol  but  offer  proprietary  en¬ 
hancements  that  restrict  their  use 
to  like  products.  Therefore,  SADL 
and  Sync-Up  can’t  communicate 
with  modems  using  V.25bis. 

The  Sync-Up  dialing  protocol  is 
based  on  IBM’s  BSC,  but  it  can  be 
used  for  SNA/SDLC.  Dialing  with 
Sync-Up  is  initiated  in  Sync- 
Up/BSC,  but  once  the  connection  is 
made,  UDS-supplied  software 
transfers  data  in  SNA/SDLC  for¬ 
mat.  SADL  is  more  flexible,  sup¬ 
porting  BSC,  SNA/SDLC  and  HDLC 


protocols  in  native  mode. 

The  complete  SADL  protocol 
suite  is  built  into  the  9650PA  mo¬ 
dem  and  receives  its  dialing  com¬ 
mands  from  the  associated  DTE.  To 
use  SADL  with  a  personal  comput¬ 
er,  a  third-party  autodialer  is  need¬ 
ed  to  interact  with  the  emulator 
product  and  communications  pro¬ 
tocol  software. 

Racal-Vadic  does  not  offer  a  di¬ 
aler,  but  dialers  can  be  purchased 
from  companies  such  as  AST  Re¬ 
search,  Inc.,  Irvine,  Calif.,  and 
Pathway  Design,  Inc.,  Wellesley, 
Mass.  The  Cleo  Software  division 
of  Phone  1,  Inc.,  Rockford,  Ill.,  of¬ 
fers  SADL-compatible  products 
that  have  dialers  built  into  emula¬ 
tor  cards.  Cleo’s  PC2-3276/2  SHM 
and  PC2-3276/12  SHM  are  for  BSC 
and  SNA/SDLC  respectively  and 
are  priced  at  $795  each. 

If  the  Sync-Up  user  employs  oth¬ 
er  than  UDS-furnished  emulation 
hardware  and/or  software,  a  sepa¬ 
rate  dialer  also  will  be  required. 
UDS  sells  such  products  for  $60 
each. 

Summing  up 

The  9650PA  is  the  more  flexible 
product  of  the  two  modems,  giving 
users  the  option  of  employing  it 
with  minicomputers,  mainframes 
and  personal  computers.  Its  built- 
in  801  autodialer  obviates  the  need 
for  an  external  unit,  and  the  mo¬ 
dem  supports  serial  dialing 
through  SADL. 

The  9650PA  also  offers  a  wider 
range  of  operating  speeds,  and  its 
25-millisecond  training  time  should 
guarantee  high  performance.  The 
fact  that  Racal-Vadic  does  not  of¬ 
fer  emulation  facilities  could  be  a 
drawback,  since  users  must  shop 
for  products  that  are  compatible 
with  both  the  modem  and  SADL  if 
SADL  is  used.  UDS,  incidentally, 
makes  a  product  similar  to  the 
9650PA.  Called  the  UDS  9600  A/B, 
it’s  not  software-programmable 
and  has  no  built-in  801  or  serial 
autodialer. 

The  UDS  9600B  is  less  flexible 
and  runs  only  at  9.6K  bit/sec.  It  is, 
however,  sold  as  an  integrated 
unit;  its  Sync-Up  protocol  looks  to 
be  first  class  and  its  training  time 
is  close  to  the  Racal-Vadic  product. 
The  9600B  is  also  less  expensive, 
both  for  the  base  unit  and  emula¬ 
tion  software,  but  Racal-Vadic  is 
considering  a  card  version  of  the 
9650PA.  □ 


Network  World  is  seeking  au¬ 
thors  to  write  comparative  re¬ 
views  of  network-related  prod¬ 
ucts.  If  you’re  both  a  writer  and 
an  expert  on  data,  voice  or  video 
networking  products,  contact 
Steve  Moore,  features  editor,  at 
(617)  879-0700,  ext.  732.  Re¬ 
spondents  may  not  be  employed 
by  vendor  companies. 


Two  high-speed  modems  compared 


Vendor/Product 

Racal-Vadic,  Inc. 
Milpitas,  Calif./ 

9650PA 

Universal  Data 
Systems,  Inc. 
Huntsville,  Ala./ 

9600B 

Packaging 

Stand-alone 

Personal  Computer  card 

Emulation  hardware/software 

Optional 

Optional 

Cost 

$1,695 

$1,540 

SOURCE:  TMS  CORP.,  DEVON,  PA. 


DEPT.  BELDEN 

4711  Golf  Rd. 

Skokie,  IL  60076 

□  Please  send  me  more  information  on  Belden’s 
electronic  wire  and  cable. 


NAME 


TITLE 


COMPANY. 


Our  computerized  network  of  cable  distribution  centers 
gives  you  access  to  the  world’s  most  complete  Belden 
wire  and  cable  inventory. 


All  across  the  USA  the  Belden  line  of  electronic  wire  and 
cable  is  instantly  available  from  Anixter. 

Whatever  your  needs  —  from  simple  hook-up  wire  to 
complex  computer  cable  and  fiber  optics  —  call  Anixter. 


Wiring  Systems  Specialists 

Voice  •  Video  •  Data  •  Power 


For  the  Anixter  stocking  location 
in  your  area,  consult  the  Yellow  Pages  under 
‘‘Wire”  or  under  “Telephone  Equipment  and  Systems.” 

CORPORATE  HEADQUARTERS:  ANIXTER  BROS.,  INC. 

4711  Golf  Road,  Skokie,  IL  60076  (312)  677-2600  —  Telex  289464 

1987  Anixter  Bros.,  Inc 


